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HARDWARE DEALERS’ 


Fal Sreviah, 


$3 PROFIT on $4.20 COST 
YOU PAY FOR 21 —GET 24 
THREE ARE FREE 


24 Plastic Squeeze Bottles 
packed in attractive self-sel- 
ling display box costs you 
only $4.20. Sells at 30c each 


to total $7.20. aw ha ° 
PLASTIC APPLICATOR — 
Self-Spreader 


TWO FULL OUNCES 


D4 e 
SELLS FOR ONLY 30c 
Also available in all popular sizes. TH E re LEA N 
THE FRANKLIN GLUE CO i 


. WHITE GLUE 
COLUMBUS, OHIO 


Makers of >—- Easy “=o by anyone for almost th ti. 
EVERTITE is ideal for wood, paper, cloth, mounting 


the famous photos, porous materials and many plastics — 
FRANKLIN , SETS FAST — DRIES CLEAR — makes joints stronger 


Liquid Hide Glue | than the wood itself. 


ORDER FROM YOUR WHOLESALER 


autor 

















Sash Cord NEW ‘‘handy bag’ package. A Snap Sacks*... These SNAP SACKS* are je 
quality cord priced to sell in volume. 2 hanks from heavy gauge polyethylene with an elastic 
connected in polyethylene bag. 1200 and 2400 Help Yourself’ top. Mason's Line, Butcher's 
ft. coils packed in protective dispensing display Twine, Chaik Line, Wrapping Twine te 
carton India, Cable Cord 



































Chalk Line Ton quality. display packaged Braided Mason's Line A good all year Nylon Cord... (Twisted or Braided) 





of 

Mason's Line, Layout Line, Furring out Line round seller. Extra strong, non-kinking, non Nylon. Excellent for Mason's Line, Chalk Line, 

Tile-setting, etc. A staple, year ‘round seller raveling. Mason's Line, Chalk Line, Awning Plumb Line, Drapery Cord, Pull Cords, Crofts 
Cord, et and Hobbies. 100 ft. spools in display ¢ 


Many other put-ups 































Venetian Blind Cord Made of the highest 
quality fine plied yarn. This is the best blind 
cord made. Available in a wide assortment of 
colors 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 
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KWIKSET “600” line locksets automatically adjust to doors of different 

thickness when screws are tightened. NO further positioning of rosettes is necessary. 
Your customers readily recognize the advantages of a cylindrical lock with this 
exclusive design feature. A lock that can be installed quickly and 


easily, is a lock that sells itself. 


The Only Lock with All these features: 


@ Six pin tumbler security 

© Exclusive adjustable strike 

@ All steel and brass construction 
© Full 42" latch bolt throw 

@ Feather-touch knob action 


© Automatic thickness adjustment 






e Elimination of cylinder reversing 


© Unconditional guarantee 


a 


“A finer tock fer finer homes”’ 





KWIKSET SALES AND SERVICE COMPANY * ANAHEIM, CALIFORNIA 
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This was the key issue: ata 
“What make or brand of files do you sell?” Will J. Fe 
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either users or sellers. 
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Persistent advertising has made them known 
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and only Buch’s patented Aerators have the 
features your customers are looking for! 


The educational job is over! For many years, now, magazines 
and newspaper lawn care experts have been telling the public 
about the importance of aeration in lawn care. The public 
has learned and tested—they’re ready to buy. And the 
Aerator they’ll be buying is BUCH’S! Because only BUCH’S 
patented HL Aerator actually cores the soil. Hollow 
spoons core the soil, admit plenty of air and water, make 
the soil loose and healthy. At the same time, the HL 
Aerator’s exclusive Flexi-Press springs keep the sod in 
place, preserve the beauty of the lawn. This 1s the 
Aerator your customers want! 





Write now for complete information about 
BUCH’S complete line of Aerators and other 
garden care equipment. 







Buch Fork Aerator 


For small lawns and _ hard-to-get-at 
spots. Black rubber hand grips, coring 
spoons and Flexi-Press springs. Also 
tractor drawn GT model. 
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| =) Proven best-seller... famous packaged 
; _ 


Buch Whiz Barrow! Here’s a sales-tested unit to anchor 
your garden equipment line: the famous BUCH Whiz Barrow. Shipped 
ready to sell, in a carton that saves you stocking space, and gives your 
customers carry-home convenience. 


BUCH GIVES 


You can’t beat the selling help you’ll get from BUCH! Hard-hitting ads in Life and 
Better Homes & Gardens turn readers into potential customers for you. And BUCH 
gives you merchandising and point-of-sale help, too. Remember, only BUCH gives you 
a complete line of rolling garden equipment to sell, and plenty of help in selling it! 


rast 


a 








Carrying the load 
since 1868 


GARDEN CARE EQUIPMENT 


BUCH MANUFACTURING CO., Elizabethtown, Pa. 





America’s Leading Line of Rolling Garden Care Equipment 
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Just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


What of tomorrow... 


The fight of orthodox retailers against the many forms of sales diversion that 
cloud the marketing picture today has many complicated aspects. Weighing the 
elements of this situation objectively, with the long range view in mind, is not 
always easy when one is pressed by the demands of daily routine. 


Yet, it is very important that this subject be considered with the utmost objec- 
tivity. It is my impression that too often some manufacturers and wholesalers 
are prone to look upon discount selling as strictly a problem of the retailer. But 
it is not such a simple matter. There are ramifications that have a distinct bear- 
ing on the economic well-being of both wholesalers and manufacturers. 


The reading of viewpoints expressed by manufacturers, both in the public 
print, in sales letters and in correspondence with dealers, gives rise to a strong 
conviction that many factory executives fail to understand the threat to estab- 
lished brand names that is posed by the activities of discounters. These execu- 
tives do not seem to grasp the intensity of the feelings of dealers across the 
country against products that are favored by discounters, a circumstance that is 
already being translated into specific action against the discount house pets. 


The subtle effect of removing a line from a prime display space in a store and 
replacing it with a competitive line, can have a serious effect upon volume, espe- 
cially if this action is duplicated by several thousand stores across the nation. 


Few brands are so strong that they can, of themselves, overcome the effects of 
the many obstructions which retailers can place in their paths, if an ill feeling 
exists toward a brand. 


Retailers are grasping, on a wider scale, the simple fact that in order to grant 
a discount, a discounter must have an accepted price to start with. If an item is 
not carried in the stock of an established retailer, then the discounter is denied 
his strongest promotion tool. The manufacturer that is caught in the middle of 
this situation is in an unhappy position, indeed. He loses both ways. 


Another ramification of this attitude of retailers toward brands favored by 
discounters is the growth of private brands which permit better control of dis- 
tribution. The food field is seeing the beginning of a comeback in private labels; 
other fields will feel it, too, if the discount problem isn’t licked. 


The basic strength of a national brand is the support it receives from thousands 
of independent retailers stretched across the nation. Remove this support and 
the brand name loses significance. The pages of marketing history contain 
numerous examples of this very occurrence. 


Some brands today face the serious possibility of being put in this position. 
What, then, happens to the fortunes that were spent to develop a brand name? 
What happens to the advantages of the widespread distribution that had been 
enjoyed. 


Such a manufacturer may well end up with all his eggs in a few baskets. Big 
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baskets, it is true; but a hole in any one of these big baskets can mean disaster. 
This isn’t true when you have many small baskets. 


The distributor’s stake in this long term picture is equally complicated. A dis- 
count house needs a sound, diversified source of supply in its formative days; it 
needs the financial props that wholesalers provide the retail trade. 


But once the discounter is on his feet, his primary aim is the direct deal. As 
soon as he can swing these deals, the wholesaler is out, but fast. This tendency 
is being aggravated by the growth of multi-unit discount houses whose buying 


power is tremendous. The slave fast becomes the master in this situation. | HERE'S 
The decisions that must be made by the executives in solving these problems @ 2 close 
are not easy decisions. The American concept is to permit each one to make his 
own decision in matters of this type. And then he must stand or fall by his deci- @ Unconc 
sion. This is just as true at the wholesale and manufacturing level as it is at the or abu 
retail level. 
@ Extra | 
Our point in this discussion is that it appears that some firms today are making @ Heavy 
decisions that are not based on careful appraisals of the long term picture. They ond oe 
are spur-of-the-moment policies which may backfire in the years to come. No one 
wants to see that happen. @ Single 
control 
..on 
Is i 1...? 
Sit so good...! © eds 


, : ; , : 3 oe ee Rugge 
When an effort is made to analyze this complicated picture, it is vital that our 99 


understanding of the various elements is sound and based on fact. Too often sur- @ Leak-r 
face emotions and hasty guesses color our thinking. 


For example, we frequently hear the statement that the discount house is really 
just another form of the food supermarket type of selling and that, therefore, it 
is the coming trend, etc., etc. 


Now, even presuming some faint similarities, does this necessarily mean that 
the food supermarket way of doing business is the best way; that we in the non- 
food trades should imitate the food supers? 


There are many signs that the food supermarket picture is not as attractive as 
some would have us believe. If the supermarket technique is such a successful and fc 
way of selling food, why are the supers turning with such haste to non-food lines? 


The answer is simple. Most of the profits in food retailing have been squeezed 
out. There is not enough profit left to keep the supers healthy. So they are turn- 
ing to non-food lines—cosmetics, toiletries, housewares, hardware—which at the 
moment have larger margins, to make up for the poor profits in food. Housewares 
currently constitute only about 5 pet of a super’s volume, but account for 8 to 10 
pet of the gross volume. 








Is there any substance, under these circumstances, for justifying discount 
houses as analogous with supermarkets? From the manufacturer’s viewpoint, it 
would be well to remember that whenever a retailer’s margin goes down, the pres- 
sures on the manufacturer’s profit increases. 


It would seem reasonable that before anyone suggests that the discount house 
is like the food supermarket and that we would do well to duplicate the super’s 
way of doing business, let’s make certain that the supermarket technique is sound 
and is worth imitating in the slower turn-over lines of our hardware stores. On 
the record it would seem that there are many good reasons for our not imitating 
food supermarket methods in all their activities. 
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or TOP SCORER OF THE SEASON! 


ILCO “UNIVERSAL” 


Retailers across the country report that this is a banner season 
for door closers . . . and they are scoring record sales with the 
ILCO “Universal’’. 



















HERE’S WHY: 


@ 2 closers in one — mounts on right or left hand doors without change 


@ Unconditionally guaranteed for 2 years except when misapplied 
or abused 


@ Extra powered helical coil spring 


@ Heavy, forged steel, one-piece shaft 
and crank eliminates breakage 


@ Single valve provides dual speed 
control .. . one speed for closing 
... one for latching 


@ Precision machining throughout 
@ Rugged construction 
@ leak-proof 


and for combination doors... 


ILCO closers for combination storm and 
screen doors are sales winners, too. Power- 
ful, weather-resistant, totally enclosed 
main spring, built-in shock absorber. Made 
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NEWS and ViEWs 


By Washington Bureau of 
HARDWARE AGE 


Government Economists Predict 
Better Business For 1955 


Business in 1955 will be slightly better than in 
1954, not as good as in 1953, and the recent elections 
won't alter the course of the business upturn. That’s 
the picture as government economists see it. 

Personal income will better this year’s rate; savings 
are near a peak so more money will be spent, less 
saved, than this vear: construction will top 1954’s 
record performance and industrial activity will con- 
tinue to improve bringing higher employment and 
wages, they say. 

This is the post-election legislative summary: 

Money—the administration will continue to try to 
cut svending and balance the budget, but Congress 
will lean toward more spending so there will be little 
change. 

Labor—the Taft-Hartley labor law won’t be 
changed much, if at all. 

Wages—a drive to increase minimum wages. 

OUTLOOK—Policies favoring expansion of 

business will continue, but any new tax cuts 

» will favor individuals rather than business, 

providing more spending money. Easy money 
policies will continue. 


Discount Selling May Spread 
To More Hardware Lines 


Discount selling, now taking 18 pct of the con- 
sumer’s dollar according to a recent survey, is_ be- 
coming increasingly important to hardware dealers as 
competition is tightened by other factors. 

A survey by the U. S. Chamber of Commerce shows 
that 70 pct of all retailers are now faced directly with 
discount competition. Fifteen pct of them are cutting 
their own prices to meet it, and about 4 pct are press- 
ing suppliers for price treatment equal to that afforded 
discounters. 

Two recent developmenets—the elections and the 
appointment of a new U. S. Supreme Court justice 
will have a bearing on coming tests of Fair Trade. 

Elections have placed a friend of Fair Trade as 
head of the House Commerce committee but a foe 


has taken over reins of the powerful House Judiciary 
committee. Either, or both, could claim Fair Trade 


jurisdiction. 


OUTLOOK 


in sporting goods, electric housewares, build- 


Discount selling, concentrated 


ing materials, paint, plumbing supplies, will 
# be expanded in the months ahead to cover 
even more hardware items and more business 
probably will be diverted from less alert 


dealers. 


Congress May Move To Curb 
Government Competition 


Another powerful voice will soon join the growing 
clamor for the government to get out of competition 
with private enterprise. The Commission on Reor- 
ganization of the Executive Branch of the Govern- 
ment (Hoover Commission) will add its strength to 
the demands. 

Investigators of former President Hoover have 
found that the government actively competes with 
private enterprise in 985 business areas, using a total 
investment of $18 billion. 

His report, to be out soon, is expected to urge cur- 
tailment especially of military business-type activities, 
including post exchanges and commissaries. 

Meanwhile, the Army reveals that its post exchange 
system in Europe did $185.4 million worth of business 
in the year ended last June 30, of which $16 million 
was profit. Some 2,728 exchanges are operating in 
Europe. 

Legislators, keeping their eye on government com- 
petition, are still threatening to push through legisla- 
tion te force curtailment. 


OUTLOOK 


ing slowly to reduce competing activities, are 


Government departments, mov- 


being spurred by the threat of embarrassing 
4 congressional action. A _ bill introduced last 


year was permitted to die only on the strength 
of promises that government “would clean ils 


own house.” 


(Continued on page 77) 
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Quality Hinges Since 1865 














Food, Meat Chopper 


Universal food and meat chopper, 
No. 1595, features a new design in 
the hopper, a plastic handle, snap- 
on polished aluminum crank han- 
dle, rubber suction cups, cast-iron 
body and feed screw, white enam- 
eled die cast aluminum base, and 
table-edge positioner. Has three 
cutters made of hardened carbon 
steel in graduated sizes for ham- 





burg, vegetables and cooked meats, 
respectively. Chopper is lightweight, 
compact in size, easy to clean, and 
can be used on any non-porous sur- 
face. Retails at $7.95. Landers, 
Frary & Clark. 


For more data circle No. 1 on postcard, p. 85 


Painters’ Cutlery 

New line of painters’ cutlery, the 
P3 line, includes two putty knives, 
two wall scrapers, and one spacht- 
ling knife. Handles are of Premium 
American Walnut secured to blade 
by three heavy-duty brass rivets. 
Blades have a full tang and are 
made of ground tempered tool steel. 
Putty knives have 114 in. blades, 
one flexible, the other stiff. Wall 
scrapers have 3 in. blades, one flexi- 
ble, one stiff. Spachtling knife has 


12 


LATEST INFORMATION ON 





~“« 
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a 5 in. flexible blade. Red Devil 
Tools. 


For more data circle No. 2 on postcard, p. 85 


Mower Exhaust Muffler 
Racket Robber muffler quiets 
power mower exhaust noise. Made 
of steel and aluminum, with steel 
forming Aluminum 
layer outside resists corrosion from 
the weather; another aluminum 
layer inside resists corrosion from 
the acids which are by-products of 
combustion. Mdaffler stays bright 
and will outlast mufflers made from 


inner core. 


ordinary steel. Comes packed six in 
a carton. Donaldson Co. 


For more data circle Ne. 3 on postcard, p. 85 


Porcelain Doorknobs 


New line of hand-decorated por- 
doorknobs and 


celain matching 





NEW PRODUCTS AND SERVIC 


switchplates includes a floral spray, 
two rose patterns, a wild fowl and 
plain black or white. Called the 
Prestige line, all knobs and switch- 
plates are trimmed in 24 karat gold. 
Knobs are $3.50 a pair with steel 
spindle included; matching switch- 
plates, $1. Yale & Towne Mfg. Co. 


For more data circle No. 4 on postcard, p. 85 


Garden Spreaders 

New line of lawn and garden 
spreaders includes the No. 22 and 
the No. 33 (illustrated) De Luxe 
Spreaders. Features are: improved 
control over the rate-of-spread; spe- 
cially calibrated scale for rate ad- 





justment; chrome-plated pulsator 
to keep spread-material loose and 
evenly distributed; stainless steel 
slide plate; ball-bearing wheels, 
and heavy-duty, extra-wide rubber 
tires. The No. 33 is a larger ver- 
sion of No. 22. Buch Mfg. Co. 


For more data circle No. 5 on postcard, p. 85 


Brass Door Knocker 

Forged brass door knocker, in 
Ranch style, is available in three 
variations. No. 341 has a_ black, 
satin smooth base with a contrast- 
ing bail in polished brass. No. 542 
has the base in polished brass with 
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Want more information on these 
products? Then use free post 
card on page 85. 


in hardware merchandise... 


FOR THE HARDWARE DEALER 





a black bail. No. 343 is made with a 
black base and the bail in polished 
chrome. Baldwin Mfg. Corp. 


For more data circle No. 6 on postcard, p. 85 


Tool and Utensil Rack 

New tool and utensil rack, called 
Jiify-Rack, for use in workshops, 
kitchens and garages, is 12 in. long 
and holds 29 different tools, uten- 
sils, brushes or in combination. 
Holds more than 50 Ib. Rack is 
52-S aluminum for 
rust proofness and 


constructed of 
long 
Aluminum is easily reworked for 


wear. 








unusually shaped tools or utensils. 
Rack lists for 69¢. Durabilt Metal 
Products Co. 


For more data circle No. 7 on postcard, p. 85 


Portable Belt Sander 
Portable electric 24% in. belt 
sander, Model 505, is designed for 
the do-it-yourself market. Sander 
operates on an amperage of 7.5; 





has a rear pulley brake horsepower 
of .79; belt speed is 900 ft. per 
minute, no load. 
material per minute. 


Removes 3 oz. of 
Skil Corp. 


For more data circle No. 8 on postcard, p. 85 


Electric Fans 

Three new Riviera model electric 
fans are the ‘45’ (illustrated), the 
‘10’ and ‘20’, 
as a window fan, a floor fan or can 
be mounted on a special adapter as 
a mobile unit. Suggested retail 
price is $69.95. All three models 
feature full circle adjustment for 
changing fan breeze in any direc- 
tion. Diffuser Tops which replace 
the Air-Jet Vanes are available 
for the ‘10’ and ‘20’. Additional 
window 


The ‘45’ can be used 


accessories are adapter 


(Continued on page 82) 
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TO HELP YOU 


SELL 


NEW DISPLAYS 
AND OTHER DEALER 
SALES HELPS 


Faucet Washer Display 

Merchandise display 
offered free of extra cost with the 
1500 Shur 


Seal Neoprene beveled faucet wash 











cabinet is 


purchase of assorted 
ers. Cabinet is 9', in. wide, 12 in 
deep. Lithographed in three colors 
Also 
board for 
which is 24x36 in. Made of yellow 


available is a new display 


plumbers’ hand tools 





perforated board, it can be set up 
on counter or affixed to wall or bin 
front. Chicago Specialty Mfg. Co. 


For more data circle No. 9 on postcard, p. 85 


Wrench Merchandiser 

For merchandising Life-Time 
wrenches and sockets, the new 
Salespace Maker features a_ floor- 
to-ceiling fixture consisting of two 
telescoping aluminum tubes — se- 
curely held in position by spring 


tension. Height is adjustable from 





(Continued on page 100) 
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se HARDWARE 
STORE 
coy SALES 


Sept Sept. 

1954 < 1953 

Aug. ve 

ion > (Seasonally 
so) Unadjusted) 


s00 (in millions) 





$190 


Source: Dept. of Commerce 


Sales of Hardware 
May Come Close To 


Last Year's Total 

It now appears that the Decem- 
ber business of hardware stores 
will pretty much follow the pat- 
tern that has been set for the 
year, in which case the volume for 
1954 will, at least, approach the 
$2.7 billion mark of last year. 

There has been rather little 
change, this year, in the business 
done by hardware stores as com- 
pared with the like months of last 
year, and the year can be charac- 
terized as having been a stable one 
for this trade. 

There are elements which could 
upset the prediction that this 
year’s sales will approximate last 
year’s, and one of the most potent 
of these is the mass effect that 
will be generated by all the pro- 
motional campaigns of one sort or 
another that have been initiated 
for the purpose of bringing more 
gift sales to hardware stores. 

Should the nation’s sellers of 
hardware capitalize on all the dis- 
play, advertising and promotional 
tools which have been provided for 
them by hardware and housewares 
manufacturers, as never before, it 
is possible that the trade could get 
a larger percentage of disposable 
income than the 1.1 pet which it 
has realized in the last two years, 
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in Retail Sales 


» New Building Mark for October 


> Personal Income Even With Last Year 


which put hardware stores ahead 
of family apparel store (.9% ) ; men 
and boys’ wear (.9%) and shoe 
stores (.7%). 





Hardware Sales Rose 
Sharply in September 

Hardware store sales in Sep- 
tember were estimated at $230 
million; only $1 million lower 
than September, 1953, but $6 
million higher than September, 
1952. 

This brought the total for the 
first nine months just fraction- 
ally lower than for the like peri- 
od of last year and just slightly 
higher than sales two years ago. 

The seasonally unadjusted 


sales estimates are: 


(millions of dollars) 
1954 1953 1952 


January .... 165 166 166 
February... 172 167 170 
ae 196 200 190 
ere 221 219 229 
See 229 234 244 
|. err 232 232 233 
eee 233 236 214 
August ..... 216 228 216 
September .. 230 231 224 





1,894 1,913 1,885 





October .... .«.. 256 233 
November ... i 239 219 
December .. 7h? 297 290 





2,705 2,628 











Better Than Seasonal 
Pick-up in October 

The October pickup in business 
showed more than the normal sea- 
sonal improvement, says the Na- 
tional City Bank of New York. 

“Probably its chief support is 
the reduction of inventories to the 
point where new commitments have 
to be made,” comments National 
City in its monthly letter on busi- 
ness conditions. “Employment, ex- 
cept on the farms, is gaining mod- 
erately and unemployment is dimin- 
ishing.” 

Construction is continuing at a 
high level, notes the second biggest 
commercial bank in the country. 

“Looking ahead to the year-end, 
a rise in the industrial production 
indexes (seasonally adjusted) is 
confidently predicted,” it adds, “if 
only because November and Decem- 
ber will be months of heavy auto- 
mobile output.” 


Humphrey Predicts 
Better Year Ahead 


Business in 1955 will top 1954 
“the best peacetime year in his- 
tory’ —says Treasury Secretary 
Humphrey. 

Mr. Humphrey expects incomes, 
employment and trade next year to 
climb higher than the level set this 
year, 

“Reports of improving busi- 
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FIRST CHOICE OF COUNTERMEN is this easy-to-use RB&W 





Check these four money-making 


reasons to stock and sell RB&W 


SAVE TIME AND PRODUCT LOSS in your store with these new 
stronger RB&W packages. No spillage or breakage. Made of 
rigid kraft-board with the larger sizes corrugated, their 
upside-down design (another RB&w first) makes handling 
easy, fumbling next to impossible. Oversized labels speed 
product identification. 


catalog. Double-tabbed for instant reference, it’s jammed 
with facts on RB&W fasteners — the complete quality line. 
Leather-like cover protects contents, adds years to its life. 
Includes illustrations, applications, dimensions, physical 
properties, sizes and prices on all RB&W products. 














Handy Man'kit 


for fin 





BOOST UNIT SALES with RB&w’s pace-setting Handy-Man 
Bolt and Nut Kit. Here’s an easy way to save customers 
time. It’s a natural for the booming Do-It-Yourself market. 
It’s this kind of profit-building merchandising that keeps 
RB&W the best-known brand of fasteners, according to all 
surveys. 





INSURE CUSTOMER SATISFACTION with industry’s broadest 
line of high-quality fasteners. With RB&w carriage bolts, 
machine bolts, lag bolts and stove bolts, you can fill all 
orders promptly. Stock up on RB&W fasteners today. Russell, 
Burdsall & Ward Bolt and Nut Company, Port Chester, 
New York. 4.15 


co RUSSELL, BURDSALL & WARD 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


Plants at: PORT CHESTER, N.Y.; CORAOPOLIS, PA.; ROCK FALLS, ILL.; LOS ANGELES, CALIF. Additional sales offices at: ARDMORE (PHILA.), PA.; 
PITTSBURGH; DETROIT; CHICAGO; DALLAS; SAN FRANCISCO. Sales agents at: NEW ORLEANS, DENVER, SEATTLE. Distributors from coast to coast. 
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propellents. 


“Freon” is Du Pont’s registered trade- 
mark for its fluorinated hydrocarbon 


DU PONT 











E. I. du Pont de Nemours & Company (Inc.) 





WASHINGTON, D. C., HARDWARE RETAILER SAYS: 


“WE DON’T HAVE TO ‘PUSH’ 


Surveys help aerosols 
set sales records 


It’s no accident that aerosol products 
have met with tremendous consumer 
acceptance and soared in sales volume 
in a few short years. Du Pont market 
research has helped manufacturers de- 
velop and package the products people 
want. 

Every year the total aerosol picture 
is surveyed. Researchers analyze sales 
figures, customer preferences, praise,and 
even—whenever there are any—com- 
plaints. This information is made avail- 
able to manufacturers, who use it to 
help guide their marketing plans and 
new product development. 


In addition to these annual surveys 
of the over-all aerosol picture, Du Pont 
makessupplementary surveys in specific 
areas. There was, for example, an inter- 
esting survey made recently on aerosol 
Christmas-tree snow. The findings 
helped guide manufacturers in pricing 
and sizing, planning distribution, and 
gauging the proportion of demand for 
various colors. 


Manufacturers of aerosol products 
have found that they can turn to Du Pont 


MAIL COUPON TODAY FOR FREE PAMPHLET 


Write for this interesting pamphlet filled with information about aero 
sols and their market. Find out how many aerosol products are sold 
annually, what new packaging developments are on the way, why 
aerosol packaging is ideal for perfumes, and what new products are 
being developed. Fill in the coupon and mail it today! 


EK. I. du Pont de Nemours & Co. 


Room N 11500, Wilmington 98, Delaware 


Please send me your free pamphlet that can help me sell more aerosol 
products with ‘“‘Work Made Easier.’’ 


L/ 





POPULAR PRODUCTS 


WOW 1h MMUBY MEHOSOL 


| SPRAY. CANS 





This window helped in special promotion 


Display is a big factor in the success of any aerosol promotion. The powerful window full of 
aerosol products shown above made a real “‘event’’ out of one promotion. Every product 
featured in the window enjoyed six weeks of unmatched sales success. 

Window display space is particularly important in selling any impulse item, and surveys 
have shown that a large number of aerosol products are sold on impulse. People may not 
realize just how easy and convenient some chores can be until they see—in your window 
that there’s an aerosol product that takes the work out of the job. So make sure you remind 
passers-by to get aerosol products. Feature aerosols in a window by themselves, or place them 


prominently in ‘“‘mixed’’ windows. 


lated with Du Pont ‘Freon’’ fluorinated 
“Freon’’ pro- 


for help with market research that tells 
them what the customer wants. hydrocarbon propellents. 
pellents put the “‘push’’ in an aerosol. 
As the customer uses up the product, 


in the can expands, thus 


By far the large majority of aerosol 


products on the market today are formu- 
, the “Freon 


keeping the inside pressure constant. 
That’s why not a drop of the product is 
wasted—the customer gets every last 
bit he paid for. 








Store 








Address 
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CUSTOMERS TO GET AEROSOL SALES” 


Stan Levy, co-owner of Kennedy Hardware Company 


” 


Mr. Levy lets a customer find out for himself how easy it is to spray a light, uni- 


form coating with an aerosol product ...it may lead to a tie-in sale with the mop! 


“Convenient packaging and quality of 
the products have made aerosols easy 
to sell,” in Mr. Levy’s opinion. ‘Our 
way of promoting products is simply to 
put them on display—and for aerosols, 
that’s a natural. People often buy them 
on impulse.”’ 

Mr. Levy has one favorite product... 
it’s ‘‘Endust.’’ Sprayed on a dust mop, 
it coats the strands evenly and lightly 

. picks up dirt swiftly and easily, 
makes dusting a light, fast job. Not only 
does ““Endust”’ sell rapidly in the Ken- 
nedy Hardware Store, but it also comes 
in very handy in operating the store. 

As Mr. Levy tells the story, “With 


over a thousand small glass display bins 
for hardware and shelves full of mer- 
chandise, we spent half a day each week 
just dusting. Meanwhile, customer after 
customer would come in and sing the 
praises of ‘Endust.’ So we decided to 
try it ourselves. Now we dust the entire 
store in an hour.”’ 

Another feature pointed out was that 
buyers of ‘‘Endust’’ learn the ease and 
economy that aerosol products offer. 
Then they’re eager to buy other aeroso! 
products. Recently we’ve noticed our 
aerosol paint sprays moving quickly, 
for example. 

“To sum up,”’ says Mr. Levy, “we 
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Like all the products in the store, “‘Endust” is 
right out where customers can pick it up, read 
the label and sell themselves. 


attribute oursuccess with aerosols partly 
to display—for which we take a little 
credit—and mostly to the quality of 
the products. We don’t like to ‘push’ 
our customers—and with aerosol prod- 


ucts we don’t have to.”’ 
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Advertisements like this, appearing regularly in regional i 


farm papers, are catching the attention of fence buyers. ’ BE HiTR a 


ASK YOUR JOBBER...about Bethlehem Fence 
. steel fence posts... barbed wire... i FENCE 
nails and staples . . . bolts and nuts 1 | «ae 
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.. bale ties... baler wire . . . clothes 
line and other Bethlehem products. 
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SHOWING 
PATENTED 
ROPE-IN-HEM 
CONSTRUCTION 


The best is now better than ever! Yes, Eagle Farm Tarps 
and Truck Tarps, the leader in the field, now announce 
an amazing new tarpaulin . . . far superior to any tar- 
paulin ever made for the farm market. Now, more than 
ever Eagle Aluminum Treated Tarps lead in quality ... 
in sales .. . in profits! 


NEW 


ony Sage TARPS HAVE THESE OUTSTANDING FEATURES! 


NEW WATER & ROT RESISTANT TREATMENT 


The formula for the new Eagle Tarp is a scientific 
compounding of aluminum and Elastiseal*—so 
superior for water resistancy that it exceeds 
Government requirements for 12 oz. Army canvas 
under Military Spec. MIL-D-10860 and for rot 
resistancy to comply with soil burial requirements 
of U.S. Army Spec. 6-345. 


*Patent Pending 
EASIER TO HANDLE 


New Eagle Aluminum Treated Tarps are more 
flexible and, like aluminum, they have the rugged- 
ness and strength of heavier more bulky material 

. in cold weather when ordinary tarps become 
stiff and brittle, Eagle Tarps remain flexible and 
easy to handle. 
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90% HEAT REFLECTION 


The new exclusive aluminum treatment for Eagle 
Farm Tarps and Truck Tarps reflects 90% of 
sun and heat rays. Ordinary tarps absorb heat. 
Like an insulating blanket, heat and sun rays 
literally “bounce off” Eagle Tarps keeping heat 
out in summer... protecting against cold in winter. 


GREATER STRENGTH 


The “balanced construction” canvas used in 
Eagle Tarps has equal strength in both direc- 
tions... And patented rope-in-hem construction 
places the stress on the rope instead of the 
canvas . . . preventing grommets from pulling 
out and rips and tears from starting. 






ASK YOUR WHOLESAiER ABOUT THE NEW EAGLE TARP 







H. WENZEL TENT & DUCK CO. 
Founded 1887 
St. Lovis 4, Missouri 
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STAR ATTRACTION 
FOR YOUR 1955 MOWER DISPLAY 





When you choose models for your 1955 mower display, lie 
include the handsome F & N 20” rotary. _—™ 


Here is a mower that fairly shouts for attention: New 21” Fé N f 
smooth, clean lines . . . rugged 2 h.p. engine power reel type mower / 
. simplicity of operation and maintenance .. . 

genuine quality appeal from handle to wheels. 

Yes, give it space and it will give you “sell”, 

. . : Alumalite, 

There are also many other F & N mower models i >. vy \ king of the 
that belong in your display. 8 hand models Beet ) er pars 
including trimmer, 5 power reel models up to : \ 
24”, and 4 rotaries including a 21” self-propelled 
... 17 models in all for building the display 
that appeals to every customer desire. 


Specify F & N mowers ... first with the FiNest. 


THE F & N LAWN MOWER CO., 
Richmond, Indiana, ‘America’s Leader” 


LAWN MOWERS 
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Gem Dandy Duraglas jar with cover and handle: 


List price 3-gal. jar $3.95—Dealer's cost $2.37, Wt. 11 Ibs. 
List price 5-gal. jar $4.95—Dealer's cost $2.97, Wt. 16 Ibs. 


STANDARD MODEL-REDMOND SPECIAL $19.95 


New, 
Churns in 15 to 
has_ black 
jar cover fits Gem Dandy jar. 
prongs 
used with owner's crock or 


more efficient, cooler running motor 


20 minutes. Standard model 


motor, aluminum handle. Aluminum 


Motor base with 


four rubber-tipped prevents movement 


or vibration when 
mouth container. The Standard 


other wide 


Model 


Order your needs today. 


is a ready seller. 18 months warranty. 


STANDARD MODEL without jar 
Recommended dealer's cost 


$19.95 
$13.97 


Shipping weight 7 Ibs. Carton 10" x 10" x 10". 


MANUFACTURED BY 


ALABAMA MANUFACTURING CO. 


GEM DANDY 


ELELS RIL CH URN 


A bigger Value than ever 
at New Low Prices 


DELUXE MODEL-REDMOND SPECIAL $ @, ->.95 


The nationally advertised Gem 
Dandy Deluxe Electric Butter 
Churn is the world’s most popular 
electric New, more effi- 
cient, cooler running motor with 
Aluminum cover 
with 


churn. 


aluminum handle. 
designed to fit 
various openings and sizes, is lined 
with vinyl which prevents vibra- 
tion or movement. Order a stock 
of Gem Dandy Deluxe Model to- 
day. At new low prices, it will 
build big volume and profit for 
you. 


containers 





without jar 
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without jar 


@ New Motor—aluminum handle. 


@ New aluminum cover lined with 
vinyl, fits amy container. Easy to 
clean. 


@ Detachable aluminum shaft. 
@ Sanitary 
cord. 

@ Adjustable aluminum 

extra agitator. 
@ Slow-speed motor — 
makes better butter. 
@ 18 months warranty. 


DeLuxe Model without jar $23.95 
Recommended dealer's cost $15.97 


white motor—switch in 
dasher_ with 


churns quicker, 


Shipping weight 7 Ibs. 
Carton 10" x 10"' x 0". 







NATIONALLY ADVERTISED 


Order today from your distributor 
2% 10 days, net 30 days. F.O.B 
distributor's shipping point 


Ist Avenue, North at 13th St., 
BIRMINGHAM 3, ALA. 
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SAVER | ifsa ¢ 
ss \ JET WATER SYSTEM | 
veS only 
eee, 14 inches 
95 — 
° i 
thout jar ! 
one SHALLOW WELL \ 
ined with 
Easy to only | 
switch in $ 50 | 
sher with 
RETAIL | 
1S quicker, ] 
sr $23.95 For ¥% H.P. Shallow Well Model 
st $15.97 33CSRT “‘Space-Saver"’ System. t 
20 inches 
CONVERTIBLE 
\ only 
i 
99 aae-wis \ Model No. 33CSRT 
For 3 H.P. Deep Well Model 33CRT- Hy 
XC40L “‘Space-Saver"’ System. 1/2. H.P. 
= ee oe I Why so compact? Because there’s a big, new market for “pack- 
Connect’ Flange for fast, easy instal- i age” systems that fit easily into limited space areas of modern 
oo he Rape to homes. These 14” by 20” by 17”, 60 lb. “Space-Saver” systems 
aan @ —_ ee ee, | give you the top value for sales to that market. They'll fit under 
NO SHORT MARK-UP : sinks—in closets, on shelves—almost anywhere. 
FULL TRADE DISCOUNTS! Why so low priced? Because Rapidayton designed them for 
ISED | volume saies. “Space-Saver” systems offer full sized pumps with 
] famous Rapidayton “Champion” quality and performance. 
tributor Higher capacities—higher pressures—and more big features than 
F.O.B ! we can describe here. Descriptive literature is now available. 
4 Why wait? Get the facts from your Rapidayton Wholesaler now! 


* 
b S.. 
A. 


THE DAYTON PUMP & MANUFACTURING COMPANY * DAYTON 1, OHIO 
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The Ideal Christmas Item for the 


New SK/Z 





Home Shop Deluxe 




















For real sales action, sell the complete SKIL line of 21 models. There’s a tool for 
every prospect. A complete range of models and sizes to meet every need. 


Né 
=< 
-) XS 
\ 
* 
SKIL 6” Saw SKIL 2%” Belt Sander SKIL 6” Sander-Polisher SKIL Oscillating Sander SKIL %” Drill 
$49.50 $79.50 $43.95 $64.50 Hex-key chuck, $24.95 


Geared chuck, $26.95 
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e | “Do-It-Yourself” Trade 


Vq' Drill Kit 


A Quality Leader for Christmas 
Sales. An Entire Tool Shop 
in One Handy Kit. 





Your customers are sure-fire so/d with this 
great new SKIL Home Shop 4” Drill Kit! 


In one convenient, wall-cabinet carrying case 








...a complete tool shop of 38 needed pieces! 





Contains SKIL Home Shop 4” Drill with Millions of SKIL Power Tool Messages 
. ate Cover the Country Including . . . Your Community! 
geared chuck. . . plus accessories for drilling, y s y 
Powerful advertising support throughout the winter 
grinding, sanding, wire brushing, polishing, months works for you in SATURDAY EVENING POST, 
ARGOSY, OUTDOOR LIFE, POPULAR MECHANICS, POPULAR 
buffing. Has horizontal bench stand with eye SCIENCE MONTHLY, MECHANIX ILLUSTRATED, FAMILY 
HANDYMAN ... p/us FREE Ad Mats, Radio Scripts, 
shield, tool rest, and guard to convert drill to Envelope Stuffers, Miniature Catalogs! 





powerful, stationary bench unit. And that 


wall-hanging cabinet is the final clincher for 





your profit-packed sales! Your prospects will 





be quick to recognize: Here indeed is the 





finest drill kit value today! 








CASH IN ON SKIL BRAND NAME ACCEPTANCE AT ONCE! 
Play Up SKIL Tools Display-Wise! 


------------------4 


SKIL Corporation, Dept. HA-114 





5033 Elston Avenue, Chicago 30, Illinois ; | 
| 

Please send me complete information on the line of SKIL Home Shop J 
Tools. l 
ee — ! 
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Shipped with or without han- 
dies, four to a carton. Fully 
protected from scuffing and 
scratches. Cartons fully marked 
for easy stockroom identity. 


Top-flight workmanship gives every Warren- 

Téed Sledge added sales punch, Check one and 
note how it looks and weighs exactly the same as 
every other Warren-Teed Sledge in the carton. 

Examine the face. It's shiny because it is precision 
machined. Note the slightly curved surface of the face. 
That's radius ... a 6” radius engineered to give direct, 
powerful, point-to-point contact with every blow. 

And those numbers are heat numbers... an exact record 
of the steel used in the sledge. It never varies. Holds the 
same high standards that keep Warren-Teed Sledges 
tough and useful under the severest conditions. 

Some things can’t be seen. Heat treating, for in- 
stance. Warren-Teed Sledges are DEEP heat treated 

. . almost twice as deep as ordinary sledges. 
That's why they can’t be abused. 

Customers recognize the name Warren and 
all that it represents. They recognize the Dutch 
Blue finish that gives Warren-Teed tools 
added eye-appeal and boosts sales. 

Order Warren-Teed Sledges today 
in easy-to-stock, easy-to-display, 
easy-to-sell cartons. Prove to 
yourself that Warren pro- 
duction skills help sell 
more sledges. 


OP WARREN-TEED wes 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 
General Offices... 
30 Church St., 


Warren, Ohio 


Export Division . New York 7, N. Y. 
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Red Shield Says: 


tor the handyman, Set No. $-13. 
thirteen high speed steel drills for 
portable | or bench power tools. 
izes: “ie ", Yas”, ¥2", Yes", Ye", Yor”, 
he”, 401”, He”, 1%”, 52", 1", 
u", Packaged in plastic covered 
box with Christmas sleeve. 




















For Woodcraft, Set No. 14. Five 
carbon steel, wood boring drills 
with 4” shank to fit portable 
deste drills. Sizes: 4”, “0”, 
8%”, He”, 4%”. Packaged in plas- 
tic covered box with Christma. 
sleeve. 





Profit more the year around 


Standard Drill Sets are popular presents at Christmas—or 
any month of the year. Hobbyists want them—mechanics 
need them .. . so do farmers, electricians and sheet metal 
workers. 





Nationally advertised — priced to sell—Standard Drill 
| Sets give more dollar volume... more profit per sale. Each 
sale moves not one—but several drills. Ask your distribu- 
tor’s salesman for Standard Shield Brand Drill Sets. 







For Metalcraft, Set No. 4! 
Five high speed steel drills with 4” shan 
to fit portable electric drills. Sizes: % 
6", 32”, Ae”, %”. Packaged in plasti 
box with Christmas sleeve. 





STANDARD 00 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 





1954 


FACTORY BRANCHES IN: NEW YORK e@ DETROIT © CHICAGO @ DALLAS © SAN FRANCISCO 





THE STANDARD LINE: [wist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores » Special Tools 

















NOW... double-profit from 
— Better Homes & Gardens... — 


Tandy pla 
service! 


Ist PROFIT, 35% on pattern plans 
2nd PROFIT, in tools, supplies 





* 





These profits are going to look 
mighty good when Better 
Homes & Gardens HANDY 
PLANS go on sale in January. 

And the home-handyman mar- 
ket looks mighty good for these 
HANDY PLANS, too. For they 
enable anyone to build first-rate 
coffee-tables, cabinets, accessor- 
ies and toys. Their how-to direc- 
tions are clear and understand- 
able, with step-by-step pictures, 
list of materials, even the tools 
needed. 

This big, active market will 
be given a boost by national 
advertising . . . starting in 
mid-January. Also, feature- 
articles in Better Homes & 
Gardens... on building fine 
pieces with HANDY PLANS 


. will turn thousands of 


BETTER HOMES 
& Gardens 


randy plan service. 











hobbyists to these full-size pat- 
tern plans. 

The basic assortment puts you 
into the HANDY PLANS busi- 
ness. You can always get quick 
delivery on additional plans as 
you need them. Customers will 
keep coming back for more plans 
as new PLANS are added during 
the year. 

Better ask your wholesaler 
(listed on this page). Or write 
direct to Better Homes & 
Gardens HANDY PLAN SERVICE, 
Des Moines 3, Iowa. 


YOUR CHOICE... 
counter rack...or floor rack 





THESE ARE THE WHOLESALERS HANDLING THIS NEW PROGRAM: 


BUHLS DETROIT, MICHIGAN DECATUR & HOPKINS BOSTON, MASSACHUSETTS 
BOSTWICK BRAUN TOLEC HI BIGLOW @ DOWSE 8 TON. MASSACHUSE 
BELKNAP OUISVILLE. KENTUCKY ORGILL BROTHERS MEMPHIS TENNESSEE 
VAN CAMP HARDWARE INDIANAPOLIS. INDIANA WYETH SEPH. MISSOUR 
JOHN PRITZLAFF MILWAUKEE. WISCONSIN SHAPLEIGH ST LOUIS, MISS 
AMERICAN HARDWARE & SUPPLY PITTSBURGH PA BAKER & HAMILTON SAN FRANCISCO ALIF 
LOGAN GREGG PITTSBURGH, PA UNION HARDWARE @ METAL. LOS ANGELES. CALIF 
SUPPLEE, BIDDLE @ STELTZ PHILADELPHIA PA JANNEY, SEMPLE, HILL MINNEAPOLIS. MINNESOTA 
MAY HARDWARE WASHINGTON, D.C LUTHE DES MOINES WA 
BRONSON @ TOWNSEND NEW HAVEN NNE 





CCasionaj 















Each plan comes in attractive 
8" x 11" package-envelope 


Buy this ONE BASIC 
ASSORTMENT 


All you need to start... 105 pat- 
tern plans from 35 distinguished 
designs, retailing at 50¢ and $1... 
2 copies of “*Handyman’s Book”’. 

5 copies of ‘Handyman Ideas.” 


$49.33 
$75.90 


$26.57 


YOUR PROFIT 


ee 6:6 





] 
| THESE BOOKS SELL THEMSELVES 
| and he!p sel! more 
ig 







Better Homes & Gardens 
HANDY PLANS 


The one guide 
every home 
handyman 
wants most 





Ideas for 
things to make 
..full of how 
to information 











Moines 3. lowa 





SEATTLE HAROWARE COMPANY EA Le WASr 
JENSEN BYRD SPOKANE WASH 
PEOEN IRON @ STEEL + ‘ N. TEXAS 
BECK @ GREGG ATLANT 
MATHEWS @ GOUCHER 

ROSE, KIMBALL, BAXTER ELMIRA NE 
WHITLOCK CORPORATION MT 

COTTER & COMPANY 4 A 
UNITED HARDWARE COMPANY + a 

ACE HARDWARE CORP H A N 
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URRY 


—Your Christmas Order for 







terrific NEW 
Drill- Saw Kit 


; What a gift—what 
¥ a seller! Entirely 
new Cummins 
Drill-Saw Kit has 
. 35 valuable pieces, 
1? all neatly placed in 





n ee 
t a handsome metal 
fe ——— ‘ 
: iM ow YOU oc Case that mounts on 
sales \ arket,, yists fF * “il re wall or carries to 
. your s¢ say 1de8s 10.8 now 08 @ ' x job. Only $39.95. 





set But hurry S  Others from $24.95. 





Cummins JIGSAW MAXAW— FINEST HOME SAW 


BALLeRITE 1/4” DRILL POWER-TOOL HOME WORK 
Cummins do-it Shop combines the 7 
most wanted power tools into one com- 
pact unit. Builds fine furnishings, helps 
remodel, repair. Complete, $79.95. 


Outperforms, outlasts them all. 
Double-coil motor, hardened 
gears. Full 4-finger handle. 
$34.95. Others from $19.95. 


Famous Cummins MAXAW, with 
magicepivot, now all-new en- 
gineered and specially priced for 
do-it-yourselfers. Only $49.95. 


A popular buy. Practical addition 
to any home shop. Has unlimited 
cutting capacity. Any good %” 
drill runs it. Only $24.95. 


QUALITY PRODUCTS OF John Oster Manufacturing Co., Dept. CPT 


5055 N. Lydell Ave., Milwaukee 17, Wisconsin 





RUSH 


Gentlemen: Please rush me complete details 
on Cummins Power Tools, and name of the nearest 
Cummins jobber. 


NAME 


TODAY! ADDRESS | 


| Cv... STATE 
hails ae —s — cae aiet aati 


MANUFACTURING CO. 





5055 N. Lydell, Milwaukee 17, Wis. 
Cummins in Canada: 334 Lauder Ave., Toronto 10 
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GENERAL ELECTRIC’S JANUARY “BLITZ” 


J YEARS OUNLAM 





Audit of sales for 46 stores in 3 cities shows 


what to expect when you tie-in with G-E promotion 


ERE are the results when last January’s General 
Electric Sunlamp “Blitz” was checked in 
stores in Bloomington, Ind., Ann Arbor and East 
Lansing, Mich. Of all the retailers who tied-in with 
this promotion, 46 kept accurate records of their sun- 
lamp sales for General Electric. The average volume 
per store was three years’ normal General Electric 
Sunlamp sales in only 8 weeks—4 weeks during the 
“Blitz,” 4 weeks carry-over. What’s more, the same 
sensational results showed up in a check of stores in 


Binghamton, N. Y., during a previous “‘Blitz’’. 


Don’t miss out this year—“‘ Blitz” starts January 14, 


Whether or not you’ve tied-in with G-E Sunlamp 
“Blitz” promotions in the past, it’s just good sense 
to cash in this year. Especially when the sales you 


make will require so little effort on your part. 


All you have to do is set up some G-E Sunlamps 
together with General Electric display material in 
high traffic spots in your store. General Electric’s 
full page, full color magazine ad and hard -selling 
TV commercials will pre-sell sunlamps to your cus- 
tomers. And your displays will get them to buy 
from you. Better order your supply of G-E Sun- 


lamps from your lamp supplier now. 

















on 
(% 


suntan 


CAS 


DISP’ 
MATE! 





TZ” 





unlamp 
d sense 
les you 
be 


nlamps 
erial in 
ectric’s 
- selling 
ur Ccus- 
to buy 
E Sun- 




















PROMOTION PRODUCES ALMOST 


IME IN mh 


CASH IN ON THE G-E “BLITZ”. ORDER G-E SUNLAMPS TODAY! | 


Full , full col Py Ne Tans {j 
Li é £ . poem 24 °r G: .. Sra’ Sun, 


state CESUn ayy Me 














TV THE JANE FROMAN SHOW 
January 20, 27 





Display material plus the new 


G-E Sunlamp package tells 
DISPLAY customers you handle the sun- 
amp they want to buy. New 


MATERIAL package features the famous 


G-E Suntan Girl, takes up less 
space, packs more sales appeal. 


GENERAL @@ ELECTRIC 
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Put this new aun dupidt on your FLINT-WARE is triple-fgyer! ... vanadium stain- 





counter and watch it move Ekco’smew Flint- less gfeel! It has the§%amazing Radiant Heat 
Ware for you! It’s got everything! Exciting Core fhat makes cookmg faster, more even— 
color... flashing lights... even ‘‘hands out”’ becauge it spreads heat—not just across the 
free literature! Entire unit takes/up less than, —bottom—but up and around the sides, too! 
1% square feet of counter spac@g... it’s per- Flint-Ware washes clean easy as dishes! F lint- 
fect for use by itself or with complete range Ware Ras dozens of women-wanted exclusive 
of open stock. feature$, including self-storing lids and cool 
See your Ekco salesman NOW for details contour handles! Flint-Ware is so good it’s 
on the two easy ways you can get this display! guaranteed for 15 years! 
een, nn ae ae. t 
3 NEW SETS 1 \int-Ware > petnd \ 
S \ See Fu Open stock! 
ster DE Luxe Line of be ane’s 
’ t H FO 10ON 
maker § se pe aMIFIC ALL ri paiGN 
Se TEOVERTISING 61,71 
Economy _—— REACH Eopue! — 
j 


... the greatest name EKCO in hemeneeess 


EKCO PRODUCTS COMPANY, 1949 N. CICERO AVENUE, CHICAGO 39, ILLINOIS 
Also Sold in Canada by Ekco Products Company (Canada) Ltd., Toronto 
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IN IRONING TABLE 


“Tucks” in back 
and front of cover 


Strong elastic 
around entire edge 





Pad fits securely at 
back of table; 

















% eli assure perfect fit of cover keeps it 
on of ie a. and smooth iron- tight and wrinkle- 
po - ing surface. free, 


MODEL 72 
Pad and Cover Set 


Pad aad Caner Sat 
rn 


RT CO. MILA WENT 1 WUSCONSIN 





‘ Pads and covers 
+) have wide overlap 
on bottom of table 
to prevent slipping. 


Now manufactured in our own plants, the pad and cover sets that fit all 
MET-L-TOP Pad and Cover Sets offer makes of tables snug and tight. Just 
finer fit and better workmanship than the right thickness, just the right tex- 
ever before! If your customers want —ture—and the covers fit forever because 
smooth, wrinkle-free ironing—and all they’re Sanforized ! 

women do—sell them MET-L-TOP— 








MODEL 107 
Table Cover 


ETL: TOP 


PADS and COVERS 


GEUDER, PAESCHKE & FREY CO. 


1700 W. ST. PAUL AVE., MILWAUKEE 1, WISCONSIN e EXPORT AGENT: 25 BEAVER STREET, NEW YORK 4, NEW YORK 
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“It breaks off 


clean and easy, 


without any chips” 


says GEORGE MOSES 
of Lorraine Hardware Co., 
Richmond, Va. 





TRY THE 
“BLINDFOLD TEST” 
YOURSELF! 


Cut L-O-F first, last, or in-between the 
other brands. Run any kind of a cut you 
want. You'll see why you have fewer bad 
cuts, less waste and more profit with L-O-F. 

Call your nearest L-O-F Distributor. 
These local businessmen are listed under 
“Glass” in the yellow pages of phone 
books in many principal cities. And send 
for your free booklet—"For Greater 
Profits in Window Glass”. 

Write Libbey-Owens-Ford Glass Co., 
608 Madison Ave., Toledo 3, Ohio. 







“Brand ‘Z’ took very little pressure in scoring it. I 
just seemed to touch it, and it broke off clean and 
easy,’ said Mr. Moses. 

Mr. Moses had just finished test-cutting four well- 
known brands of single-strength window glass. These 
W, X, Y and 


Z. He tried several cuts on each and picked **Z” as 


brands were identified only by letters 


the easiest to cut, every time! 

“Z” was L‘O-F. Twenty-eight out of thirty 
dealers who took this test picked L‘O°’F! And with 
good reason. L:O:’F Window Glass is annealed more 
slowly, more patiently. This extra care makes it less 
brittle and more ‘‘even”’ in structure—so it’s a safer 
buy for your customers, too. 
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an appraisal of 


Self Service 





(Case History No.1) 








Has 80x200 ft area; 10 


Salespeople; 1 check-out. 














Located in shopping area 
of Ohio town of 2,000. 


This store is 
located in the 
down-town busi- 
ness area in an 
Ohio town of 
slightly more 
than 2,000 population. A self service store for 
more than two years, it is operated with one 
check-out counter and a full-time cashier. 

Occupying an 80x200 ft selling area, 10 sales- 
people are employed. This is the same number 
of salespeople employed before conversion to self 
service, the only change being the addition of 
the cashier. 

Self service has not affected operating costs, 
the owner reports. But self service has enabled 
the store to handle twice as many customers as 
previously. 

Now the store can put more than 50 customers- 
per-hour through its check-out and as many as 
400 per day. The owner estimates that 60 pct 
of its sales are made on a self service basis with- 
out the help of sales people. 


—12 case histories 


How does self service work in 
your hardware store? That was 
the question Hardware Age 
asked in personal interviews 
with 12 dealers. Here are 
their answers. 


The self service layout includes only the check- 
out counter and self selection fixturing. Guide 
rails, turnstiles, shopping baskets aren’t used. 

Customers are educated to wait upon them- 
selves by numerous signs. The entrance doors 
are signed: Quick Self Service. Two 30-ft signs, 
in the center, along both sides of the store ad- 
vise: Make Your Own Selection—Pay Cashier. 


In addition, two 20-ft signs read: /t’s Easier 








to Shop at “ "Quick Self Service. Also, 
display islands bear 514x7-in. placards reading: 
Make Your Own Selections—Pay Cashier. 

The check-out counter is placed on the inside 
back of the center store window and is designed 
in a V-shape. Customers coming through any of 
the store’s four aisles have to pass the cashier. 

As customers enter the store, they are faced 
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an appraisal of 


self service 





with a large sign reading: Information. Customers 
can ask directions from the cashier who needs only 
to point to any of the 29 departments, each numbered 
with a large sign. 

Customers can then go to the designated depart- 
ments, make their own selections, bring their items 
to the cashier. That ends the transaction, and they 
are on their way home. 

The store’s warehouse bin sections correspond with 
the display floor sections so that in-coming merchan- 
dise can be marked and placed in the proper ware- 
house section. Daily fill-ins for floor stock come from 
the warehouse section that corresponds with the store 
section. 


* Management's Appraisal 

Any merchant who makes it easy for his customers 
to make a purchase will always be in business, the 
management believes. Today, good roads and fast 
automobiles have completely changed the merchandis- 
ing picture. 

About two-and-a-half years ago, management be- 
came concerned about peak traffic hours and found 
that 70 pet of the store’s total business was being done 
in approximately 20 pct of the time the store was open. 

It found also that during peak selling hours, the en- 
tire sales force was outnumbered by as much as five 
customers to one salesperson, a condition which led 
to lost sales because of walk-outs. 

In the hardware business, where so many, many 
items are sold that have to be measured, counted, or 
weighed, all of which takes time, there are also ordi- 
nary pick-up items on open display which can be sold 
to customers without help if they are informed that 
the store is self service in operation, management 
believes. 

Now, after more than two years, only 40 pct of the 
store’s customers have to be waited upon while the 
other 60 pct wait upon themselves and five out of 10 
times they buy more than they would have under the 
old system. 

There is nothing new about self selection. The 
housewife has been accustomed to self service for 
years. What applies to one business applies to all 
types of business. 

Self service was not established to cut selling costs, 
nor to have a smaller selling force, but to take better 
care of the trade at peak times and to further the idea 
of giving customers better and quicker shopping and 
buying service. 
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(case History No. 2\ 





Downtown in Michigen city 


of 35,000. Has 2 floors, 


A self service 
store for less 
than a year, this 
hardware store 
in a downtown 
business loca- 
tion in a Michi- 
gan city of 35,000 population, has not yet been able 
to compile any comparable statistics. 

However, management feels that it now is able more 
efficiently to handle more than twice the amount of 
store traffic it formerly had. 

The store has a basement and street floor sales room 
with 10,000 sq ft of selling area. The sales staff con- 
sists of 10, the same number employed prior to the 
change-over to self service. About 50 pct of its volume 
is self service. 

The stcre maintains three check-outs, two at the 
front of the store and one at the rear. Full-time 
cashiers are employed. There are guide railings to 
channel customers and IN and OUT doors are used. 
There are no shopping baskets nor carts available. 
Signs throughout the store read: Quick Service—Select 
Merchandise and Take It to Check-Out Counter. 


50x118 ft; 10 salesmen 


and 3 check-outs. 








* Management's Appraisal 

The management states it wouldn’t revert to the old 
system. Employees like self service. It brings more 
volume and there is less returned merchandise. 

The owner, who has been operating his store with 
self service since April, 1954, states that he believes 
self service has boosted business and helped cushion a 
minor local slump. He’s seen customers in his store, 
since self service was adopted, who had never been in 
before. 





(Case History No. nN 





Neighborhood store in big 


Illinois city. 40x75 ft 


area with 5 sales clerks, This is an- 
other self ser- 
1 check-out counter. vice neighbor- 








try’s largest 

cities. It has 

been operating on a self service basis for more than 
three years. 

Five salespeople are required to man the selling area 

which is 40x75 ft. That is one more than was pre- 
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viously needed. Other additional help required was 
the services of a full-time cashier. 

Before self service, the yearly sales expense for in- 
side salespeople amounted to $16,000. With self ser- 
vice, the yearly sales expense for salespeople and 
cashier comes to $20,000. 

During peak business hours, self service has enabled 
the store to check-out 100 customers per hour and 500 
customers per day at the maximum. About 40 pct of 
its business is on a self service basis. 

There is one check-out counter, manned by a full- 
time cashier. The store also has IN and OUT doors 
and shopping carts are available. 





(Case History No. AY 





In shopping center of Ohio 
city of 168,000. Two full- 


Here is a self 
service store in 
the shopping 
center on the 
edge of an Ohio 
city of 168,000 
population. 

Four check-out counters are in use at this 
which has been self service for more than two years. 
Two full-time and three part-time cashiers are em- 
ployed. There are also two full-time salespeople and 
three others employed on a part-time basis. 

The store’s selling area is 140x60 ft. The yearly 
sales percentage for inside sales help and cashiers 
amounts to 3.75 pet. Average amount of customer 
sale is $2.40. The management which operates other 
non-self service hardware stores estimates that inside 
sales expense would be about 10 pct were the store not 
self service, and the average customer sale would be 
$1.40. About 75 pct of the store’s volume is in self 
service sales. 

The greatest number of customers put through the 
check-out counters per hour is about 300. In one day 
in December, 1953, 3,500 customers were passed 
through the check-out counters. 

Guide railings channel customers through the check- 
out, but turnstiles are not used. Shopping carts and 
baskets are available as well as small plastic con- 
tainers for small, hard-to-handle merchandise. 


time, 3 part-time clerks 


for 140x60 ft sales area. 








store 


* Management's Appraisal 

“They’ve got to be!” is management’s comment 
about self service. Hardware stores need self service 
in order to meet competition. Even though rents are 
higher for self service, the additional expense is more 
than made up for by the lower payroll. That is the 
largest expense item no matter what type of store it 
is. Self service hardware is the thing; the only way 
to conduct business in the ever-growing consumer 
market. 
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Check-outs are the self service feature that ac 
quick buying and more completed sales transactions. 











(Case History No. 5 


Big city store in Illinois. 
118 ft front, 28,000 sq. ft. 
Here is a 


hardware store, 
a neighborhood 


area; 26 clerks with two 





| check-out counters. 






store in one of 
the nation’s 
largest cities, 
that has been in 
business fpr more than 25 years. About three years 
ago when the store few blocks away 
from its original site, it was greatly expanded and con- 
verted to a self service hardware store. 

Now it has an 118-ft front with 28,000 sq ft of 
selling area manned by a gales staff of 26 people, 
which are fewer sales clerks, the estimates, 
than would be required in a service operation. 

As a self service store, yearly dollar sales per inside 
salesperson are about $30,000. Formerly they amounted 
to $17,000 when in the smaller store only eight sales- 
people were required. 

Sales expense in the new store for inside salespeople 
totals $117,000 including cashiers’ salaries, there being 
two check-out and two full-time cashiers. 

The management estimates that the average amount 
of customer sales slip total, before self service, was 
$1.00, and after self service, $2.00. 

Also, with self service, 100 customers can be han- 
dled during peak business hours, twice the number 
previously possible. The greatest number of customers 
put through the check-out counter has been as much 
as 60 per hour, and 1,800 per day. About 50 pct of 
the store’s business is self service. 

In addition to the two check-out counters, self ser- 
vice equipment includes guide railings at the check- 


was moved a 


owner 
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outs to channel customers, turnstiles, IN and OUT 
doors, and shopping carts and baskets. 

Store signs read: This Is a Self Service Store and 
If You Can't Find What You Want We'll Be Glad to 
Help You. 


* Management's Appraisal 
The owner remarks: “I’d never do it any other way. 
It’s the fastest, easiest, and best way.” 
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Suburban shopping center 


store with two sales 


This store has 
had less than a 
year’s experi- 
ence with self 


floors; 5 clerks, 1 part- 


time check-out cashier. 





service. Located 
in a shopping 
center in the 





suburbs of the nation’s eapital, it has two sales floors; 
the downstairs floor, 20x50 ft, and upstairs, 45x60 ft. 

The number of inside salespeople employed, before 
and after self service, remains unchanged—seven. 
There also has been no change in the yearly sales ex- 
pense percentage for inside sales help. 

The only additional help needed for self service was 
the services of a full-time cashier for the store’s check- 
out counter. About 700 people is the greatest num- 
ber of customers that have been put through the check- 
out counter per day. 

In addition to the check-out, other self service equip- 
ment in the siore is shopping carts and baskets and 
IN and OUT doors. . 

A sign, above the check-out, identifies the cashier’s 
location. Other signs read: Please Serve Yourself and 
Pay Cashier. 


The average sales per customer in a self service store 


has increased because customers have more time to shop. 





(Case History No. 7 


In up-stete New York city 
of 300,000. Has 2 check- 


Located in the 
suburban area 
of an upstate 
city in New 
York of more 
than 300,000 
population, this 


outs,l full-time cashier. 






Sales area, 50x150 ft. 





hardware store does more than half of its business on 
a self service basis. 

The store’s selling area is 40x150 ft. 
only additional help required for self service has been 
the services of cashiers, it finds that its selling costs 
have decreased in relation to volume. Maximum num- 
ber of customers put through the check-out has 
amounted to more than 1,000 per day. 

Two check-outs are used. A turnstile was installed 
only at the IN door. There guide railings are also used 
to lead customers into the store’s selling area. 

There are numerous signs throughout the store 
urging shoppers to serve themselves and pay the 
cashier, and to ask for help if it is needed. Arrows 
point to the location of the check-out. 


Though the 


* Management's Appraisal 

Management likes self service because it enables 
the store to “sell” more customers with the same 
amount of help. There also is less customer-delay since 
the check-out has been installed. The installation of 
the check-out was the final step in converting to self 
service for the store had always been merchandised 
with open display fixtures for self selection. 





(Case History No. 8) 


Downtown in Tennessee town 





of 20,000,store is 60x80 
ft. Has 6 clerks, 1 part- Self service in 
this store, lo- 
cated in the 


time check-out cashier. 


downtown. busi- 





ness section of a 
town of 20,000 





in Tennessee, 
has enabled this store to reduce its sales staff by two. 
That will enable the store to save $6,000 a year in 
sales salaries. 

A 60x80 ft sales area is manned by a sales staff of 
six. Before self service, eight were required. The 
average yearly sales expense for inside salespeople 
before self service was 12 pct. The conversion to self 
service was made too recently for the management to 
offer a comparable precentage. The only additional 
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help required, as a result of self service, has been the 
addition of a full-time cashier. 

Sixty per cent of the store’s business is in self ser- 
vice sales. While no long-range comparison is avail- 
able on store traffic before and after self service, in 
April, 1953, the store handled 5,591 customers. 

In April, 1954, the first month following conversion 
to self service, the number of customers handled was 
6,500. In May, 1954, the number was 6,314, and in 
June, 1954, there were 5,585 customers. 

There are two check-out counters in use, with one 
full-time cashier. Guide railings are used to channel 
customers at the check-out, and shopping carts and 
baskets are available. 

There are nine large signs in the store which read: 
lf You Can't Find It—Ask for Help; Serve Yourself- 
Pay As You Leave; Quick Service—for Your Conve- 
nience. Other signs in the store advise: We’re Here 
to Serve—Feel Free to Ask; Have You a Problem ?— 
Let Us Help You. 


* Management's Appraisal 


Management expresses itself as definitely sold on 
the self service idea. One of the great problems, how- 
ever, is educating customers to the fact that they are 
free to wait upon themselves. Customers like self ser- 
vice because it saves them time, leaving them free to 
shop at their leisure. 





(Case History No. oy 


a 





Downtown store in Indiana 
city of 46,900. 80x120 ft 


This is a store 
located in the 
downtown busi- 
ness section of 
an Indiana city 
of 46,000 popu- 
lation. It has a 
selling area of 80x120 ft and one check-out operated on 
a part-time basis. Guide railings and IN and OUT 
doors are part of the store’s self service equipment. 

Self service has not reduced the number of inside 
salespeople (12) required, nor the yearly sales ex- 
pense percentage for inside help which is 17 pct. But 
during peak business hours, 150 people can be taken 
care of as compared to 100 before self service, the 
store estimates. 

Maximum customers per hour put through the 
check-out has reached 50; the greatest number put 
through the check-out per day has been 350. Twenty 
per cent of the store’s volume is self service. 


areas; 12 clerks, 1 part- 


time check-out cashier. 








* Management's Appraisal 

The owner believes that the effectiveness of self ser- 
Vice can be increased when the industry catches up 
with it. Manufacturers and wholesalers need to price 
and package for self service. 


HARDWARE AGE, NOVEMBER 25, 1954 


an appraisal of 


self service 








(case History No. 10). 





Suburban store in South 


Dakota city of 50,900; 


Located in 
South Dakota, 
in the suburban 
area of a city of 
more than 50,- 
000 population, 
this store re- 
port gains in sales effectiveness following adoption of 
self service. 

Yearly dollar sales per inside salesperson average 
$32,500 as compared with $25,000 before self service. 
The average size of the self service sales slip is $2.50 
compared with a pre-self service average sale of $2.00. 

Also, during peak business hours, as many as 200 
persons-per-hour can be checked-out. Formerly the 
rate was only 50 completed customer transactions per 
hour. The greatest number of customers put through 
the check-out counter is 275 per hour, and 1,600 in a 
single day. 

Sales costs have gone up slightly, percenta:ze-wise, 
with self service, but this has been compensated for by 
the increase in volume. Sales per salesman are $7,500 
greater. 

The yearly sales expense for inside salespeople be- 
fore self service was 8 pct. Then 10 inside salespeople 
were employed. After self service was installed, the 
percentage expense for inside salespeople—and extra 
help required for self service—increased to 8'% pct. 
But inside personnel was increased to ‘14, including 
cashiers, extra salespeople, and extra merchandising 
people. 

About 65 pct of the business done in this store, 
which has a selling area of 120x50 ft, is on a self ser- 
vice basis. Two check-outs are in operation, manned 
by full-time cashiers. Shopping carts and IN-OUT 
doors are used. 

The store front advertises self service with a large 
name sign and this identification is used in all store 
advertising media. 


Has 8 sales clerks; 2 


check-outs.Is 120x50 ft. 








* Management's Appraisal 

Advantages of self service as outlined by the store's 
management are: Potential for greater volume; ability 
to serve more customers; lessens number of walk-outs; 
provides greater opportunity for customers to shop; 
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an appraisal of 


self service 





keeps merchant on his merchandising toes because cus- 
tomer shops complete store and becomes interested in 
a variety of merchandise; store has to be cleaner, 
brighter, and merchandise must be better displayed. 

Disadvantages of self service are: Greater selection 
of merchandise needed to keep customer interested; 
more lighting and wider aisles required; more dust- 
ing and cleaning necessary. 

However, the management believes that the advan- 
tages outweigh the disadvantages because of the added 
profit. 

Suggestions offered for a self service hardware store 
are: Check-out counter should be placed at the door 
with a channel lead-out wide enough for only one cus- 
tomer. This cuts pilferage. 

Lighting should be brighter than normal. Self selec- 
tion type of fixtures are necessary. Departments must 
be well-marked. Adequate customer-helpers are impor- 
tant. An adequate and varied stock is vital. Evening 
shopping hours are necessary. 

The store should be in an area where many cus- 
tomers pass it daily—ou foot or by automobile. The 
store should be well-identified and self service should 
be stressed in advertising. Store should not be situ- 
ated too near another hardware or related business. 





(case History No. ny 





Shopping center store in 


Ohio city of 25,000. Is 


Before self 
service, this 
store’s yearly 
sales expense 
for inside sales- 
people ranged 
from 18 to 21 
pet. Now as a self service store, that percentage cost 
for inside salespeople and cashier ranges from 12 to 
15 pet. Located in a shopping center on the outskirts 
of an Ohio city of about 250,000 population, the store 
has an 85x35 ft selling area and employs seven inside 
salespeople, one of whom is on a part-time basis. Be- 
fore self service, 14 were employed, of whom three 
were on a part-time basis. 


85x35 ft; 6 full-time, 2 


part-time employees. 
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The store is open from 9 to 9, Monday throuzh 
Saturday. Self service has enabled the store to put as 
many as 73 people through the check-out in as li'tle 
time as 24 minutes. The greatest number of cus- 
tomers per hour put through the check-out is 141 cus- 
tomers. Maximum number of customers going through 
the check-out per day has been 1,211. 

About 45 pct of the store’s volume is self service. 

There is a check-out counter manned by a part-time 
The cashier works the check-out 
only because the store’s experience has shown that in 
the morning hours, the cashier’s services are not 
needed. 


cashier. part-time 


during the Christmas buying 
from October on, a second check-out counter is put into 
service. 


However, season, 


* Management's Appraisal 

The effectiveness of a self service hardware store 
depends on the type of operation and location of the 
business. 

The manager of this store, which is a branch of 
a downtown store, at first thought self service wouldn't 
work but now he’s sold on it. 





(case History No. 12) 





Neighborhood store in Ohio 
city of 250,000. Has 5 


A self service 
neighborhood 
hardware store 
for three years 
in a large Ohio 
city, it operates 
one check-out on 
a part-time basis and employs a part-time cashier. 
Only 10 pct of its sales are self service sales without 
personal assistance. 

Five salespeople are employed for the store’s selling 
area of 30x60 ft. Average yearly sales expense for 
inside salespeople and the cashier ranges from 18-20 
pct. 

The customer self service sales slip total averages 
$1.50, and the average yearly dollar sales per inside 
salesperson is $20,000. 

The management has not noted any difference in 
the number of customers the store can handle during 
peak traffic hours, as a result of there being self ser- 
vice available. 


sales clerks, 1 check-out 


for 30x60 ft sales floor. 








* Management's Appraisal 

Of all the stores interviewed for this report, this is 
the only one with a negative reaction to self service. 
The management feels that self service hardware 
stores will never work successfully for too many people 
need help with their purchases because of the nature 
of the merchandise. 
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Exterior of roadside hardware and related lines store on its own off-the-highway parking lof. 


Specialty Selling 





Features Giftwares in 40 Ft of Windows 


Adapts specialty shop display methods to pull traffic 
off highway. Unusual gift lineup along entire front at- 
tracts motorists to outskirts store with large parking lot 


a oe: A prominent sign identifies the 
{ ' oa. “S 60-ft front of the Sheffbuch Hard- 
ware store located 50 ft off the 

Dixie Highway on the outskirts of 

Troy, Ohio. Although bottle gas 

f cylinders, wheel goods, lawn rollers 
and power mowers occupy space on 

the long canopied apron along the 

exterior of the store, all of its 














visual-front windows are devoted 
H : = . to giftwares. 

J 4 Giftwares displays in the win- 
dows are on one-foot wide shelving 
and look not unlike showings of 





a giftwares in a specialty shop fea- 
#357 turing such lines exclusively. One 
Cibiett tit t, ry of a kind and mass displays are 
= combined. 
Charles and William Sheffbuch, 
Staff-built tables just inside entrance of store. Mr. Sheffbuch, Sr., and a father and son, built the frame 
customer are shown in gift section. (Continued on page 56) 
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One good reason for the brightness of the big display room is 
the continuous line of fluorescent lighting, light and low ceiling. 


Leland Pickering uses good light 
and a blue color scheme to make his 
Pickering’s Reseda Hardware Co. 
in Reseda, Calif., an eye-catching 
store to attract the do-it-yourself 
fan and women seeking giftwares. 

The color scheme and high level 
of illumination combined make this 
wide aisle store with its emphasis 
on open display a pleasant place in 
which to browse or make quick se- 
When 


lections. the store was de- 
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Coles and Light Help Create 


signed five years ago a fairly low 
white finish ceiling with continuous 
fluorescent lighting fixtures was in- 
stalled with wall fixtures at a 
height to enable most people of 
average height to select merchan- 
dise. Fluorescent lighting units in 
deep channels help to highlight the 
attractive blue fixtures. The 8400 
sq. ft. display room, with medium 
blue walls has canopied and border 
areas finished in white. 
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Another shade of contrasting | 
blue is used with white trim to 
decorate islands and other units. 
Concealed fluorescent tubes add fur- 
ther brightness to many of the wall 
displays. 

Modern style, and _ long-time 
favorite type giftwares are shown 
on both wall and island units, some 
of the wooden edged shelving being 
equipped with frosted glass through 
which concealed fluorescent lamps 
cast their rays upward. 
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California store uses blue and 
white color motif to brighten 
store. Lowered ceiling and 
display units help promote sales 
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A Leland Pickering, right, 
owner and designer of 
the attrac tively colored 
hardware store, looks 
through a catalog with a 
visitor. 


Hardware lines with sam 
pling by types and sizes 
aid visitors in quick se 
lection of merchandise 
needed for do-it-yourself 
projects. 
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A Giftwares displayed at 
four levels along well il 
luminated wall shelving 
add brightness to the 
women's side of the dis 


play roon 


q Major appliances are 
closely grouped between 
fix-it supplies and a va 
riety of outdoor and in 
door tools and equipment 
for homeowners. 











George Taft at the Do-It-Yourself Center. Household and toy 
items made from scrap wood frame the demonstration counter. 


Power Tool Merchandising 





How a New England firm 
sells power tools to do-it- 
yourself fans, industrial 
users, schools and home 
owners with in-store 
demonstrations 


Good Tool Sales Need Planning 


At Waite Hardware Co. at 189 
Front St. in Worcester, Mass., 
power tool business attracts four 
types of buyers. 

Thirty per cent of power tool 
sales are made to industrial users, 
a like volume to contractors, 20 pct 
each for school use and hobbyists. 

One of the best sales aids is a 
permanent section 
maintained since September, 1953, 
identified as Waite’s Do-It-Yourself 
Center. Located directly in front of 
one of the main entrances it at- 
tracts many 


cemonstration 


sidewalk shoppers. 
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Newspaper ads, catalog mailings 
also attract homeworkshop fans to 
the store. 

The center comprises a nine-foot 
demonstration table for hand tools, 
a six-foot demonstration section of 
an all-purpose power unit, plus an 
island display of small tools, acces- 
sories and supplies. 

When the firm established the 
demonstration center, George W. 
Taft, a contractor, was employed to 
become’ full-time demonstrator. 
When not busy on power tools, he 
is available to serve customers 


waiting in the other departments. 

Mr. Taft says, “My basic plan is 
to show people the variety of ar- 
ticles they can make with scrap 
plywood, packing boxes, other dis- 
carded lumber. While there is much 
interest in the hobby theme, there 
is even greater interest in making 
articles from materials which 
would generally be discarded.” 

On display at all times are some 
ornamental and utility items made 
of scrap wood. There is a six-glass 
violin shaped beverage server, 
child’s lawn chair, shadow box, 
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child’s hat tree and a bread tray. 
Other exhibits are a bird feeder, 
bird house, small collapsible clothes 
dryer, soan powder dispenser, a 
variety of small toys, a knicknack 
shelf and decorative oxen yoke. 

A partitioned rack to hold manu- 
facturers’ displays was made by 
Mr. Taft as part of the center, as 
well as a larger rack for orderly 
showing of accessories and sup- 
plies. 

It is not unusual for a woman 
to note some of these customer- 
made items, inquire about the 
equipment needed with resultant 
visits by her husband to inquire 
about power tools. Although wo- 
men seldom buy power tools for 
their husbands, some of them will 
buy a drill or a jig saw as a gift 
for a son. 

Joseph H. Smith, manager of 
the power tool department, says, 
“Our street floor demonstration 
center has been an important fac- 
tor in increasing sales of power 
tools for hobby use. After Mr. 
Taft has demonstrated equipment 
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Portion of the second-floor display of light and heavy power tool units. 


on the main floor, he suggests a 
visit to the 40x50-ft display on the 
second floor devoted exclusively to 
power tools.” 

The second-floor power tool sec- 
tion adjoins the firm’s builders’ 
hardware sample room. With 
greater privacy than on the main 
floor there is better opportunity to 
concentrate on the sale of equip- 
ment for industrial, contracting and 
school markets, the bulk of which 
is written on a 10-day cash basis. 


Expands Outside Selling 


Of the business with industrial 
firms, mechanics and schools, Mr. 
Smith points out that instead of 
two outside salesmen on this line, 
there are now four men. Each 
man has his own list of industrial 
plants and contractors to contact 

Outside men work on a salary 
and bonus plan under which they 
receive bonuses for sales above their 
quotas. Each of the four men regu- 
larly exceed their quotas. 

Although the outside men pay 
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their own gasoline and oil bills, 
ranch wagons bearing the company 
name are hired on a regular con- 
tract from a rental company. Each 
car is replaced with a new unit 
once a year. 

Of the rental of these cars Mr. 
Smith says, “While we do not break 
down mileage costs of operating 
cars, the total amount spent for 
each one is definitely lower under 
the rental plan. In addition to 
money saved, it is a saver of execu- 
tive and supervisory time formerly) 
given to car purchases, mainte- 
nance, servicing and insurance prob- 
lems. Under the former setup it 
was not unusual for a minor acci- 
dent or service problem to take sev- 
eral hours of supervisory time.” 

Salesmen are permitted to use 
these cars for personal use evenings 
and week-ends. 

Power tools are frequently adver- 
tised in newspaper space ranging 
from two columns by four inches, 
to much larger space. A variety of 
tools are stressed in these ads. In- 


(Continued on page 62) 
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Store Modernization 








Modernization 






Brings Better 






Display 











Sloping cabinet doors give greater visibilit 
standing close to them. 





Pegboard housing with wooden frame resting on metal 
stripping conceals plumbing equipment, provides aaci- 
tional display space. 
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Solves pillar problem with 
staff-built unit in former 
double-store unit changed 
to single display room 
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Better display as the result of more space and new 
fixtures has helped Schweitzer Hardware at 1228 
E. Main St. in Bridgeport, Conn., do more business 
through a more efficient layout. 

Samuel Jacobson and his associates have converted 
a former two-room store into a single display room. 

Mr. Jacobson’s son Bert, his son-in-law, Gerald 
Dranoff, and Phil Caselli, designed a housing for pipes 
Jocated in the former wall between the two stores to 
hide these facilities, and provide additional display 
space. Bolts, nuts, hinges and a wide variety of cabi- 
net hardware and bright wire goods are shown on 
framed perforated panels. 

Each panel may be removed by removing six fast- 
eners. Each panel is half the height of the column 
it helps to conceal. 


Another unusual display panel is a white enameled 


unit suspended from the ceiling for showing lighting 
fixtures. Each of the fixtures is controlled by a single 
master switch. The fixture display shows samples in 
a row, each unit having price and number marked in 
grease pencil on the side of the panel. 


Yew sign with raisea let 
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Garden tools are displayed on two types of brackets 
made of quarter-inch plywood by the staff. One has 
sloping upper edges with saw teeth for hanging rakes 
and shovels from the wall. The other type bracket 
has L-shaped notches into which the shank of hoes 
and trimming tools can be hung. Brackets are fin- 
ished in a reddish brown, being fastened by screws. 
At Christmas-time these sections are replaced by 
sections of peg board for mass displays of good quality 
toys. 

When the rear partition was moved back a few 
feet, tops of cabinet doors were cut back to give them 
sloping fronts. Before this change it was necessary 
for clerks to step away from the cabinets to see the 
items displayed on the doors. The slope which totals 
5% in. over a height of 33 in., enables looking straight 
down at the panels to discuss items samples. 

Panel doors are of plywood with rounded edges. A 
pull knob is used to hold the door open, the door drop- 
ping back into place when released. 

A new sign and sign background was placed on the 
front of the store. The firm’s employees cut the show 


ters he Ds stress width oft the 























r 


windows from an 8-ft height to 6 ft to eliminate waste 
space in the upper part of the windows. 
lowered to give more light to windows on the second 





en brackets 


types. 


The sign was green enamel on aluminum, the entire unit 


How steel good 
are displayed o 
staff-made wood 


two different 


Background of the new store sign is a rippled dark 
being 
lighted with a number of spotlights to give the sign 


floor, despite the fact that letters are twice as large high visibility at night. Letters are of a highly reflec- 


as those on the former sign. 


tive type. 


Free Christmas Trees Pull Traffic 


The Stauber Ace Store No. 1 in 
Waukegan, IIl., pulled heavy store 
traffic and highly profitable sales 
last December by offering free 
Christmas trees to customers. 

More than 2000 customers re- 
ceived free trees of their own se- 
lection, the trees being given to 
those making purchases of $10 or 
more. 

The free tree offer was first 
made in a half-page newspaper ad, 
a large portion of which was oc- 
cupied by a drawing of a Christ- 
mas tree on which were hung 
dozens of holiday wrapped pack- 
ages and ornaments. That ad 
stressed ‘‘There is a Santa Claus,” 
invited early shopping and sug- 
gested the purchase of a gift cer- 
tificate. 

William Stauber, Jr., owner of 
the store, conceived the tree dis- 
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tribution idea. Those eligible for more in merchandise, or purchased 
the free trees were permitted to a gift certificate for that or a 
make their own selection in sizes larger sum, he received a _ tree 


from 4 to 15 ft. high. After the ticket for presentation at 


customer had purchased $10 or store’s large parking lot. 


the 





OR. Yes 
iN AN San a 


ET LOE CET 


Se Perfect ne Ye 


Date 
To <teta 
Thought you’d enjoy making the selection yourself, so ‘here’s a 
certificate for Dollars in merchandise when pre- 


sented at ACE HARDWARE 
227 North Genesee Street 
Waukegan, Illinois 














Lithographed in black and green The Perfect Gift Idea certificate was a 
tie 


vertised as a means of letting ‘your favorite man or girl’ make sele 
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Visual-front store set back from highway for customer parking. 


Firm Builds Own Store 


How three brothers operating small down-town store moved 
to new building most of which they constructed themselves. 
Off-street parking, advertising help attract store traffic 


What would you do if your down- 
town store was too small for your 
needs and you had a customer park- 
ing problem? 

The Throckmorton ' brothers— 
Don, Glen and Jerry—solved these 
problems by constructing their own 
store building, in a new location. 


Center of store with quick service sign in center. 


They did most of the building of 
their new quarters and their own 
fixtures. Set back 30 ft from the 
Dixie Highway, it has ample park- 
ing facilities for customer use. 
The Throckmorton Bros. Hard- 
ware store at 444 E. Dixie Drive in 
W. Carrollton, Ohio, is a flatiron- 
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shaped structure with five two-light 
windows, four of which 
most of the area facing on the 
firm’s off-street parking lot. A cor- 
ner double door separates the fifth 
window from the four-unit bank. 
All windows and doors are shaded 


occupy 


(Continued on page 64) 
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Jerry Throckmorton with one of the staff-built gondolas. 
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Experiments 


Give the Answer 


How a Pennsylvania dealer 
made several changes to 

see what his customers liked. 
Tries check-out counter in 





green lettering. Silhouette to left is in black. 


Store layout is, in the opinion of 
M. J. Venese, owner of Watts 
Hardware in Hawley, Pa., one of 
the most important factors in 
building sales volume and _ profits. 
Mr. Venese made several changes 
in the store layout not long after 
he had completely remodeled the 
entire showroom to encourage 
more self service sales. 


Glass brick sections used for featuring 


different locations, expands 
and eliminates some departments 


Mr. Venese says, “At first we says Mr. Venese, enables ‘‘custom- 
had our cash register in the center ers to make quick selection, go to the 
of the store, now it is next to the cashier at the door, and keep one 
door.” eye on their car or for friends 

Why was the change made? while their packages are being 

Because many people make visits wrapped. 
to the store while their cars are “Customers have told me that 
double parked, or while someone they stopped in to make a purchase 
waits outside for them, the register because they knew they could make 
was relocated near the door. This (Continued on page 70) 


smaller gitt lines. 


: ; ; 
Part of check-out unit may be seen to the extreme left. 
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Republic Hex Head Cap Screws are made right from head to thread. They 
are furnished in low carbon or 1040 heat treated steel. 

Heads have sharp corners to take wrenches snugly. They are strong to avoid 
slippage on tough pull-ups. Washer face under head provides full bearing 
surface. 

Shanks are tough and sturdy to withstand shock and vibration. 

Threads are clean, sharp and accurate with full engaged thread area. 

Hex Head Cap Screws are just one of more than 20,000 regular types, styles 
and sizes of highest quality fasteners made by Republic for all industries, 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division + Cleveland 13, Ohio 
Plants at Cleveland, Ohio and Gadsden, Alabama 
GENERAL OFFICES e CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 


— REPUBUIG 
ZOU AY WUuS 












Other Republic Products Include Steel and Plastic Pipe, Tubing, Lockers, Shelving — Carbon, Alloy and Enduro Stainless Steels —Titanium 
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B. F. Carpenter in his major appliance display in the 
front of the store. Other major items are displayed in 


rear of the store locations. 


Rear-of-the-store appliance display, the scene of cooking 
demonstrations and other volume and profit-building pro 
motions on major equipment. 


How Do You Advertise Appliances? 


An Ohio hardware dealer tells his appliance 
story in newspapers, over the air and with high- 
way signs. He pulls traffic from 60 miles distant 


How do you advertise major ap- 
pliances? 

Carpenter’s in Washington Court 
House, Ohio, does it three ways 
by air--radio and TV, in newspaper 
ads and with highway signs. Bel- 
ford F'. Carpenter says, “We have 
found that people think nothing of 
driving 50 or 60 miles to pick up a 
bargain in another city.” 

This year’s advertising budget is 
based on two per cent of last year’s 
sales by months and by depart- 
ments. By arranging with the news- 
paper to run a 5-in, ad twice a week 
as a minimum, the firm takes ad- 
vantage of lower rates for each in- 
sertion of that or larger size. 
Throughout the year Carpenter ads 
on appliances and other lines appear 
at least twice a week. 

Some of Carpenter’s newspaper 
ads feature a department, a single 
line or a group of related items, 
others are of an institutional type 
to sell people on the idea that Car- 
penter’s is the place to buy. 

Haif of the firm’s advertising 
budget is expended in newspaper 
ads, the rest divided between radio, 
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TV and billboards. Whenever adver- 
tising allowances are available from 
manufacturers on a _ cooperative 
plan Carpenter’s tries to take ad- 
vantage of these offers. 

The store is frequently mention- 
ed on TV programs from nearby 
cities and in spot announcements 
in local radio programs. Last year 
the firm was a sponsor of Cincinnati 
Reds baseball broadcasts, when the 
team played at home. 

Carpenter’s nine billboards on 
principal highways leading into 
Washington Court House have head- 
ers on them. These 8 ft long spaces 
are used for announcements of cur- 
rent specials. 

One billboard stresses appliances, 
another paint lines. Every three or 
four months the headers of the vari- 
ous boards are interchanged so that 
motorists will watch them on each 
of the highways. 

Major appliance demonstrations, 
cooking schools and parties are ar- 
ranged during the year in the ap- 
pliance display room in the rear of 
the store. 

Merchandise being promoted in 


newspaper, radio or TV announce- 
ments is spotlighted in the window 
or inside the store, with manufac- 
turers’ display material as_ eye- 
catchers. The rear-of-the-store dis- 
play room for appliances is used to 
show trade-ins. Many trade-in ap- 
pliances, and other major items are 
sold through classified ads, carrying 
the store’s phone number, but not 
its name or address. 

The store’s inside staff of seven 
people is supplemented by an out- 
side man to service and repair ap- 
pliances. 

Belford F. Carpenter and_ his 
father the late L. F. Carpenter 
opened the Washington Court House 
store in 1921. 

Carpenter’s store is being remod- 
eled in stages. New tables, 4x7-ft, 
have replaced some of the older 
units. Step-up shelving permits a 
better showing of merchandise than 
was possible on the old units. These 
tables built by the store staff with 
a material cost of about $45 per 
unit, are of 5g-in. plywood with 
natural wood finish, but with edges 
covered by white wooden trim. 
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UNITED 
MECHANICAL GOODS DIVISION » ROCKEFELLER CENTER, NEW YORK 20, N. Y. 





Tie up all the sales angles— 
with “U. 5.” Tapes 


When you carry the tape line your customers know 
will satisfy any of their insulating or splicing needs, 
you won't miss a sale. 

“U.S.” is one of the largest manufacturers of cables 
and tapes. “U.S.” Tapes are so widely known and widely 
used that they are the tapes that are wanted—because 
users have found them superior. Moreover, your cus- 
tomers are continuously sold on “U.S.” through ad- 











SECURITY 
FRICTION TAPE 

















U.S. Security Rubber Tape 


Excellent for all general electrical work. This 
unvulcanized rubber splicing compound is 
high in tensile strength, elongation, tackiness, 
dielectric strength and stretch. Handles easily, 
fuses without heat. Also in a specification 
grade—U.S. Holdtite—exceeds A.S.T.M. spe- 
cifications. 

















STATES 
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RUBBER 


vertising in the leading trade and industrial journals 
—plus sales promotion aids. They respect the “U. S.” 
name because they know “U.S.” makes thousands of 
other products used day in and day out by millions 
of people. 

And 25 “U.S.” District Sales Offices from coast to 
coast can handle any of your supply demands quickly 
and easily. Stock up now through your jobber. 


U.S. Security® Friction Tape 


For electrical and general purpose jobs. 
Strong and tacky—it stays on. Does not age 
or dry out. Unusually high tensile strength 
for tough assignments. Straight-tearing, non- 
ravelling. Also in specification grade— U.S. 
Holdtite®—exceeds A.S.T.M. specifications. 























U.S. Royalastic Plastic Tape 


Makes a thin splice, keeps wiring neat and unclut- 
tered. Does the work of both rubber and friction 
tape in many applications. Complete mechanical 
and electrical protection. High dielectric strength 
and resistance to abrasion, water, 
oils, acids, alkalies and corrosive 
chemicals. Good stretch, tight 
grip. 


COMPANY 














Lunch hour provides 
time for dealers and 
representatives of 
wholesalers and manu- 
facturers to get to- 
gether socially. 


Dealers Find Wholesalers 


Housewares Clinic Valuable 


Clinic-type one-day meeting on housewares conducted by Amarillo Hard- 
ware and Morrow-Thomas Hardware attracts dealers from 300 mile area 


Will hardware dealers give up 
an entire Sunday and travel up to 
300 miles to attend a housewares 
clinic conducted by hardware 
wholesalers to obtain product in- 
formation that will help their sales 
volume? 

Do these dealers want similar 
sales clinics on other products such 
as hand and power tools, lawn and 
garden goods, builders’ hardware, 
sporting goods and electric appli- 
ances? 
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The answer to both questions is 
an emphatic “Yes.” The authority 
for the “Yes” is the housewares 
sales clinic sponsored jointly by 
Amarillo Hardware Co. and Mor- 
row-Thomas Hardware Co. Oct. 3 
in Amarillo. 

Dealers, 120 of them and their 
employees, plus 43 representatives 
of the hardware wholesalers and 
manufacturers spent the entire 
Sunday in small groups attending 
eight 40-minute specialized sales 


sessions. The entire day was on 
sales and product information. No 
orders were solicited. No orders 
were written. 

When the day was over dealers 
unanimously praised the clinic, said 
they had received help that would 
be evident immediately in more 
sales, and asked for more sales 
clinics. 

“In our opinion we have started 
something by holding this clinic 
that will not only be a great help 
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Wholesalers Hold 
Product Information Sessions 





to the retailer but will help the dis- 
tributor as well, for the informa- 
tion that was given by the manu- 
facturers’ representatives was just 
as good for the distributors’ sales- 
men as for the retailers’ sales peo- 
ple,” says R. C. Neely, Jr., vice- 
president of Amarillo Hardware, in 
summarizing the clinic. 

“After all, we are working 
toward the same end and no sale is 
complete until the item is in the 
hands of the consumer and it is 
most important that the ultimate 
consumer be happy and well pleased 
with his purchase. , 

“We think the manufacturers 
are making great strides in build- 
ing better merchandise and fur- 
nishing more good sales helps. 

“We do think that the cordial re- 
lationship between the manufac- 
turers, distributor and retailer is 
better than it has ever been and 
we feel that if all three will con- 
tinue working together much good- 
will and increased sales will result.” 

The joint clinic began at 8:30 
a. m. with a general meeting in 
the hotel ballroom. At 9 a. m. the 
group clinic sessions began. These 
were 40 minutes long, with 10 
minutes allowed to move from one 
room to another. There were five 
such sessions in the morning, three 
in the afternoon, with. the closing 
general meeting at 4:55 p. m. In 
between, there was a lunch plus a 
coffee break in the morning and a 
coke break in the afternoon. 

The manufacturers and their 
representatives who conducted the 
clinic sessions were: 

Ekco-Flint, Don Gamble and 
Jepp Jones; Cosco, Ernie Jackson; 
Rubbermaid, Hugh Smith; Mirror 
Aluminum, Frosty Bennett; Gris- 
wold, Color-Flyte, Don Swanson 
and Ray Kirk; Wear-Ever, Gay 
Gardner; Pyrex, Dave Crockett and 
J. Bowers; Revere Ware, Phil 
Parham. 

A questionnaire after the clinic 
showed dealers felt the meeting 
was “informative and worthwhile,” 
that 40-minute sessions are not too 
long, and that similar meetings on 
other lines would be helpful. 

(Continued on page 62) 





Officials of wholesaler firms jointly sponsoring the clinic, left to right, Fred 
Sullivan, sales manager, Morrow-Thomas Hardware Co.; G. C. Ratcliff, sales 
manager, E. W. Pipkin, president, Amarillo Hardware Co.; Paul Meador, 
president, Morrow-Thomas. 
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Sales and product information obtained in small group sessions helps dealers 
increase volume. This group session at Texas wholesalers’ clinic is conducted 
by Don Gamble on left, Jepp Jones on right. 





Manufacturers’ representatives at the Texas dealer housewares clinic, left to 
right, upper row, Jepp Jones and Don Gamble, Ekco; Ernie Jackson, Cosco, 
Frosty Bennett, Mirro; Don Swanson, Griswold. Lower row, Gay Gardner, 
Wear-Ever; Hugh Smith, Rubbermaid; Phil Parham, Revere Ware; Dave 
Crockett, Pyrex; Ray Kirk, Griswold; J. Bowers, Pyrex. 
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VLCHEK’S 
a) 


COMBINATION 
WRENCH SET 


{ for more sales 





e Here's the newly 

designed Vichek combina- 
tion box and open end wrench 
with popular recessed panel bar. 
Forged of special analysis steel, 
expertly heat treated, thin 
walled 15° box ends, jaws on 
open end accurately milled. 
Both chrome plated and Velco 
finishes in seven different sizes: 
overall length of 44%” to 8%”; 
openings range from %” to %”. 
Soldin various set arrangements. 


it’s the VLCHEK Value that sells 


VLCHEK 
PLASTIC 
BOXES 





Attractive, practical design, durable 
construction. Tight fitting cover stays 
closed — various compartment arrange- 
ments to fit any need. Available in eight 
standard sizes ranging from 412” x 2%” 
x 1” to 10%” x 6.4”x 1%”. Sturdy crystal- 
clear molded plastic. 


Write now for catalog and prices. 
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VLCHEK TOOL CO. 


3001 East 87th Street 
Cleveland 4, Ohio 
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Features Giftwares in 40 Ft of Windows 


(Continued from page 41) 


Center section cash- 
wrap table with 
three generations of 
Sheffbuchs. Charles 
is behind counter, 
William at opposite 
end and the latter's 
son, John is next 

to his father 





structure where they could offer 
plenty of off-the-highway parking. 
William Sheffbuch says, “The win- 
dows catch the eyes of passing mo- 
torists, as do the outside displays. 


It is not unusual for married 


| couples driving along the highway 


to be attracted by window displays 


| of gift lines and outside showings 


of bulkier merchandise.” 

When these couples enter the 
store they will often separate and 
head for different departments 
making impulse purchases, after 
buying items which attracted them 
into the store. 

Built in 1953 at a cost of $13,000, 
including building and fixtures, the 
store’s wall displays are supple- 
mented by 14 staff-built step-up 
tables 4x8 ft. The tables are %4-in. 
plywood. 

The middle entrance store has its 
cash-wrap table directly opposite 
the door. Pottery, novelty and 





Another section of 
store showing 
mowers and gift 
wares in foreground, 
sporting goods in 
the left corner. 


other gift lines of the fancier types 
are shown on one side. Other 
housewares, dinnerware and 
gadgets are on the opposite side. 

One end wall has a 25-ft paint 
department, the opposite end fea- 
turing guns and fishing tackle. 
Tools and appliance displays run 
along the rear wall of the 40 ft 
deep store. 

The Sheffbuchs have added 
bottled gas to help them enlarge 
their sales and traffic pulling power 
among residents of the area. A sta- 
tion wagon is used for deliveries, 
and the firm plans to add a de- 
livery truck to its equipment. 

Charles Sheffbuch is a retired 
carpenter, whose skill was used in 
building the store and fixtures. 
William Sheffbuch gained his hard- 
ware store experience working for 
several Michigan hardware dealers 
before he and his father entered 
business on the outskirts of Troy. 
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Metalworking Drills 
with %” Shanks 7 


Sizes 6” to 2”, all with 4” shanks. F 
Produce smooth, round holes... 
even in sheet metal. 








$e NOH. 14 







FOR WOOD 


/ tl Drills 
with Y%”" Shanks 


/ ; Sizes 4" to 42”, all with %” shanks. 
J These drills cut fast, with little effort 
¢ or power. 


efor every customer and 





for every job there’s a 


CLEVELAND Drill Set 


Shown above are two of the fast-selling CLEVELAND Drill Sets that appeal to 





your best customers . . . farmers, home owners, repair men, hobbyists and 
mechanics. Displayed on. your counter or in your window, these Drill Sets 
give you rapid turnover and good profits. 


Many other types of CLEVELAND Drills are available in handy sets, containing 
various assortments of the most popular sizes. Get full details from your jobber. 


rut CLEVELAND twist ven co. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms : New York 7 + Detroit 2 + Chicage 6 + oon 2 + Sen Frencisce 5 + Los Angeles 58 
€. P. Barrys, Ltd., Lendon W. 3, England 


CLEVELAND HARDWARE WHOLESALERS EVERYWHERE ARE READY TO SERVE YOU 
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Section of the roomy display area for linoleum and felt base rugs. 





$8,000 in Floor Coverings 


Indiana dealer’s floor covering department sells both custom jobs and the do-it-your- 
self trade. Catering to both types of trade helps prevent many otherwise lost sales 


Floor coverings are a profitable 
line at the Wm. Mutzfeld & Sons 
Hardware store in Butler, Ind., 
because of the well-rounded stocks 
of both quality and price lines. 
And many floor coverings buyers 
are good prospects for house and 
barn paint, plus a wide range of 
other home and farm equipment. 

Although this rural community 
has a population of less than 
2,000, the firm’s floor coverings 
sales account for an annual vol- 
ume exceeding $8,000. Putting it 
another way, the company sells 
more than $2 worth of linoleum or 
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felt base floor coverings for every 
person in town. 

Two nationally-advertised lines 
of linoleum and felt base yard 
goods and rugs are featured in 
a wide variety of patterns, quali- 
ties and colors. A full-time floor 
coverings salesman and linoleum 
mechanic is employed to install 
custom jobs. 

Robert Bowers makes every ef- 
fort to interest customers in buy- 
ing the better-quality and higher- 
priced inlaid linoleum with instal- 
lation by himself. Sometimes the 
cost of such an installation is a 


stumbling block, and so he turns 
his sales attack on the idea of do- 
it-yourself with instructions as to 
how to lay the floor covering. 
Whether the customer is con- 
vinced of the desirability of buy- 
ing the higher quality floor cover- 
ings or insists on lower-priced 
merchandise, the idea is advanced 
that some paintings and other fix- 
up materials could be used to do 
a complete renovation job in a 
room. This frequently leads to 
sales of paint and related 
materials. 
(Continued on page 76) 
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The Amazing New 








ATENT 
PENDING 


Makes a high production jig saw out of any 2” or %” Gy 


table saw. (90% of all table saws.) A really workable and 
worthwhile major accessory. 


PRACTICAL 

Every circular saw owner (who does not now have a jig 
saw) cannot afford not to buy a CIRCLE-JIG. Doubles 
his capacity for productive work without taking any 
additional floor space. 


VERSATILE 
Circle Jig actually out-performs many high price scroll- 
saws. Cuts stock up to 2%” thick . . . cuts to center of 


16” to 24” board. Attaches in three minutes. 


RUGGED 

This is a heavy-duty production unit. Frame is made of 
¥”x 1%” rust-proofed bar steel. All moving parts are 
precision made of highest quality materials. Hardened 
V-groove guide roller. Hardened and precision ground 


cam. Oil retaining bearing. 


ATTRACTIVELY PACKAGED 

Circle Jig is attractively packaged, easily demonstrated. 
It sells on sight .. . and one sells a dozen. No new item in 
years has caused so much favorable word-of-mouth 
advertising by owners and users. 


AGENTS, WHOLESALERS, DEALERS 


This is a brand new item... 
no chains or tool manufac- 
turers have it as yet. It can 
be one of your big money- 
makers in the next six months 
if you ACT RIGHT NOW! 


401 Lake Ave., Racine, Wis. 
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THIS IS NOT A TOY... 
TOOL FOR HOME CRAFTSMEN, SMALL SHOPS, HOBBYISTS 
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finest new tool 
Ve seen” 


SAID 8 OUT OF 10 AT 
NATIONAL HARDWARE SHOW 
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A POTENTIAL MARKET OF MILLIONS 
- « « MILLIONS WILL SEE CIRCLE JIG IN pata ras 
POPULAR MECHANICS. Porn nd dee 











PLACE YOUR ORDER NOW 

FOR HOLIDAY BUSINESS 

@ Complete—nothing else to buy. 

@ Requires no special tools to install. 

@ Uses standard blades . . . change in-seconds. 

@ Blade tension is quickly adjustable. 

@ Unlimited power at saw blade. 

@ Cuts plastics, light metals, all wood. 

@ Circle Jig may be mounted on side for unlimited 
lengthwise cuts. 

@ Cuts angles and mitres . . . can be used with mitre 
gauge and rip fence. 


IT IS A REAL PRODUCTION 


manufacturing 
company 
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There IS a Secret to Selling Paint... 


and COLORIZER 
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fomer Dragnet 


A local sales program that really “brings them in to buy!” Tested and 

















proved at a cost of $197,000 during 2 years of intensive promotion. 


HERE’S THE PROOF... 


ompare the actual sales results of 48 dealers who used this sales 
alan and 39 who did not — at the same time, in the same territories. 
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We DID NOT USE THE “WE DID USE THE 
COLORIZER COLORIZER 
) CUSTOMER DRAGNET” CUSTOMER DRAGNET” 






















7 Dealers: Sales increased 39% 
over last year. 


# Dealers: Sales dropped 16% 
om last year. 


26 Dealers: Sales increased 15% 
over last year. 


Dealers: Sales dropped 10% 
» 20% from last year. 


8 Dealers: Sales about even 15 Dealers: Sales increased 15% 
vith last year. over last year. 





SEND FOR COMPLETE DETAILS TODAY! 


Colorizer Associates 
a PAINTS 349 North Western Ave., Chicago, Ill. 


tentectnned by Colerizer Associotes : in 1,3 22 C 0 LO RS ; Please send me complete information on how “‘The Color: 


izer Customer Dragnet’’ can sell more paint for me. 





‘eonett's, Salt Lake City, Utah, and Los Angeles, Calif. © Blue Ribbon Paint Company, 
theeling, West Virginia @ Walter N. Boysen Co., Ocklend and Los Angeles, Calif. 
Crooklyn Paint and Varnish Co., Brooklyn, N. Y. © James Bute Company, Houston, NAME 
"08 @ Great Western Paint Mfg. Corp'n, Kensas City, Missouri @ Jewel Paint & 
ith €e., Chicago, Illinois @ Kohler-Mclister Paint Company, Denver, Colorado 
" 4. Sweney & Compeny, St. Poul, Minnesota @ Vane-Calvert Paint Compeony, St 
', Missouri @ Warren Paint and Color Company, Nashville, Tennessee @ Geo. D 
‘eri & Co., inc., Philedeiphic, Pa. «© IN CANADA: Imperial V-rnish & Color Co City 
Terente, Ontario « IN ENGLAND: Jenson & Nicholson, Lid., London, Englond. ! 
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“Never mind the 97 rooms and 56 fireplaces. Has 
it got Campbell Chains on the drawbridge?”’ 
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There’s no substitute for safe, dependable 
CAMPBELL CHAIN on hundreds of jobs of haul-' 
ing, holding or hoisting. 

A complete Campbell line includes chain of 
every size and grade, for any purpose. Order it 
in the easy-to-handle CAM-PAK .. . display it 
on the eye-catching Campbell Merchandising 





Stand. Your jobber can give you complete in- 
formation. If you prefer, write direct. 





CAMPBELL CHAIN Company 
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CAMPBELL 
CHAIN 
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- wear age sevens Pe > cama mee al 





Main Office, York, Pa. » West Burlington, lowa 
Portland, Oregon + Sacramento, California 


Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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Good Tool Sales 


(Continued from page 45) 


vitations are printed for manufac- 
turer sponsored demonstrations and 
movies at the store. Ads usually 
identify the company as “Worces- 
ter’s power tool center.” About 
1500 catalogs issued by manufac- 
turers, and bearing the Waite im 
print, are mailed each year. 

In sales to homeworkshop fans, 
on a deferred payment plan, the 
company carries its own paper. 
Payments are arranged on a month- 
ly basis. 

Best seller to homeworkshop fans 
is a quarter-inch drill retailing at 
$24.95, drill kit at $44.95. Sanders 
priced from $34.50 to $68 are the 
next fastest selling items. 





Dealers Find Hardware 
Clinics Valuable 
(Continued from page 55) 


There was some deviation of 
opinion on the time to conduct such 
meetings. Sunday was favored 60 
to 70 pet of those at the meeting. 

Here are some  post-clinic re- 
marks, a sample of dealer reaction 
to this type of meeting: 

“This clinic has been the most 
helpful and constructive ever at- 
tended by me. Ideas obtained here 
will be put to use,” Gene Hanson, 
Roger W. Harris Hardware, Ama- 
rillo, Texas. 

“This has been a wonderful meet- 
ing and other similar meetings on 
different lines of merchandise are 
an absolute ‘must’ for retailers,” 
J. Lee Johnson, III, president, 
Cicero Smith Lumber Co., Fort 
Worth, Texas, operator of 27 lum- 
ber yard-hardware stores. 

“In selling today, it is most im- 
portant that you know your prod- 
ucts and we certainly have been 
able to learn today a lot about the 
housewares we sell. The fellow- 
ship among the small groups was 
grand,” Mrs. Troy Armstrong, Bo- 
vina, Texas. 

“We think this program very 
worthwhile and instructive,” C. L. 
Thompson, Thompson Hardware, 
Canyon, Texas. 

“We learned some things and 
were refreshed in our minds on 
things we already knew. We shall 
look forward to attending another 
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es of these meetings. We feel that we 
5) got a let of good from this meet- 
. y ” 4 ~ j. 
nanufac- ing,” B. E. Payne, Payne Harc 
ions and ware Co., Odessa, Texas. 
“Giving us more knowledge about 
} usually : ’ r 
‘Worces our products is wonderful. I don’t 
preees believe this can be beat,” Ray Wat- 
kins, Watkins Hardware Co., Am- i 
nanufac- ne! Wiietas Self-propelled 20” Rotary 
‘aite im a Vat ' ’ Truly direct drive — no pushing, no 
“Received valuable information. ling. —— take-off built into engine. 
: “ a loati adjustable tubular handle. 
f Think they should be continued, Six ine 7 Is in front, 8” in back. 
op tans, a ‘ ‘ Four cutting heights. Heat-treated blade 
] h A. S. Meinecke, Meinecke Brothers, with curved — eo suction lift 
wan, the bbock, T a action. Best of all — it’s powered by 
1 paper. Lubbock, lexas. the big 2.5 hp Power-Pak engine. — 
3 month- “A good clinic. A possible con- _ 
tinuation and aid could be addi- 
hop fans tional sales demonstrations,” T. C. ,. 
iling at Lively, Jr.. Pampa Hardware Co., a 
Sanders Pampa, Texas. i 
are the “Tell us how to meet super-mar- / 
ket competition. Also, give us 
‘party’ demonstrations. Tell us 
more about how items are made 
lware and why they are superior,” Mrs. , J 
Louisa Duggins, Duggins Hard- 
e ware, Clayton, N. M. 
5) “Give us more product material 
tion of for selling ideas, more display 


ideas. Give us more stock control 


uct such 
‘ inventory help in different lines,” all sales curves run upward 
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inic re- 
reaction “Give us more data on how prod- & 

ucts are made. Explain more fully ‘a y/ 
he most the superior selling points and spe- Mowa mati fj 
ever at cific uses of products,” R. D. Stal- 
vad hove cup, Barry Hardware Co., Clovis, 
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as aetna gt Celag of power mowers 


information to help me become a 
better saleswoman,” Mrs. Hazel 


‘ul meet- P : 
Hings on Franklin, Amarillo, Texas. pain Say ent 
dise are Other comments indicate a desire Thrifty operation and low initial 
tailers,” that clinics be held regularly, that cost are sales arguments that ring 
esident, they be held on other lines and that up profits on anybody’s register. 
., Fort more promotions with distributor And Mowamatic doesn’t stop 
27 lum- cooperation be held in dealer with supplying you with the 18” De Luxe Reel-type 
stores, reports Mr. Neely. pfoduct. There’s a big sales- A lot of your customers will want this 18” 
10st im- Cities and towns represented, promotion program to back you apt SF gl 
ir prod- within a 300 mile area, were: up, plus a bang-up advertising pene tm my Ts gallant 
ve been New Mexico: Albuquerque, Ros- ee ee - Sara Paleo quer tot er-cidiog «4 sing drive 
out the well, Carlsbad, Clovis, and Clayton. pres A pictured here — ask for i cnpeks &" teldes 
fellow- Oklahoma: Mangum, Hollis and more information on the six naturals for spring sales—and plenty of ‘em. 
Ips was Texhoma. others — including 4 rotary Mail coupon today for more details. 
mg, Bo- Texas: Fort Worth, Odessa, models and 2 reel-types. Then seenennnnncnnccncnnncscncncnn 
Lubbock, Plainview, Muleshoe, get set for your biggest season 1 MOWAMATIC CORPORATION : 
m very Littlefield, Levelland, Bovina, ever, by stocking Mowamatic 4 218-85 Pork Street, Port Weshington, Wisconsin. & 
<3. L. Borger, Pampa, Colorado City, a America’s finest and most : Please send me literature and more information H 
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AMERICA’S MOST SUCCESSFUL 


~ Rubber 








ya Noiseless! 
Dx Shock Absorbing! 
XP Outlasts Steel ! 


No question about it! The SILENT 
FLASH is America’s top performing 
roller skate! Jumbo rubber tires outlast 
steel ... absorb shock . . . and skate with 
magic ease and effortless speed. Noiseless 
skating—indoors on rainy days or on side- 
walks. It's like putting wings on your feet! 





SPECIAL COMPOSITION 
RUBBER found only on 
CHICAGO's SILENT FLASH 
outwears steel! Bigger wheels 
moke skating faster. Noise- 
less! Shock absorbing! 











The SILENT FLASH is made only by the 
great name in skates for over 40 years 


“CHICAGQC: 


Ch Skate Company 
4456 West Lake St., Chicago 24, Illinois 
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Firm Builds Own Store 


(Continued from page 49) 





Glen, left, and Don Throckmorton in paint department. 


by a flat canopy to protect window 
shoppers and outdoor displays of 
merchandise on the five-foot con- 
crete apron on two sides of the 
store. More than 60 ft of window 
space is provided on one side and 
one end of the structure. 

The wall at the wide end of the 
building is designed for easy re-, 
moval to permit lengthening of the 
building as needed in future expan- 
sion. 

Ten staff-built gondolas provide 
four display levels. Each is 4x8 ft 
at the base and 55 in. high. Built 
of 34-in. plywood they are finished 
with varnish and have different 
colors for individual departments. 
Quarter-inch peg-board is used as 
the back panel of four of the gon- 
dolas, with a tool bar occupying 
one of the units. 

The check-out counter is at the 
narrow end of the building, this 
area also including the firm’s office. 
To encourage self service there is 
a large sign reading, “Quick ser- 
vice. Serve yourself. Save time. 
Ask for sales clerk when needed.” 

The store’s rear wall is painted 
a deep red, the other walls being 
yellow. Fluorescent strip lighting 
is used, and at the window tops 
there are 20 spotlights to flood the 
front displays with high-level il- 
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lumination. The ceiling is of white 
tile, the floor being of concrete fin- 
ished with a yellow-green shade. 

Seven steel columns support the 
roof. Being 4x4-in. units they do 
not obstruct Vision to any great 
extent. 

Although operating temporarily 
prior to Christmas, the firm’s grand 
opening of its new quarters was 
held from Feb. 6 to 13, 1954. 

A full-page ad in the Miamisburg 
News illustrated a number of spe- 
cial values for the opening sale. It 


read, in part: “We’re rolling out 
the red carpet for our colossal 
grand opening. One full week, 


Feb. 6 through 13. Gifts for every- 
one. Ride, run, rush to the opening 
of this brand new store. 

“Everything bright and shining 

. from faces to fixtures. Scores 
of items sale-priced to mark the 
occasion with memorable values for 
you.” 

The ad showed a large-size photo 
of the store’s exterior, and called 
attention to drawings for a number 
of items. No purchases were re 
quired for participation. 

The firm issues 3000 circulars of 
its own, house-to-house each month. 
A local sound truck is hired to tour 
a six-mile area around the store for 

(Continued on page 72) 
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(he Rammer head — 
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ft lasts @ lifetime. 


That's why your Plumb 

Hammes lasts s0 bong 

and it won't wear you out 

Quality Comes FIRST 
PLUMB 

ts FIRST Ie Quality 





SOUTH BEND 





SOUTH BEND LATH 
SOUTH BEND NOLAN 
Pakdiny Better Tau Sinne 106 


FOR SCORES OF 
MONEY. SAYING 
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20! 
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SOLDERING GUN 


@ Mew, Compac! Design 


@ Heats in 5 Seconds 
@ Over 100 Wan 
@ Trigger Switch Control . 
. 


. 


THE FINEST TOOLS FOR THE FINEST CRAFTSMEN 
ELECTRIC CORPORATION 
820 Packer St.. Easton, Po 


SOLDERING GUNS « SOLDERING KITS +» POWER GANDERS 


MECHANIX ILLUSTRATED 


PUBLICATION 


A FAWCETT 


67 WEST 44th STREET 
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NEW YORK 36, N. Y. 












COMPLETE /NSTALLATION 





Rear-of-the-store sign invites visits to basement plumbing de- 
partment. Do-it-yourself lines are featured at cash-wrap table. 


Plumbing, Heating Displays 


WE INVITE You To VISIT OUR ¢ 


UMBING: HEATING 


SERVICE... iN OUR BASEMENT || Wares 8 











Build Traffic and Prospect Lists 


An Iowa hardware dealer attracts rural residents to store with good ser- 
vice, effective display. County Fair exhibits aid in attracting traffic 





Julius Fisher, second from left, at his exhibit at the County Fair. Visitors 


register at booth and seek information. 


Julius Fisher and his son Paul, 
operating Fisher’s Hardware in 
Boone, Iowa, consider their ample 
stocks of water systems, plumbing 
and heating items as their best 
traffic builders. The Fishers cater 
to both the do-it-yourself enthusiast 
and the homeowner wanting com- 
plete service. 

People entering the store see a 
large sign across the rear wall with 
the message, “We invite you to visit 
our plumbing and heating depart- 
ment. Complete installation service 
.. In our basement... coal, gas 
heating units, Fairbanks-Morse 
water systems.” 

The long sign is on cardboard 
mounted on a wooden frame. It is 
visible throughout the entire store. 

Julius Fisher spends most of his 

(Continued on page 72) 
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EVERYBODY'S HAPPY .. . when you sell one of 
these popular Savage or Stevens guns as a Christmas 
gift! “‘Johnny’s”’ happy .. . he’s the proud owner 
of one of a youngster’s most prized possessions 
Dad's happy . . . he didn’t spend as much as he 
expected! And you are pretty tickled, too — you've 
made an extra Christmas profit! 





For ‘profit presents’’ this holiday season — be sure 
to stock and display Savage, Stevens and Fox rifles 
and shotguns . . . the firearms with pre-sold popu- 
larity . . . nationally advertised to your best cus- 






: 






tomers. Better place your order with your distributor now. 


SAVAGE ARMS CORPORATION 
Firearms Division, Chicopee Falls, Mass. 






No Drilling 
No Tapping 


No Tools ‘scope mount 





Grooved receivers on the popu- Mount “tips on” or “tips off” 

lar Savage and Stevens .22 cal. rifle receiver in seconds. "Scope | 

rifles listed below adapt them is aligned for immediate use. | 

for instant use with sensational The mount is low, rigid, sturdy i bd ® 
ear The THREE in ONE Rifle 
mount. 












Stevens Model 87 Cal. Auto-loading Rifle 
Instantly adjustable as an auto-loader, bolt action repeater, or 
single shot — an exclusive Savage “‘first in the field"’ feature. 
Here's a rifle “‘loaded’’ with sales ammunition that will appeal 
to both the gift buyer and the shooter. 





Now Savage offers you these 
“22” rifles ready for instant scope use 


AUTO-LOADERS 
| Savage Model 6 Tubular Magazine $34.75 
















n Paul, Stevens Model 87 Tubular Magazine $31.95 

. Stevens Model 85 Clip Magazine $29.50 
fare in | 

| BOLT ACTION REPEATERS “ “u “ e ° 
r ample | Savage Model 5 Tubular Magazine $29.50 

| Savage Model 4 Clip Magazine 332-50 W t f f f 
umbing | Stevens +e ner 86 Tubular Magazine $26.75 e l e 5 or 5 ! e ac ion 
° | s a Mc 84C Magazi . 
ir best [ Stevens »del 84 Clip Magazine $23.75 
'S cater mo ay 2 aaa / 
husiast 
ig com- 
Savage Model 29 22 Cal. Hammeriess, Slide Action Repeate 

P gee a One of the most popular *'22's’’ for pest shooting, small game 


hunting and plinking. It’s the outstanding value in the “22” 
repeating rifle field... an ideal Christmas gift and a year ‘round 


all with 


to visit sales leader. 









depart- 
service 
yal, gas 
-Morse 
Savage Model 24 
dboard Over and Under .22 Cal. Rifle, 410 Shotgun 
e. It is ; 
» store Here's the perfect Christmas gift for both grown-ups and 
hi youngsters. This versatile gun gives the shooter instant 
of his selection of an accurate .22 cal. rifle or a dependable .410 
page 72) gauge shotgun. It’s ideal for year ‘round shooting fun 
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___ OF DO-IT-YOURSELF 





____ EVERY CUSTOMER A STORM SASH PROSPECT FOR 


Easy to Make — 


Anyone who can cut with a saw 
and use a drill can build his own 
storm sash. 


a 
} 
| 








Provide Ample Ventilation — 


Reynolds Do-It-Yourself storm 
sash can be opened when desired. 











Special Hanger Design — 


Makes hanging of light weight 
Do-It-Yourself sash easy, safe... 
from inside the house. 


Pre-packaged Hardware — 


You sell all needed hardware .. . 
corner braces, complete hangers 
for mounting, fasteners, packaged 
in complete sets for either single 
or two-piece sash. 











REYNO 


is 


in 





THIS Lig Howietional edkage. 


Sent to Every Reynolds Do-It-Yourself Dealer! 


* Envelope Stuffer for Your Mailings %* Special Sign for Your 
* Traffic Building Window Streamer Self-Selling Rack 
* Powerful Dealer Tie-In Mats * Colorful, 5-piece Pennant Set 








Do-It-Yourself Dealers: Please write, if you have not received your promo- 
tional package and full information on new construction —Write Reynolds Metals 
Company, 2498 South Third Street, Louisville 1, Kentucky. 


DO-IT-YOURSELF" 
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STORM SASH! 


REYNOLDS DO-IT-YOURSELF” ALUMINUM DEALERS 


With Reynolds Do-It-Yourself Aluminum 
you can offer customers everything they 
need for hundreds of home improvement 
projects. Right now, at the season’s peak, 
Reynolds dealers furnish storm sash sec- 
tions and all needed hardware to the mil- 
lions of do-it-yourselfers who make up 
the big, profitable Do-It-Yourself market. 
Make sure the Reynolds Self-Selling Rack 
is in a prominent place in your store—earn- 


ing your share of Fall storm sash profits. 











, 1954 





Here’s all you need to put you in the fast 
growing Do-It-Yourself Aluminum business . . . 
Reynolds handsome Self-Selling Rack containing — 
tubes, rods, bars, a wide variety of sheet designs, 
angles, fasteners, screen and storm sash sections, 


window hardware, Reynolon plastic film, trim strip. 


You Get This 
DO-IT-YOURSELF 


NATIONAL 
SUPPORT 


<<, 
leading 


On “Mister Peepers” 
over NBC-TV 


ADVERTISING 













REYNOLDS DO-IT-YOURSELF’ ALUMINUM 
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Attached to every 
Superseal Gas 
Range Connector is 
a non-removable 
aluminum disc. 
Stamped on it are 
the coveted AGA 
and UL seals. These 
universally-rec- 
ognized symbols 
mean that both the 
American Gas 
Association and 
Underwriters’ Lab- 
oratories have ex- 
haustively tested 
these connectors — 
and have found 
them to be safe and 
dependable. 


A.G. A. regulations require a non- 
remoyable identification on all con- 
mectors awarded their Laboratory 
Certification. This identification is 
for your protection — insist on it! 


Superseal Connectors are produced 
in any combination of female elbows 
and male or female adapters, malle- 
able iron, cadmium plated; 34-inch 
pipe thread; 12 to 60-inch lengths. 
Over 400 U. S. distributors. 





“Every Superseal Fitting is a union in itself” 


2egerseal, 


COLUMBIA MALLEABLE 
CASTINGS CORPORATION 
Columbia, Pa. 
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Experiments Give the Answer 
(Continued from page 50) 





License center with its own register helps prevent 
congestion at front-of-store cashier's station. 


sure of 
tion.” 

At one time the two girls at the 
cash register also sold fishing, 
hunting and boating licenses. Be- 
cause considerable time is con- 
sumed while people fill out their 
applications, a bottleneck was cre- 
ated at the register. The license 
selling activities are now centered 
at a special cdsh register and 
counter in the center of the store. 

With the counter top in the 
license section of good size there 
is ample room for application fill- 
ing, and for display of impulse 
merchandise. 

Present procedure in the issu- 
ance of licenses is for one of the 
cashiers to go with the applicant 
to the special cash register used 
only for license operations. 

When the new check-out table 
was installed a new bookkeeping 
type cash register was installed. 

Other changes made recently in- 
cluded expansion of the giftwares 
department taking up space for- 
merly devoted to lines no longer 
offered by the firm. Show win- 


receiving prompt atten- 


dows along the side street wall 
were replaced with a glass brick 
wall on which is fastened six banks 
of wooden shelving. This wall runs 
back from the cash register, en- 
abling the cashiers to offer help in 
selection of small items without 
leaving the desk. All kitchenwares 
are now shown along that struc- 
tural glass wall. 

Because he believes that women 
are needed to tell the full story on 
cooking utensils, these lines are 
displayed close to the cashier’s sec- 
tion. Hardware and sporting goods 
are shown on the opposite side of 
the store. 

Ample stocks, well displayed are 
a must in encouraging self service, 
according to Mr. Venese, who says, 
“If you do not show it, you cannot 
sell it.’ 

All merchandise is clearly price- 
marked, a want book is kept active 
at all times. 

With the new layout, pilferage 
has been greatly reduced. Mr. 
Venese says that he believes this is 
partly because of closeness of the 
cashier’s station to the door. 
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Big-profit L-0-F 


Super-Fine Rack 


racking up big sales 


Read what typical dealers say: 


“We've had a lot of interest in 
L:O:F Super-Fine,”’ writes Ray 
Frevert, of Wawasee Lumber Com- 
pany, Inc., Syracuse, Indiana. 

‘One customer used Super:Fine 
to wrap a long heating duct at his 
lakefront cottage, because the heat 
wasn’t carrying through. He 
wrapped the duct with Super: Fine 
and has been well pleased.” 








“I’ve never had an item that so 
many peopie looked at, and got so 
many ideas for where they could 
use it.”” Thus writes Mr. 
Florent, of Home Lumber Com- 
pany, Huntington, Indiana. ‘‘Cus- 
tomers mention all kinds of places 
where they can use Super:Fine. 
It’s one of the handiest things to 
sell that we have.”’ 


“The Super-Fine Dispenser Sell- 
ing Rack is a good thing to place 
where traffic’s heavy,”’ says . 
Maynard Spann, of Pierceton 
Lumber Company, Pierceton, 
Indiana. ‘“‘We’ve sold full rolls 
for laydown insulation in attics. A 
lot of our by-the-foot sales are for 
wrapping hot-water pipes.” 








Profits are rolling in for thousands of dealers 
as they roll out Super-Fine from the Dispenser 
Selling Rack. Each Dispenser Selling Rack 
represents a big profit percentage—-and the 
Super:Fine rolls they dispense are really un- 
rolling! The Dispenser Selling Rack holds 200 
square feet in the roll. 

Many buyers want an entire roll, or more! 
Others buy Super:Fine by the foot, for “1001” 
uses around the home. 

Get the details on this fast-selling, big-profit 
Do-It-Yourself product. 
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LIBBEY -OWENS-FORD GLASS COMPANY 
FIBER- GLASS DIVISION 


FIBER- GLASS 











HARDWARE AGE, NOVEMBER 25, 1954 


| Libbey-Owens-Ford Glass Company 
Fiber’Glass Division 
J 40-114 Wayne Building 
| Toledo 3, Ohio 
] Send me details on your L:O-F Dispenser Selling Rack 
peerem. Send me, also, facts on the huge Do-It-Yourself 
. | ‘iber-Glass market, and name of nearest distributor. 
| Name. a 
i Address —s — 
j City— Zone____ State _ - 
s 


71 





PICK UP \wereace Voy, Ralos 
$9.10 Profit % 


FROM EACH 


mars 


holds everything for any hollow 
or solid wall fastening job in the home 


a re | 


ous “ae 


‘*‘DO-IT-YOURSELF’’ 
HANDYMEN 





This brand new U. S. E. selling tool 
will stimulate impulse buying. The 
colorful display does the complete job. 
Stops the customer . . . answers his 
questions . . . SELLS the merchandise. 
Compact, fits 9” x 15” counter space. 


Here’s the Deal! 
Attractive metal-edge merchandiser . . . 
big display back . . . and supply of new 
“Do-it-yourself” literature included 
FREE with assortment of hollow and 
solid wall fasteners. Plus . . . a supply 
of the new U. S. E. “Hang-Rite” Utility 
Hangers. Order your merchandiser 
from your U.S.E. Jobber TODAY. 
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NATIONALLY ADVERTISED 


Millions of readers of national con- 
sumer magazines have seen this mer- 
chandiser in U. S. E.'s 1954 adver- 
tising. They'll be looking for it in 
your store. Don't disappoint them. 


fara tee: pps them 
' | ( Fone BOLT Co. 
< * a York, Pennsylvania, U. S$. A. 


OOLIUENWEe™ 





» :, i 
, 
U.S. E. products sold 


through recognized jobbers. 
For name of jobber, write: 





+ 


5 
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Firm Builds Own Store 


(Continued from page 64) 


| special sales events. Open seven 


days a week from 8 a.m. to 9 p.m, 
the busiest days are Saturday and 
Sunday. 

By doing much of their own work 
in constructing the building and 
making their own fixtures, the 


| Throckmortons estimate that their 


building, including their own time, 
cost $20,000. Cost of building dis- 


| play gondolas was about $100 per 


unit. 
Don Throckmorton is a graduate 


| in industrial engineering at the 
| General Motors Institute, Glen, a 


Miami University graduate in busi- 
ness management and Jerry, the 
younger brother, is an accounting 
student at Miami University. Their 
combined business and mechanical 
skills are helping the three brothers 
in profitable operation of their new 
store. cis 
Plumbing, Heating 
Displays 
(Continued from page 66) 

time in the store, his son handling 
most of the installation work with 
assistance of employees as needed. 
The elder member of the firm makes 
numerous sales to prospects in- 
vited to the store by Paul Fisher. 

Round the clock water systems 
service is a sales builder for the 
firm. 

Fisher’s Hardware has many 
farmer customers having from 300 
to 360 acre farms with numerous 
hogs and livestock. Each farmer is 
a good prospect for a number of 
major appliances for home and 
farm, plus considerable plumbing 
and heating equipment. 

The firm exhibits at the local 
eounty fair. Demonstrations fea- 
ture oil space heaters and other 
appliances. Many prospects visit the 
exhibit to discuss their problems in 
heating, plumbing, water systems, 
paint and other equipment and ma- 
terials needs. 

Some sales are made at the fair, 
but its main value is in making 
contacts resulting in later visits to 
the store and in calls at the homes 
of prospects. What frequently 
starts with a casual inquiry often 
becomes the key to a chain of sales 
of water systems, heating equip- 
ment and plumbing installations. 
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VIRGIL PARTCH 











FREE! 1 you enjoyed laughing at Virgil Partch’s mirth-making cartoon this 
month, send for Hager’s new book containing 28 fu'l-size popular ‘‘Everything 
Hinges on Hager" cartoons! It’s FREE! Just address 








= 





C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street * St. Louis 4, Mo. 
Founded 1849 — Every Hager Hinae Swinas on 100 Years of Experience 
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M.. Deater: Your REAL Opportunity! 


ake 60% Profit 


on your investment 
4 











SPRAY 
COATINGS 


7. 

in 6-0z. Spra -tainers c 
. in response to the “do-it-yourself” demand 

for a smaller touch-up size under $1.00. Crystal- 


Clear and 11 colors . . . including a new, exciting 
Baby Blue and Baby Pink... RETAIL 


€ 


...sales tested, “sure fire” seller 


Self- Sewice 
DISPLAY RACK 


(alone worth $15) 


SITS ON COUNTER... - ? c a 


| Hangs on Wall or Column 











with purchase of 4 - dozen 


Assorted 6-oz. Clear & Colors 


DEALER COST .. 29.52 6—Crystal-Clear 4—Cherry Red 52 
caren ae 6—Bright Gold 4—Regal Bive $ » 
DEALER PROFIT. . $17.52 6—Touch-up White 4—Flat Black 
4—Bright Silver 2—Glossy Black NET 


nn iesliidienieediimeeined | 4—Baby Pink 2—Chrome Yellow r a 
4—Baby 9 2—Hunter G Shipped Direct to You 
KRYLON, Inc. Dept. H4 ee ee — 


2038 Washington Ave., Phila. 46, Pa. 





RETAIL SALES . . $47.04 






or 60% 
on Investment 


| 
| The “self-service” display rack alone is worth $15.00, but it’s FREE 
| with this special introductory offer, shipped direct to dealer by 
Please rush me one 6-0Z assortment deal—including self- | KRYLON... Only 1 unit per dealer, please. 

service display rack—at $29.52. Also send information on 
other KRYLON products. Bill us through our jobber. 


Order Today .. . Send No Money 


Dealer Name. 

















Address | Shipment will be made direct to you and billed through your jobber. 
City ins Stete i Re-orders of stock available from jobber stocks, only. 
My Jobber Is, | 
' 


KRYLON, Inc., 2038 Washington Ave., Philadelphia 46, Po. 
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 CTMAS DECORATIONS 
CES ey Exanal 


inl 


OUTDOOR DECORATIONS 







































The above colorful, 81/2’ x 21” sales-starter streamer 


with each case of 


GID CHRISTMAS COLOR KITS 


(4 COLOR KITS PER CASE) ‘Dose Yor 
Specially Decorator 


..@ “natural” to cash in on the lucrative 
holiday do-it-yourself market. Recent survey shows 
spray enamels very popular holiday seller. Packed in 
three most wanted colors—gold, red, silver—styled 
to sell itself on sight! 










\4“ Buy 
LIST at You 


I Per Kit ~~ 


$11. 16 Li LIST 
PER CASE 










-.your usual KRYLON profit margin is maintained. 
Order your Christmas Color Kits today ...capture 
profitable Christmas sales and profits! 


: KRYLON, Inc. bept. H5 
g 2038 Washington Ave., Phila. 46, Pa. 
| 


. in attractive display carton 


Please rush______cases (4 kits per case) KRYLON 
Christmas Color Kits. Also send information on other 


0 rd e if if i ay “aa S ell i N 0 M 0 Nl 2 | KRYLON products. Bill us through our jobber. 











Deal ° 

ACT NOW ... TODAY... Special Holiday Offer Limited! Order oo 8 

from your jobber or use handy coupon. Send no money—your ; Address 

jobber will bill you... © a me -_ 
é 

KRYLON, Inc., 2038 Washington Ave., Philadelphio 46, Po. © My Jobber Is 
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LEGS 


WROUGHT IRON 





—THEY SELL ON SIGHT TO YOUR 
"DO-IT-YOURSELF" CUSTOMERS! 


Here’s a profitable item that brings 


THE SQUARE CORNER 
MAKES EMPIRE LEGS 
EASIER TO USE 






steady profits and repeat sales, with- 







out a heavy investment on your part. 
Empire Wrought Iron Legs are priced 
right —and have the angle corner that 
ASSURES proper leg positioning by 


your customers. It’s a big selling fea- 


A SMALL STOCK SETS YOU UP — WRITE NOW 
FOR FULL INFORMATION AND PRICES 


ture! Quick delivery on all sizes. 
anpuce ORKS, INC. 


Finnere ; 3644 N. HALSTED ST., CHICAGO 13, ILL. 


Manufacturers of Distinctive tl Iron Furniture 










ICTOR 4-PACK 
HELPS YOU SELL 
MORE MOUSE TRAPS! 







PRACTICAL— 
CARRIES COMPLETE 
INSTRUCTIONS FOR 
BAITING AND 









Order from your wholesaler 
now. Packed one gross traps 
(36 packages) in re-shipping 
container. 


Animal Trap Company of America » Lititz, Pa. e Pascagoula, Miss. 






| $8,000 in Floor Coverings 


(Continued from page 58) 





Robert Bowers, salesman and linoleum 
mechanic inspecting linoleum. 


An important sales tool for the 
second-floor coverings department 
is the display of ample stocks of 
rugs, yard goods and tiles in the 
60x35-ft showroom. 

About 90 pet of the customers 
wanting lower-priced floor cover- 
ings in linoleum or felt base goods 
want to do the jobs themselves. 
Most of the customers purchasing 
inlaid linoleum want Mr. Bowers 
to do the job for them. 

Rolls of linoleum in a_ wide 
range of colors and patterns are 
displayed along one wall of the 
second floor, the rear of which 
features displays of rugs—both 
linoleum and felt base—plus some 
floor tiles. Rugs and yard goods 
in the rear of the display are 
shown on racks to permit spread- 
ing them out on the floor to give 
the prospect a better picture of 
the various patterns, grades and 
colors. 

Care is taken to have floor cov- 
erings stocks include new patterns 
and colors as well as the more 
popular of the older numbers in 
both manufacturers’ lines. 

Newspaper and direct-mail ad- 
vertising are used to publicize the 
firm’s floor coverings department. 
All visitors to the first floor are 
reminded by the sales staff of the 
well-stocked second-floor display 





of floor coverings. 
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— and VIEWS 


(Continued from page 10) 


Management Courses 
Aid Store Owners 


Management courses for store 
owners and managers are given 
by 22 educational institutions in 
connection with the Small Busi- 
ness Administration. 

Inexperience is the chief cause 
of small business failures, it was 
shown by industry and govern- 
ment surveys, and this prompted 
SBA to institute management 
courses. 

Information about the courses 
and subjects offered are available 
from SBA regional offices. 

Institutions participating in 
the program are state Universi- 
ties of Colorado, Connecticut, 
Kansas, New Mexico, Oklahoma, 
Wisconsin; also the Universities 
of Denver, Wichita, Baltimore, 
Kansas City, Tulsa, Richmond. 
Also Harding College, Loyola 
(Chicago), Boston University, 
Rutgers, Fordham, New York Uni- 
versity, Rensselaer Polytechnic, 
Syracuse University, Temple, Vir- 
ginia State Board of Education. 





Supreme Court Upholds 
Sales Tax Ruling 


The U. S. Supreme Court has 
upheld a lower court decision 
that a state may collect taxes on 
goods shipped from another state 
on orders solicited by salesmen. 

The case involved collection by 
Arkansas of its use tax on ma- 
chinery and explosives sold to 
Arkansas residents by three Mem- 
phis, Tenn., dealers. 


Friend of Dealers 


Hardware dealers are finding 
the Office of Distribution, Depart- 
ment of Commerce, a _ valuable 
friend. The office represents re- 
tail industry when decisions are 
being made by administrative de- 
partments or when bills are pend- 
ing in Congress. It also compiles 
statistics, and prepares market 
booklets to help businessmen. 

(Resume reading on page 11) 
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Hitch your business to 


STAR BRITE 


THE SHINING CABINET HARDWARE 





LINE THAT GIV 





ES YOU EVERYTHING 


*% STARRED for quality, design and precision fit. 


SOLD THROUGH 
WHOLESALERS 
ONLY 


#285 

CHAIN DOOR FASTENER 
Wrought steel; non-welded chain 
Size of plate: 4" x 1%" 
“STAR-BRITE" 

Nickel 

and brass 

Complete 

with 

screws 


#215 
ORNAMENTAL HINGE 
For flush doors 
Overall size: 

2%"" x 24" 
*STAR-BRITE" 

Chi ome, nickel 
and brass 


Complete 
with screws 





277 STORM SASH HANGER 


Hook Plate: i'/4,"' x pt Eye Plate: I'/4"" x 24" 


“STAR-BRITE" Cadmium Plate 
1 doz. pr. to box; 36 doz. to carton 
Complete with screws 











#125 

SASH LOCK 
Wrought Steel 
Overall size: 
1%" x 2%" 
“STAR-BRITE" 
Chrome, nickel 
and brass 
Complete 

with screws 


SEMI-CONCEALED HINGE 
Raised knuckle 

%" offset 
““STAR-BRITE" 
Chrome, nickel 

and brass 

Complete 

with screws 








1 FREE! 


| WITH SPECIAL DEAL 


ATTRACTIVE 
STAND-UP 
DISPLAY 
COMPLETE 
WITH STAR 
AMERICANA 
HARDWARE 


Featuring Star's 
#318—%" Offset Hammered Hinge 
#319—Flush Hammered Hinge 
#39I—1'4,"" Knob 
#394—Hammered Pull 
#317—"HL" %" Offset Hammered Hinge 
#320—"'HL"" Flush Hammered Hinge 


#200 
CUPBOARD TURN 
Wrought Steel 
Cane size: 
““STAR- BRITE" 


Chrome, nickel 
and brass 


Complete 
with screws 





#297 

CONCAVE KNOB 
“STAR-BRITE" 
Chrome 

3 sizes: I'/2""-1%"'-21/,"" 
| Dozen to Box 


with screws 
36 Doz. to Carton 


STAR METAL PRO 


370 Butle 


r Street, 


Brookl 
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ALUMINUM 
HARDWARE 


RUST-PROOF 
in BRASS, BRONZE or 
ALUMINUM FINISHES 


| AL3100 SASH LIFT Far 


AL2660 DOOR STOP 


AL6660 
COAT AND 
- HAT HOOK 









Al 6800 
HAND RAIL 
BRACKETS 











Protect your reputation as a supplier 
of builders’ hardware with reliable 
rust-proof aluminum hardware by 
SAFE... since 1849. 


Order from your jobber. 





PADLOCK and HARDWARE CO. 
LANCASTER, PA. 








® 
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National Events 


Garden Supply Trade Shows, Jan. 


9-11, at the Hotel Sherman, Chi- 
cago, and Jan. 31-Feb. 3 at the 71st 
Infantry Regiment Armory, New 
York City. Sponsored by the Gar- 
den Supply Merchandise, 1901 St. 
Paul St., Baltimore 18, Md. 


Heating and Ventilating Exposition 


(International), Jan. 24-28 at Con- 
vention Hall, Philadelphia, Pa. 
Sponsored by the American Society 
of Heating and Ventilating Engi- 
neers and under management of 
International Exposition Co., 480 
Lexington Ave., New York, N. Y. 


Independent Housewares Exhibit, 


Jan. 13-20 at the Morrison Hotel, 
Chicago. Show manager, Jules 
Karel, 8 South Dearborn St., Chi- 
cago 3. 


Industrial Supply Convention, April 


17-20, at Cleveland, Ohio. Spon- 
sored by the American Supply & 
Machinery Mfrs. Assn., W. B. 
Thomas, Hunter-Thomas  Associ- 
ates, Keith Bldg., Cleveland, busi- 
ness manager; the National Indus 
trial Distributors Assn., 1900 Arch 
St., Philadelphia, H. R. Rinehart, 
executive secretary; the Southern 
Industrial Distributors’ Assn., 712 
Volunteer Bldg., Atlanta, Ga., E. 
L. Pugh, secretary-treasurer. 


Lamp Show, Jan. 16-21 at the Hotel 


New Yorker, New York City. Un- 
der George F. Little Management, 
220 Fifth Ave., New York 1, New 
York. 


National Fishing Tackle Show, Aug. 


7-12, at the Conrad Hilton Hotel, 
Chicago. 


National Housewares & Home Appli- 


ance Show, Jan. 13-20, at the Navy 
Pier, Chicago, and July 11-15, at 
Convention Hall in Atlantic City, 
N. J. Sponsored by the National 
Housewares Manufacturers Assn., 
1140 Merchandise Mart, Chicago 
54. A. W. Buddenberg, txecutive 
secretary. 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 


National Retail Hardware Association 
annual congress, July 11-14, at 
Hotel Statler, Buffalo, N. Y. Man- 
aging director, Russell R. Mueller, 
964 N. Pennsylvania St., Indianapo- 
lis, Ind. 


Sporting Goods Show and Convention, 
Feb. 6-10 at the Morrison Hotel, 
Chicago. Sponsored by the National 
Sporting Goods Assn., 1 No. La- 
Salle St., Chicago 2, G. Marvin 
Shutt, secretary. 


Toy Fair, March 7-16 at the McAlpin 
and New Yorker Hotels and in per- 
manent manufacturers’ showrooms 
at 200 Fifth Ave., 1107 Broadway 
and other nearby locations. Spon- 
sored by Toy Manufacturers of 
U. S. A., Inc., 200 Fifth Ave., New 
York City. 


Regional Events 


Ace Annual Convention, Jan. 24-26, 
at Conrad Hilton Hotel, Chicago. 
Convention manager, Arthur Kraus- 
man. 

American Hardware Supply Co. Mer- 
chandise Fair and Stockholders’ 
Meeting, Jan. 31-Feb. 1, at company 
headquarters, 41 Terminal Way, 
South Side, Pittsburgh 19, Pa. 


American Supply & Machinery Mfrs. 
Assn., Inc., regional meeting, Feb. 
28-March 1 at Philadelphia, Pa. 
Hunter-Thomas Associates, 2130 
Keith Bldg., business manager for 
the Association. 


Coast-to-Coast Stores’ annual conven- 
tion and exhibit, Feb. 6-9 at the 
Nicollet Hotel, Minneapolis, Minn. 
Sponsored by the Coast-to-Coast 
Stores Central Organization, Inc., 
29 Main St., S. E., Minneapolis 14. 


Cotter & Co. annual stockholders’ and 
dealer meeting and merchandise 
show, Feb. 13-15 at company head- 
quarters, 365 E. Illinois St., Chi- 
cago 11. 

Gift Show, Jan. 31-Feb. 11 at LaSalle 
Hotel and Palmer House, Chicago. 
Sponsored by the Eastern Manu- 
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facturers and Importers Exhibit. 
Under .George F. Little Manage- 
ment, 220 Fifth Ave., New York 1. 


Gift Show—New York, Feb. 21-25, 
at the Hotel Statler, George F. 
Little Management, 220 Fifth Ave., 
New York 1; Philadelphia, March 
97-30. Under George F. Little Man- 
agement, 220 Fifth Ave., New York 
1, N. Y. 


Hibbard, Spencer, Bartlett & Co.— 
Auburn and True Value Associate 
Dealers’ 2nd annual merchandise 
convention, Feb. 21-23, at company 
offices, 2201 W. Howard St., Evans- 
ton, Ill. 


Janney Dealer Show and meeting, 
Jan. 10-12, at the Calhoun Beach 
Hotel, Minneapolis, Minn. Spon- 
sored by Janney, Semple, Hill & 
Co., 22-26 Second St., So. Minne- 
apolis. 


Pacific Northwest China, Glass, Gift, 
Jewelry, Stationery, Toy and House- 
wares Show, Feb. 20-24, at Audi- 
torium. Olympic and New Washing- 
ton Hotels, and Terminal Sales 
Bldg., Seattle, Wash. 


Portland China, Glass, Gift, Jewelry, 
Stationery, Toy and Housewares 
Show, Feb. 13-16, at Auditorium 
and Plaza Hotel, Portland, Ore. 


Southern Industrial Distributors As- 
sociation, regional meeting, Jan. 
12-14 at the Edgewater Gulf Hotel, 
Biloxi, Miss. E. L. Pugh, 208 Peach- 
tree Arcade, Atlanta, Go., is secre- 
tary-treasurer of the Association. 


Texas Wholesale Hardware Assn. an- 
nual joint meeting with the Texas 
Hardware Boosters Club, June 17- 
18 at Fort Worth. Secretary-trea- 
surer, Howard Weddington. 1427 
National City Bank Bldg., Dallas. 


Western China, Glass, Gift, Jewelry, 
Toy, Stationery and Housewares 
Show, Feb. 3-6, at Auditorium, Pal- 
ace, St. Francis, and Drake Hotels, 
San Francisco. 


Wisco Hardware Co. annual merchan- 
dising school and sales show, Jan. 
17-18 at company headquarters, 15 
S. Brearly St., Madison, Wis. 


State Events 


Alabama Retail Hardware Assn., 
March 1-3 at Birmingham. Exhibit 
and convention headquarters at 
Tutwiler Hotel. Secretary, Morris 
Jones, 409 N. 28rd St., Birmingham. 


Arkansas Retail Hardware Assn., Feb. 
13-14 at Little Rock, Ark. Exhibit 
at Robinson Auditorium. Convention 
headquarters, Marion Hotel. Secre- 














regular FULLER Ocrewdrivers 


I You'te going great guns on 
i 






for your flyers, 
bulletins, circulars 






Here are just a — Pos 
couple of examples of ” 
Fuller's ‘‘specials:” 


Fuller Tool Co. has the 
“specials” you need 
to step-up today’s 
volume!...Wire 
: BERNIE FULLER or 
\"' JOHNNY WEIL, today. 


y} y Tell us your promotional 
Pan | 
3-pe. CHISEL SET 
in plastic Roll Kit 
REGULAR RETAIL PRICE $1.85 / 


4-pc. SCREWDRIVER SET 
REGULAR RETAIL PRICE 98¢ 


Seca nice ODS 






special deal for you 


plan; we'll work out a 
secu RET $EO in any price range. 


(Above prices for promotions only) 





3522 WEBSTER AVENUE NEW YORK 67 


World's Largest Producers of l nbreakable Amber Handle Tools 
Export Sales Dept.: John H. Graham Co.. 105 Duane St., N.Y. 
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Sell them 
to the 
“do-it- 
yourself” 
buyer 


e Keep 
clothes neat. 
e Adjustable 
to fit any size 
space — four 
sizes, 18” to128”. 
e@ Easy to install 
—only four screws. 
e@ Sell on sight— 
display them! 

e Made strong— 
ends permanently at- 
tached—no welds to 

break. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 





CLOSET HANGER BARS 
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tary, J. Wayne Tisdale, 908 Rector 
Bldg., Little Rock. 


California Retail Hardware Assn., 
Feb. 13-16 at San Francisco. Ex- 
hibit and convention headquarters, 
Fairmont Hotel. Secretary, Krueger 
B. Jacobsen, 1355 Market St., San 
Francisco 3. 


Carolinas, Hardware Assn. of, Feb. 
22-24 at Charlotte, N. C. Exhibit at 
Radio Center. Convention headquar- 
ters, Chariotte Hotel. Secretary, 
D. W. Laws, 118% E. Fourth St., 
Charlotte 2. 


Connecticut Hardware Assn., Feb. 9 


at Hartford. No Exhibit. Conven- 
tion headquarters, Statler Hotel. 
Secretary, Ned Russell, Harris 


Hardware, Southport, Conn. 


Florida Retail Hardware Assn., joint 
convention with the Georgia Retail 
Hardware Assn., March 6-8 at At- 
lanta, Ga. Exhibit and convention 
headquarters, Biltmore Hotel. Ex- 
ecutive manager for both associa- 
tions, W. W. Howell, P. O. Box 183, 
Waycross, Ga. 


Illinois Retail Hardware Assn., March 
8-10 at Chicago, Exhibit and con- 
vention headquarters at Morrison 
Hotel. Secretary, W. F. Ewert, 1194 
Merchandise Mart, Chicago 54. 


Indiana Retail] Hardware Assn., Jan. 
25-27 at Indianapolis. Exhibit at 
Murat Temple. Convention head- 
quarters, Lincoln Hotel. Secretary, 
W. J. Sheely, 964 No. Pennsylvania 
St., Indianapolis 4. 


Intermountain Assn., Jan. 23-25 at 
Salt Lake City, Utah. Exhibit and 
convention headquarters at Hotel 
Utah. Secretary, Leon L. Weeks, 
308 Continental Bank Bldg., Boise, 
Idaho. 


Iowa Retail Hardware Assn., Feb. 
8-11 at Des Moines. Exhibit at Iowa 
Exhibit Bldg., State Fairgrounds. 
Convention headquarters, Savery 
Hotel. Secretary, Philip R. Jacob- 
son, Mason City, Iowa. 


Kentucky Retail Hardware Assn., Jan. 
31-Feb. 2 at Louisville. Exhibit and 
convention headquarters, Kentucky 
Hotel. Secretary, Edward Keiley, 
501 Republic Bldg., Louisville 2. 


Louisiana Retail Hardware Assn. con- 
vention, Feb. 6-7, at Alexandria. No 
Exhibit. Hotel headquarters, David 
O. Mansfield, P. O. Box 1696, Jack- 


son, Miss. 


Michigan Retail Hardware Assn., Feb. 
15-17 at Detroit. Exhibit at Masonic 
Temple. Convention headquarters, 
Statler Hotel. Secretary, Harold W. 




















ADJUSTABLE 
CUTTER - RIPPER 


for use in 

@ HOME e OFFICE 
@ CAR @ STORE 
@ WAREHOUSE 


USES DOUBLE 
EDGE BLADE 


d 
McGill Metal Products Co. 


_ MARENGO e ILLINOIS 
= *_ Parlay 
Two Bits 


into a Veat Prof t 


SELL CONNECTICUT VALLEY 
E-X-P-A-N-S-1-V-E 
BITS 


Your customers “know a 











good thing” when they 
see it. For instance, just 
point out to them that 
two Connecticut Valley 
Expansive Bits will bore 
any hole from 1/2 inch 
to 3 inches in diameter. 
That’s real economy that 
anyone can appreciate 

. and it’s an appeal 
that you can capitalize 
on to build your sales 
and your profits. 


BconVALco 
J are wee s { 
Connecticut Valley Wig. Co 
Incorporated /874 
ERBRQOA FevViserrtpeeziil 
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Schumacher, 1916 Michigan Na- 
tional Tower, Lansing 8. 


Michigan Hardware Employees Sales 
Study Course, Jan. 25-27 at the 
University of Michigan, Ann Arbor. 
Sponsored by the Michigan Retail 
Hardware Assn., 1916 Michigan 
National Tower, Lansing. 


Minnesota Retail Hardware Assn., 
Jan. 25-27 at Minneapolis. Exhibit 
at the Auditorium. Convention head- 
quarters, Curtis Hotel. Secretary 
C. J. Christopher, 2110 Nicollet 
Ave., Minneapolis 4. 


Mississippi Retail Hardware Assn., 
convention and exhibit, Feb. 27-28, 
at the Hotel Heidelberg, Jackson. 
Secretary, David O. Mansfield, P. O. 
Box 1696, Jackson. 


Missouri Retail Hardware  Assn., 
March 8-10 at St. Louis. Convention 
and exhibit at Jefferson Hotel. 
Secretary, Harry Scherer, 812 
Olive St., St. Louis. 


Mountain States Hardware & Imple- 
ment Assn., Jan. 25-27 at Denver. 
No exhibit. Convention headquar- 
ters, Cosmopolitan Hotel. Secre- 
tary, Francis W. Reich, 1233 Spruce 
St., Boulder, Colo. 


Nebraska Retail Hardware  Assn., 
Feb. 15-17 at Omaha. Exhibit at 
Municipal Auditorium. Convention 
headquarters, Fontenelle Hotel. Sec- 
retary, C. A. McCoy, 325 Insurance 
Bldg., Lincoln. , 


New England Hardware Dealers 
Assn., Feb. 21-23 at Boston, Mass. 
Exhibit and convention headquar- 
ters at Statler Hotel. Secretary, 
A. C. MacHardy, 185 Dartmouth 
St., Boston 16. 


New York State Retail Hardware 
Assn., Feb. 14-16 at Syracuse. Ex- 
hibit at Auditorium. Convention 
headquarters, Syracuse Hotel. Sec- 
retary, Nicholas H. Kiley, Hills 
Bldg., Syracuse 2. 


North Coast Retail Hardware Assn., 
Jan. 30-Feb. 1 at Seattle, Wash. 
Exhibit at Senator Auditorium. 
Convention headquarters, Olympic 
Hotel, Secretary, Martin W. Danko, 
Route 12, Box 109, Fife Sq., Ta- 
coma, Wash. 


North Dakota Retail Hardware Assn., 
Jan. 18-19 at Fargo. Exhibit at 
Crystal-Avalon Ballrooms. Conven- 
tion headquarters, Graver Hotel. 
Secretary, Miss E. J. M’Grann, 
54% Broadway, Fargo. 


Ohio Hardware Assn., Feb. 7-9 at 
Cleveland. Exhibit, Public Audi- 
torium. Convention headquarters, 
Statler Hotel. Secretary, John B. 


Conklin, 198 So. High St., Colum- 
bus 15. 


Oklahoma Hardware & Implement 
Assn., Feb. 8-10 at Oklahoma City. 
Exhibit, Municipal Auditorium. 
Convention headquarters, Skirvin 
Hotel. Secretary, Aaron Gritzmaker, 
515 Midwest Bldg., Oklahoma City. 


Pacific Southwest Hardware Assn., 
Feb. 22-24 at Long Beach, Calif. 
Exhibit at Auditorium. Convention 
headquarters, Wilton Hotel. Secre- 
tary, Otto H. Grigg, 416 W. 8th St., 
Los Angeles 14. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn., Jan. 10-12 at Phil- 
adelphia. Exhibit at Convention 
Hall. Convention headquarters, 
Bellevue-Stratford Hotel. Secre- 
tary, Leslie W. Jenness, 1616 Wal- 
nut St., Philadelphia 3. 


South Dakota Retail Hardware Assn., 
March 29-31 at Sioux Falls. Ex- 
hibit, Coliseum. Convention head- 
quarters, Cataract Hotel. Secre- 
tary, O. R. Baily, 1300 So. Jeffer- 
son Ave., Sioux Falls. 


Tennessee Retail Hardware Assn., 
Feb. 20-22 at Chattanooga. Meet- 
ings and exhibit at Lookout Moun- 
tain Hotel. Secretary, Morris Jones, 
P. O. Box 784, Nashville. 


Texas Hardware & Implement Assn., 
Jan. 31-Feb. 2 at Dallas. Exhibit, 
Baker Hotel. Convention headquar- 
ters, Baker and Adolphus Hotels. 
Secretary, Ray M. Souder, 822-823 
Texas Bank Bldg., Dallas 2. 


Tri-State .Hardware & Implement 
Assn., Feb. 7-8, at Amarillo, Tex. 
Convention and exhibit at Herring 
Hotel, Amarillo. Secretary, M. D. 
Shepherd, Canyon, Tex. 


Virginia Retail Hardware  Assn., 
March 6-8 at Roanoke. Exhibit at 
American Legion Auditorium. Con- 
vention headquarters, Roanoke Ho- 
tel. Secretary, G. T. Omohundro, 
Jr., Scottsville. 


West Virginia Hardware Assn., Feb. 
14-16 at Clarksburg. Convention 
and exhibit at Stonewall Jackson 
Hotel. Secretary, James C. Field- 
ing, 1628 McClung St., Charleston 
L . Ve 


Western Retail Implement & Hard- 
ware Assn., Jan. 17-19 at Kansas 
City, Mo. Exhibit at Auditorium. 
Convention headquarters, President 
Hotel. Secretary, W. J. Shaw, 3915 
Main St., Kansas City 2, Mo. 


Wisconsin Retail Hardware Assn., 
Feb. 1-3 at Milwaukee. Exhibit at 
Auditorium. Convention headquar- 
ters, Schroeder Hotel. Secretary, 
H. A. Lewis, Stevens Point, Wis. 
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More and more 
mechanics 


in 54 are being 
made with 


TOLEDO 
Heavy-Duty 
Pipe Wrench 


* Unconditionally 
Guaranteed! 


Just introduced 
friends fast! See ’em 
your next job! 

New Toledo Wrenches speed 
the work with easy handling. . . 
instant non-slip grip on pipe. . . 
replaceable jaws with spin-easy 
nut and single spring for quicker, 
easier setting .. . improved handle 
design for increased strength, 
better hand-grip. 6’’ to 48”’ sizes. 

Unconditionally Guaranteed! If 
wrench housing or hook ever 
breaks or distorts, we will replace 
it Free. Write for new catalog. 
Order through your supply house. 
The Toledo Pipe Threading Ma- 
chine Co., Toledo, Ohio. New 
York Office: 165 Broadway, Room 
1310. 

Rely on the Leader... all the way! 


pctermenrioat 


and making 
try em on 


PIPE TOOLS ¢ POWER PIPE MACHINES 
© POWER DRrivés 


81 





ee ee ee 








@ For more information on these products and services 
use free post card on page 85. 


(Continued from page 13) 








panels for making these two fans 
window exhaust or intake fans. 
Suggested retail prices are $29.95 
for the 10; $39.95 for the 20. West- 
inghouse Electric Appliance Div. 


For more data circle No. 10 on postcard, p. 85 


Electric Lantern 


Battery operated Comet Lantern 
looks like a real kerosene lantern. 
A quarter turn of the wick handle 





lights the bulb. Lantern is 81% in. 
tall; has fire-engine finish. R. E. 
Dietz Co. 


For more data circle No. 11 on postcard, p. 85 


Power Lawn Mowers 


Two new deluxe 1955 Lawn-Boy 
power mowers are identical except 
for size. One is 18-in. and the 
other 2l-in. New features are a 
housing which describes a complete 
uninterrupted circle underneath and 
discharges clippings more readily, 
without clogging; wheels of kry- 
lastic; nylon wheel bearings that 
need lubrication only once for life 


82 


of the bearing; wider tread tires 
for greater stability ; adjustment c 
cutting height by changing wheels 
to different holes in housing; five 
different cutting heights; trim- 
ming to within %4 in. of obstruc- 
tions, both in the front and on the 





side. List price for 18-in. mower 
is $87.50; 21-in., $99.50. RPM 
Mfg. Co. 


For more data circle No. 12 on postcard, p. 85 


Razor Blade Scraper 

Razor blade scraper, the RS-23 
Red Hed, can be used for removing 
paint, putty and dirt from windows, 
scraping ice from windshields, cut- 
ting wall and wrapping paper, etc. 
Scraper has an automatic red dan- 
ger signal which appears when 
blade is extended and disappears 
when it is retracted. Simple push 
of button extends or retracts blade, 
automatically locking it in either 
position. Made of nickel-plated 
steel, scraper is 4 in. long. Red 
Devil Tools. 


For more data circle No. 13 on postcard, p. 85 





Vacuum Bottle Bag 

Vacuum Bottle Bag is an in- 
sulated bag designed to hold two 
vacuum bottles and a sandwich box. 





| 
Covered and lined with Koroseal 
and insulated with Fiberglas, the 
bag provides insulation for sand- 
wiches and extra protection for the 
thermos bottles. Bag has zippered 
lid and is available in plaid and 
solid colors. Retails for $4.95. 
Nappe Smith Sales Corp. 


For more data circle No. 14 on postcard, p. 85 


Nut Driver 

Ejection-Grip automatic nut 
gripping socket driver eliminates 
lost nuts or bolts. It is non-mag- 
netic and non-jamming. Nut will 
automatically stay in socket until 
tightened on screw; ejector pushes 
it out. Available in six-piece sets, 





No. 3200 and No. 3201, in one each 
of the following sizes: 3/16, 1/4, 
5/16, 11/32, 3/8, 7/16. Amalite, 
Ine. 


° 
For more data circle No. 15 on postcard, p. 85 


Tapered Reamer 


Super-hard, tapered reamer en- 
larges holes from 1% to % in. For 
use on metal, wood, plastic, or any 
hard material. Overall length of 
reamer is 7144 in. Shank is 3% 
in., tapering from % to % in. in 
diameter. Two _ interchangeable 
Ambery] handles are offered for use 
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CLINTON 
Hex Mesh Netting 
to fill every order 


stock Clinton Hex Mesh Netting. That’s because there is a 
complete range of Hex Mesh nettings for use on poultry and 
fur farm enclosures, crab traps, baseball fields and tennis 
courts as well as many other places where netting is used. 


And you are assured of satisfied customers when you sell 
sturdy Clinton Hex Mesh Nettings. Made with extra strong 
selvages, they handle well, are easy to form and give years of 
weather-resistant service. 


For full details on the wide variety of styles, widths, meshes 
and wire sizes available, contact your nearest Jobber. 


don’t forget these other fast-moving 
CF&l-Wickwire Hardware Products! 
Gold Strand® Insect Wire Screening ¢ Perfection Door Springs 
Clinton Hardware Cloth « Wissco Flexible Wire Clothes Line 


Quick Hitch Gate Springs * Wissco TV Guy Wire © Stone Wire 
Merchant Wire * Mechanic’s Wire 


CFci-WICKWIRE 


HARDWARE PRODUCTS (Fd 


THE COLORADO FUEL AND IRON CORPORATION 
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You'll find that you can fill any netting requirement when you 
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Mitrwses seemces svete ee 
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In the West Clinton Hex Mesh Net- 
ting is sold under the brand name 
CF&l Lok-Twist Poultry Netting. 


THE COLORADO FUEL AND IRON CORPORATION 
Albuquerque + Amarillo + Billings + Boise + Sutte 
Casper * Denver + El Paso + Ft. Worth + Houston 
Lincoin (Neb.) + Los Angeles + Oakland + Okichome 
City + Phoenix + Portland + Pueblo + Salt Lake City 

Son Francisco + Seattle + Spokane + Wichite 


WICKWIRE SPENCER STEEL DIVISION 
Atlanta + Boston + Buffole + Chicago + Detroit 
Wew Orleans + New York + Philedelphie 








WHAT'S NEW 








a 











with reamer, a 1x3% in. and a 
11,x4 in., retailing at 80¢ and $1.10, 
respectively. Reamer is also avail- 
able without handle for use with 
interchangeable kits. Reamer with 
handle attached is $2.50; reamer 
only, $1.75. Vaco Products Co. 


For more data circle No. 16 on postcard, p. 85 


Paste Wax Cleaner 


Preenet now comes in emulsion 
paste wax form in addition to liquid 
form. For asphalt and rubber tile 
floors, the wax keeps floors clean 
with light buffing, climinating 
scrubbing. Available in 1, 2 and 
5 lb. containers, retailing at 89¢, 
$1.49 and $3.29, respectively. A. S. 
Harrison Co. 

For more data circle No. 17 on postcard, p. 85 


Tang Butt Chisel 


New plastic-handled tang butt 
chisel has protective solid metal 
cap on the handle tip enabling it to 
stand up under severe hammering. 
Called the Greenlee No. 407, chisel 
is light-weight and well-balanced, 
with a thin, bevel-edged blade of 
high-carbon steel. Handle is safe 


Gt pe 


from flash fire. Tool comes in nine 
sizes ranging from 4 to 2 in. It 
may be purchased singly or in sets 
packaged in plastic rolls, hardware 
cases, or metaledge fibreboard 
boxes. Greenlee Tool Co. 


For more data circle No. 18 on postcard, p. 85 


Toggle Bolt 


Added to line of anchoring de- 
vices, Rawl-Toggle bolt is rust 
proof, with positive automatic 
spring action wings. Used for an- 
choring to hollow walls, pressed 





wall board, tile, sheet metal, etc., 
bolts are available with round or 
flat heads in five diameters, from 
1% to % in., and in several lengths, 
from 2 to6in. Rawlplug Co. 


For more data circle No. 19 on postcard, p. 85 


Paint Remover 

Zip Strip paint and varnish re- 
mover is now available in self-spray 
container. With the new con- 
tainer, the remover can be quickly 
and easily applied to any surface. 
Does not lift the wood grain, take 
out the wood filler or remove the 
stain. It will work through 12 to 
14 coats of paint in a single appli- 
cation. Remover is inflammable, 
contains no caustics that are harm- 
ful to the skin, and will not harden 
or discolor hands after normal ex- 
posure. Star Bronze Co. 


For more data circle No. 20 on postcard, p. 85 


Pre-Assembled Lockset 


Reddi-Mount is a factory pre- 
assembled cylindrical lock featuring 
a free-wheeling exterior knob which 
spins when locked, preventing 
forced entry but permitting auto- 


matic unlocking when interior knob 
is turned. Locking push-button in 
knob cannot be locked accidentally 
because of the automatic release. 
Has a five-pin cylinder and brass 


latch. Available in solid brass or 
aluminum trim, with various back- 
sets. J. Chesler & Sons, Inc. 


For more data circle No. 21 on postcard, p. 85 


Food Slicing Machine 


Food slicing machine comes in 
two models: No. 419 (illustrated) 
in white porcenamel finish, retailing 
at $29.95; No. 420 in all-chrome 
finish, at $39.50. Both models are 
16x12x10 in. and weigh 8 lb. net. 
Pedestal legs put 2 in. clearance 
under machine so plate or tray can 
catch all sliced foods and juices. 
Gravity feed makes slicing easier 
and reduces food handling. Machine 






erg aad « ia : 
takes food articles 6 in. high and 
854 in. wide, any length. Suction 
cups hold tightly on any smooth 
surface. General Slicing Machine 
Co., Inc. 


For more data circle No. 22 on postcard, p. 85 


Oscillating Sprinkler 
Dial-a-Rain oscillating sprinkler 
features a convenient dial setting to 
allow a selection of four water pat- 
terns. Sprinkler will cover an area 
40x60 ft. with normal water pre- 
sures and can be adjusted left, 
right, center sweep and full sweep. 
Other features are large trouble- 
free water motor designed to op- 
erate on any water pressure; large 
disk-like impellers which enables op- 


(Continued on page 88) 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 













































































Pos,card valid 8 weeks only want 
Please send me further information on the WHAT'S NEW items, cod 
for which | have circled below. 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 


What's New in merchandise. 


The Quick Check 


Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 








FIRST < 


PERMIT N 


34.9 F 


New York 











BUSINESS REPLY CARD 


No postage necessary if mailed In the United States 








POSTAGE WILL BE PAID 


HARDWARE AGE 


Post Office Box 60 
Village Station 


NEW YORK 14, N. Y. 


After that use own letterhead fu 


y des 


ribing iter 


BY 





13 
28 
43 
58 


TTT TTT Lee 


30 
45 
60 
75 
90 


105 


1 2 3 4 5 6 7 8 9 10 1 12 
16 17 128 119 $20 21 22 «23 24 #25 26 27 
31 ms tm MR OT CUM 37 38 39 40 41 42 
46 47 48 49 #50 51 52 53 54 55 56 57 
61 62 63 64 65 66 67 68 69 70 02«=—6o71 72 
76 77 78 79 80 81 82 83 84 85 86 87 
91 92 93 94 95 96 97 98 99 100 101 102 #1 
a ciet he dC ORR REDEEM RAE Ae Ore eS TITLE 
Ee Ee re ee Ee Ee ee ee ere eee 
ED odin ieee ON eene Rell eee ew eee wet Aaa eed eae woe 
OT a STATE 





Postcard valid 8 weeks 

















II 





wae een 
AG 
LULU 





Biase 
i | | 
| } 





















































Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 





1 2 3 4 5 6 7 8 9 W W 2 1 4 15 
16 17 «18 «+419 +20 21 22 23 24 25 26 27 28 29 30 
31 32 33 «234 «235 «(36 «(37 3839 4041 42 44445 
46 47 48 #49 «50 5) 52 53 54 55 56 57 58 59 60 
61 62 63 64 65 66 67 68 69 70 71 72 #73 «+74 «75 
7% #77 #78 #+%79 80 8) 82 83 84 85 86 87 88 89 90 
| 91 92 93 94 95 9% 97 98 99 100 101 102 103 104 105 
IG i iscsciaipnicncmniciliiiiinhiinbliniiienl IE vcaraiinnniintease 
| FIRM eeeetereeeveee eeeee ee eeeeeeeeeeeeeeeee he eeee eeneeee eeeeeve eeeeeene . 

NIN, « <sancsnsinnistcoreerredsineneunvesanva sia eadataleindi 

Rs incsetnrseaicbinnanaoninbend ZONE....... ee 















P 





(Sec 
New York, N. Y. 


FIRST CLASS 
ERMIT NO. 36 
34.9 P.L.&R.) 











BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 











POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 





















ITT 


: 
|||] Here is Your Quick Ch : 
| ere is Your Quick Check Card 
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| What it is... How it works | 
| 
a @ Each issue brings you dozens of descriptions of new products, new dis- | 
| plays, etc., in the ‘What's New’ columns. You get more of these in 
I | | HARDWARE AGE than in any other magazine. 
| 
| | ! | @ When you want more free information on any of these products, simply 
Wil mark a circle around the same number on the post card as appears 
| | | under the individual item description. | 
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SPECIALTY ITEMS 


Cee 








new 
hot 


$149 
seller 


RED HEAD 
super speedster 


paint scraper 


| Home owners scrape off paint 
| from tables, woodwork, doors, 
cabinets, etc. Red handle knob 
has chrome dome head to drive. 
in nails. Finger-tip blade adjust- 
ment to reach corners. 6 scrapers 
displayed on card. 


FULL 40% TO DEALERS 





hot merchandising 











6% 





hot sellers for CO 


aid® 







seller 


other 
colors 


° YELLOW 
© GREEN 


MRS. HYDE’S 


flexible snack 
and sandwich 
spreader 


The gals really go for this smart look- 
ing, flexible, stainless steel sandwich 
spreader. Attractive plastic handles in 
3 colors. Individually carded for self- 
selection. Tops for eye and buy appeal. 


FULL 40% TO DEALERS 


hot merchandising 








29¢ 












Id months 


other 
colors 
° YELLOW 
* BLUE 

* GREEN 


hot 


seller 
No. 25 


plastic razor 
blade scraper 


Hottest seller because it’s color- 
ful, looks better and handles 
easier. Dozens of uses for home, 
auto, office and shop. Terrific im- 
pulse item for car owner to re- 
move ice, sleet and dirt from 
auto windows. The gals like it 
to cut clothing seams. Removes 
hard-to-get-off paint from win- 
dows. Features single edge blade 
with safety snap button. 


FULL 40% TO DEALERS 


hot gy i 





DISPLAYED 
ON CARDS 
OR 
12 SCRAPERS 
IN SELF- 
SERVE DISPLAY 


HYDE MANUFACTURING CO. 
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BWHAT’S NEW 


(Continued from page 84) 








PROFITABLE * MARKET 


Believe it or not, more than 6 million horses and mules 
aeed shoeing each year—and today their owners are look- 
ing to YOU to supply them. Horseshoes are a high-profit 
item...come packaged 10 = to the box—easy to store, 
shelve, and sell. Stir yourself: Write now to Dept. H-1 for 
name of distributor, free catalog and pricing information. 


YOUR CUSTOMER LOOKS FOR THIS TRADE MARK——> 
lt signifies the 
WORLD’S LARGEST 
MANUFACTURER OF 
HORSE AND MULE SHOES. 


a 





eration under low water pressure; 
jet nozzles in oscillating tube to in- 
sure a positive water stream. L. R. 
Nelson Mfg. Co. 


For more data circle No. 23 on postcard, p. 85 


Fishing Rod Set 


Black Watch Twin Set consists of 
a 5 ft. casting rod and a 6 ft. spin- 
ning rod, each with its own solid 
black glass blade. Casting handle 
is die-cast aluminum chuck design. 
Both handles have genuine cork 






MANUFACTURING CO. 


real Bhi 


LAWN MOWERS 




















SELL 
IWINDOWS 
IN ROLLS 











New Vue-Lite Is The Lowest 
Cost, Cord Reinforced grips. Blades have nylon-wrapped, 
Plastic Window Material hardened steel guides and top. 














Cloth carrying bags are included 
and the outfit is packed in a gift 
box. Retails for $10.95. Premaz 
Products. 


| For more data circle No. 24 on postcard, p. 85 









Retat Price 


18-2/3¢ 


per lineal foot 
White or Green 


8 DIFFERENT 
MATERIALS: 









Complete line of ma- 
terials used every- 
where in home, farm, 
industry. Year ‘round 
volume. 5-Roll mer- 
* Crmertte (Clear As = chandising display 
© Giaz Sereen (4 Mesh) Stops traffic— moves 
© Gilat Screen (9x 10 Mesh) materials. Local dealer 
© Giar Screen (14 1 14 Mesh) P 

© Nu-V-Glass (White-Green) PrOMOtion. Nationally 
© Giaz-Fabrik (Coated) advertised. Contact 
¢- your Jobber or write 
© Sol-O-Lite (Heavy Duty) direct for free specifi- 
cation sheets, prices. 











SOL-O-LITE MFG. CO. __ 


as 4303P West North Avenue 
54-5 Chicago 39, Winois - 





88 








BLAIR Model 30 
18” Rotary Mower 
Also available: 21” and 18” Reel 
Power Mowers and a full line of 
fine hand mowers. 
If it’s made by BLAIR, the qual- 
ity’s there. 


BLAIR MANUFACTURING CO. 
Telephone 2-7449 
Springfield 7, Mass. 





Portable Paint Sprayer 


Model 50 Pressure Maid portable 
paint sprayer is for spraying 
paints, enamels, varnishes, lacquers, 
stains, mothproofing materials, and 
disinfectants. Sprayer has a 1/3 
h.p. motor an aluminum alloy con- 
necting rod, is of cast iron con- 
struction, single cylinder, direct 
drive, piston type. It delivers ap- 
proximately 2 cfm at 40 lb maxi- 
mum working pressure, is equipped 
with model 88-C spray gun and 15 
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Green Thumbs 


mean 


Greenbacks 
Get Them The Easy Way! 


JUST STOCK AND DISPLAY HIGH PROFIT 








Sell The 
Line That 
Sells Itself! 


* 
N laga ra CHEMICAL DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 


Middleport, New York 
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FARM AND GARDEN na 


INSECTICIDES, FUNGICIDES, 
Insect Sprays, Weed Killers 


PROFESSIONAL DUST AND SPRAY 
MATERIALS FOR AMATEUR GARDENERS 





Home gardeners are continually fighting insects and 
plant diseases. These bugs and blights can mean big 
business for you. Get on the high profit Niagara Farm 
and Garden Brand band wagon. Stock and display the 
only complete line of small package dusts and sprays. 
Niagara labels are self-merchandising. They tell how, 
where and when to use. Your customers can and will 
serve themselves. 


National advertising pre-sells the Niagara brand name. 
Dealers get a complete sales package including Dust 
and Spray Guides, other Folders, Window Displays, 
Counter Cards, Literature Racks and Advertising Mats. 
Clip and mail the handy coupon today for complete 
details. 


Clip Coupon for Catalog Sheets and Price Lists 


Niagara Chemical Division 
Food Machinery and Chemical Corp. 
Middleport, New York 


Gentlemen: 


lam a distributor C], (Please check one). 


= 
Firm Name 


Your Name 


Street 


A ceestiiceeesticeemnentimmentiiceentinenenntinsstinemeetitemmeticemmt tenet itn ict as 





Please send me your Farm and Garden Brand catalog sheets, price 
lists and full details of your merchandising plan. | am a retail dealer [_], 
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WITT CANS are guaranteed to 
outlast 3 to 5 ordinary Cans, 
WITT dares to make that guar- 
antee, because WITT CANS are 
designed to last longer . . . con- 
structed to give years of rugged 
service, That's why WITT CANS 
survive severe treatment that soon 
wrecks ordinary Cans. Compare 
WITT CAN features with those of 
other Cans on these points: 


@ Straight sides 

@ Deep rolling corrugations 
@ Heavy gauge steel 

@ Structural steel bands 

@ Hot dip galvanizing 

@ Pinch-proof handles 

@ Sturdy lid 


Sell the CAN that’s guaranteed for 
greater customer satisfaction and 
surer profits. 


WITT CANS 
HAVE THE ‘RIGHT’ ANGLE 





“Originators of the Corrugated Can” 


, atts 


THE WITT CORNICE COMPANY 
2110 Winchell St. Cincinnati 14, Ohio 
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WHAT'S NEW 








ft. air hose. List price is $55.75. 
Campbell-Hausfeld Co. 


For more data circle No. 25 on postcard, p. 85 


Six-Roller Pipe Cutter 
Heavy duty pipe cutter is de- 
signed with six rollers to prevent 
spiraling when used with power 
drives. Has capacity of 14 to 2 
Features include ease in 
seeing cut-off mark; rollers in hook 
provide true alignment, assuring 
cut-off; sturdy malleable 
frame formed to fit hand and guar- 
anteed warp-proof; high alloy steel 


in. pipe. 


square 





cutter wheels which leave practi- 
cally no burr, and single cutter 
wheel in sliding block. Toledo Pip: 
Threading Machine Co. 


For more data circle No. 26 on postcard, p. 85 


Poultry Trough Warmer 
Trough warmer comes in two 
sizes, each guaranteed to prevent 
trough water from freezing in tem- 
peratures down to 10 deg. F. No. 
TW5, the smaller unit, consists of 
a double length of Line-O-Heat tape, 
10 watts per foot, contained in a 
rust-resistant heavy wire coil. It 
fits all troughs 4 ft. to 6 ft. long 


and provides 4 ft. of tape for the 
float box and to connect to the 
power source. Retails for $4.45. 
No. TW10 is similar unit for 
troughs 8 to 10 ft. long. Retails for 








$5.35. Both warmers operate on 
120 volts A.C. Smith-Gates Corp. 


For more data circle No. 27 on postcard, p. 85 


Hose Repair Kit 

Complete plastic garden hose re- 
pair coupling kit has been added 
to line of garden hose equipment. 
Made of solid brass, the fitting con- 
sists of male and female ends, each 
with a solid brass insert. It comes 
with a special assembly tool and 





simple instructions. Kit is avail- 
able in two sizes, 7/16 and 1/2 in. 
ach retails at 70¢. Packed 12 to 
a Picket Fence counter display box. 
Melnor Metal Products Co., Inc. 


For more data circle No. 28 on postcard, p. 85 


New Rotary Mower 

This new 19 in. rotary mower, 
the Duo-Master, has a special ac- 
tion blade and housing that lif 
low-lying grass and weeds, cuts 
evenly and expells the clippings out 
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This ntl line of 
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ag 1A Handsome Eye-Catching FOIL 
¢ 


Labels for FAST SALES! 


a New, Fully Guaranteed Sure-Action 
@ Spray Head for REPEAT SALES! 


al A Choice of Two Aluminum Finishes, 
@ “Mirror-Chrome” or “Smudge-Proof” 
for EXTRA SALES! 


4, Low Inventory Line of 12 Colors Most 
ayy @ in Demand for FAST TURNOVER! 
9 


The Permite Line of Spray Enamels is first to offer the 
added sales appeal of sparkling, colorful aluminum 
\p 7 foil labels. It doubles your farm market, because the 

‘" line includes matching colors for farm equipment. It 
AND gives you a new non-smudging aluminum that many 
: of your customers will wagt. The new sure-action, fully 
guaranteed spray head ends any troubles you may have 

had on that score. 


"ey, mth 
en’ m . > . 
oe 008. QuicE-onviNe yst And here’s another Permite innovation—each color 
wre * ; 
ANDO EXTE / ‘ is packed just six 12-ounce cans to the carton. That 
- means low inventory, quick turnover for you. 


Use coupon below for full information. Distributors 
in principal cities. 
ALUMINUM INDUSTRIES, INC 


Cincinnati 25, Ohio 
Permite P A! 





ALUMINUM INDUSTRIES, Inc. 
2438 Beckman St. 
Cincinnati 25, Ohio 


| 
i 

7 = 4 é ') ALUMINUM PAINTS 

erm ite {| Send me prices and full information on the new 
For Home—For Farm— | Permite Spray Can Enamels in 12 Popular Colors 

| 
| . , : 
| 
i 
| 





Name_ 
Address. 
My Wholesaler is —_ 


For Industry — 
ee 
PrP a nts COLOR ENAMELS 
in Spray Cans 
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@ For more information on these products and services 
use free post card on page 85. 





a side discharge chute. Handles 
reduce operator strain and fatigue 
by allowing the arms and hands to 
remain at a natural, relaxed posi- 
tion. Mower has a 4-cycle Briggs 
& Stratton engine that develops 2 
hp. at 3600 rpm. Leaf mulching 
attachment is available. Eclipse 
Lawn Mower Co. 


For more data circle No. 29 on postcard, p. 85 


Aluminum Screen Kit 


Homeshield Easy-to-Make Screen 
Kit contains all necessary equip- 
ment for assembling and hanging 
a full-frame aluminum window 
screen. Included in kit are alumi- 
num frame sections, Fibreglas 
screening, corner locks, hardware, 
a@ mitre-box for cutting frame 
sections at an angle. Only tools 
required are a hammer, saw, screw- 
driver and sharp knife. Five kit 
sizes are available. American 
Screen Products Co. 


For more data circle No. 30 on postcard, p. 85 
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Saw Chain 


Buckeye saw chain with insert- 
ible cutters features separate con- 
struction of cutters and chain. Cut- 
ters can be replaced, respaced or re- 
moved without tools, eliminating 
necessity of discarding saw chain 
when cutters wear out. Also makes 
possible changes in cutter position 
for the correct individual sawing 
action. Although easily removed 





when chain is off saw bar, cutters 
cannot fly out when chain is in op- 
eration. Chain will accommodate 
cutters of .050, .058, and .063 in. 
thicknesses. Fate-Root-Heath Co. 


For more data circle No. 31 on postcard, p. 85 


Strapping Tape 

Sturdy, heayy-duty strapping 
tape has a tensile strength of 240 
lb. per inch width. This glass-fiber 
reinforced paper tape can be used 
for fixing broken table legs, tool 
handles, sports equipment, suit- 
cases, etc. Packed 12 to a display 
box, the % in. by 10 yd. rolls list 


at 59¢ each. Behr-Manning Corp. 


For more data circle No. 32 on postcard, p. 85 


Home Work Shop Benches 


Pride Craft home work shop 
benches are available in four styles 
and prices range from $48 to $225. 
King model, illustrated, lists for 
$150. Benches have working sur- 
faces of either solid, laminated hard 
maple or resinwood-surfaced solid- 
core construction. Heavy formed 
steel is used for all other parts. 


Units are finished in metallic Ham- 
mertex gray, which is scratch and 
heat resistant. King model mea- 
sures 60x24x1%% in. Pollard Broth- 
ers Mfg. Co. 


For more data circle No. 33 on postcard, p. 85 


Oil Drum Faucet 


Samco No. 60Z oil drum or barrel 
faucet is a self closing type. It is 
mold cast, with a_ replaceable 
tapered Hycar seal to precision ma- 
chined seat, and is completely fin- 
ished with a bronze lacquer. Also 
added to line are cider or beverage 
gates in three types, each of nine 





lengths, with tapered hard maple 
bodies, cork lined, and with alumi- 
num keys. New catalog of all Samco 
products including small tools and 
equipment is available. Syracuse 
Alloy Metals Corp. 


For more data circle No. 34 on postcard, p. 85 


Black Paint 

Improved type of Chem-Rem acid 
and alkali resistant black paint has 
greater covering capacity than its 
predecessor material. New paint 
has greater water repellence and 
added lustre through the inclusion 
of silicone. Paint is recommended 
for both interior and exterior use 
on metal, masonry or wood. With- 
stands attacks of acetic and hydro- 
chloric acids, dilute sulphuric acids, 
or mixtures of these acids, and also 
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ONLY 4 LBS. TOTAL WEIGHT 


Nothing else like them on the market! The perfect mat- 
tock for gardening or digging of any kind because 
they’re extra strong—extra dutable! You'll find these rich 
blue Klein-Logan Garden Mattocks with the cream- 
colored handles selling on sight! 




















Choice of pick 
Handle is shaped . or cutter end. * 
for most comfortable 


grip and easy, 


Handle is 
strengthened 



















i f 
CONTAINS ONE DOZEN So = THE HANDLE 
HANDLED MATTOCKS tool cannot CAN’T COME LOOSE 
turn due to coats 
Sturdy corrugated containers that shape of eye. The tapered, streamline - shaped 
simplify your warehousing prob- eye on the light weight, 2% Ib. 


head fits tightly onto extra- 
strong hickory handle. It can’t 
slip down when raised overhead! 


$0 LIGHT 
A WOMAN 
CAN USE IT! 
















Cutting ends 


ground to 
© chisel edge. a> 


1856 





i 
Order from your jobber or write 





for name of nearest distributor 





SALES REPRESENTATIVES 
The Austin Co., E. R. Paimtag Co. 


The 
Klein-Logan Co. | °:""° 


N 


South 13th and Breed Sts. - Pittsburgh 3, Pa. Surpless, Dunn & Appleyard, Inc. 





PICKS © MATTOCKS © HOES © HAMMERS © SLEDGES © BARS © WEDGES © MINING AND RAILROAD TRACK TOOLS 
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GRIESe-s 


SELF-SCREW *. 


UTILITY 
HOOKS 


The ONLY 
small 
utility hook 


No screws, no tools! Ball points protect 
towels and clothes. For homes, stores, fac- 
tories. Bright plated finish. 







1 gross to box 
Nickel & brass 
only 





i 4 — one Piece 
urTmiry HOOKS 





Carded, 10¢ retail 


i 1 gross 
' to a box— 
nickel ond 
brass only 
6 to a cord— 
all colors and finishes 


10¢ retail 


Strong, rustproof zinc alloy cup hooks in 
bright colors. One-piece construction; 
shoulder cannot get loose. A kitchen and 
closet standby . . . attractively finished 

| in white, yellow, red, blue, green, nickel, 
brass. 6 sizes, '/2"" to 1'/4"'. 












| bleaching solutions, dilute caustic 
soda, ammonia and other alkalines. 

| Y 

| Speco, Ine. 


For more data circle No. 35 on postcard, p. 85 


| Tackle Box Line 


New line of tackle and utility 
boxes have green hammerloid fin- 
ish and both ruby red plastic and 
ruby red steel trays. Four of the 
boxes, models 400, 401 (illus- 
trated), 402 and 404 are made of 
metal and feature the plastic red 










tray. Model 602 is of fiberglass 
and has two cantilever trays. 
Waterloo Valve Spring Compres- 


sor Co. 


For more data circle No. 36 on postcard, p. 85 


Paint Spray Outfit 

This sturdy, lightweight paint 
spray outfit has piston type com- 
presser which delivers about 2.5 
cfm at 30 lb gun operating pres- 
sure. Maximum operating pressure 
is 60 lb. Gun is internal mix pres- 
sure feed type which will spray all 





types of paint. Fifteen foot air 
hose also included. Unit with 1/3 


| hp General Electric motor lists for 
| $69.50; without motor for $42.50. 


Decora Mfg. Co. 


For more data circle No. 37 on postcard, p. 85 

















Write for samples and catalog pages. 
f— i See your jobber today 
for immediate delivery. 
Jobbers inquiries invited. 
































World's Foremost Producer 
of Small Die Castings 
161 Beechwood Ave., New Rochelle, N.Y. 
Phone: New Rochelle 3-8600 
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Concave Drawer Knobs 
New beveled edge concave drawer 
knobs are made in 1%, 2 and 2% 
in. diameters. Die cast of virgin 
zamak #5, they are packaged sepa- 





plastic 
screws. 


rately in clear, envelopes 
with necessary Matching 
back plates are available in 114, 2% 
3 and 3% in. diameters. Knobs 
come in all standard finishes. Ajax 
Hardware Mfg. Corp. 


For more data circle No. 38 on postcard, p. 85 


Lantern Bracket 


This lantern bracket is easy to 
set-up, clamps to any surface up 





to 354 in. thick, tilts to any posi- 
tion, has no loose parts and is built 
to last. Can be attached to boats, 
tent poles and shelfs. Comes in dif- 
ferent sizes. Lantern Bracket Co. 


For more data circle No. 39 on postcard, p. 85 


Drill Angle-Buffer 


Arco Angle-Buffer converts any 
1, in. electric drill into a smooth- 
running right angle buffer and 
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PIPE FITTINGS 


means extra profit 
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Packaged At No 
Extra Cost! 


You make an extra profit through ) Asal CAPITOL CAPITO 
easier handling and stacking to save oman oo 
space; reduced inventory losses; “RY 6 


assured accurate count; complete 
product protection. 





card, p. 85 


aie 


CAPITO 





af | ™ ‘TOL CAPITOL 
COUPLINGS UNIONS REDI-BENDS NIPPLES q 
._F a4 


al 3 
REDUCING DRIVE WELL-POINTS 
CAPS faolth Jen ich HEX BUSHINGS PLUGS AND WELL SUPPLIES 





et amine 


ny posi- 
is built 
» boats, 
s in dif- 
ket Co. 
card, p. 85 


dame, CAPITOL 


rts any 
smooth- 
er and 


MEG. & SUPPLY CO. 
COLUMBUS, OHIO 
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MR. FAMILY-FUN SAYS— 


SOUTH BEND 
CROQUET HAS 





THREADED 
SCREW 
HANDLES 


2. 


Threaded handles prevent heads 
from flying off. Automatic seating 
prevents wear of threads. Knurled 
mallet heads provide greater ac- 


curacy in hitting ball. 


Our 80th Anniversary 
1874—1954 











Write for 1954 Catalog and 
name of nearest Jobber. 








SALES REPRESENTATIVES 


Past—Julius Levenson, 7 Bast 17th St.,N. Y. 


South —Louis Williams & Co., 3rd National 
Bank Bldg., Nashville, Tenn. 


Midwest—South Bend Toy Mfg., So. Bend, Ind. 


Calif. & S. W.- Anderson Sales Company, 
730 W. 10th Place, Los Angeles 15, Calif. 


Denver & Pac. N. W.-Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
SOUTH BEND TOY MFG. CO. 
Dept. HA11, South Bend 23, Indiana 


CROQUET SETS * DOLL CARRIAGES— 
Folding, Fibre, and English Coach * 
DOLL STROLLERS + JUVENILE FURNITURE 
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WHAT’S NEW 





@ For more information 
on these products and 
services use free post 
card on page 85. 








sander. Swivel action between drill 
chuck and buffer permits use at any 
angle on all types of surfaces. No. 
300 consists of right angle gear 
drive unit with steel gears, 5 in. 
flexible molded rubber head, 51% in. 
lambswool polisher, and sanding 
disc. Lists at $6.50. Arrow Metal 
Products Co. 


For more data circle No. 40 on postcard, p. 85 


Outboard Motor Line 


New jet age outboard motors are 
lightweight, easy to operate, have 
positive throttle control for easy 
trolling, are highly responsive for 





maneuvering in close spots and 
have low gas consumption. Clinton 
Machine Co., Outboard Div. 


For more data circle No. 41 on postcard, p. 85 


Electric Jig Saw 


All purpose portable electric jig 
saw is equipped with built-in ad- 
justable base for accurate bevel 
cutting to 45° angle. Available with 
three blades, saw cuts all material, 










It's New 
e IN DESIGN! 
e IN SALES APPEAL! 


ORKNEY OFFSET 


6 ft. glass spinning rod 


®@ This radically new idea in 
spinning rods is pointing the 
way to new profit. The off- 
set handle reduces line slap, 
gives greater accuracy and 
distance. 18” handle, colored 
cork grip, aluminum rings 
and slide plates. 54” solid 
glass blade has 3 Premax 
taper-lock sleeve guides and 
top. Packed in cloth bag. 12 
per carton. Wt. 6 Ibs. 


No. 23A20 $ QR 
(Price includes 

. a eee stone 
Slightly higher LIST 
in West.) 


The whole trade is talking 
about the all New 


THRIFTY 
LINE 
FOR ‘55 


or write 





Division Chisholm-Ryder Co., 


x Fa 5541 Highland Ave. 


Niagora Falls, N. Y. 








rhe 








THE — FT <PORTSMAN 
on cuenns HEATER 


More hours of pleasure-filled ice fishing! Con- 
veniently small, light in weight-HOF-DOT 
Sportsman provides instant constant heat. 
Properly vented, it is clean and smokeless. 
Even-flow heat radiating jacket. Thousands in 
use. Field tested and proved. Display it—it 
sells itself. Fishermen and others will welcome 
the ec » convenience and even heat. 14° 
x 14° x 8”. Individually Boxed. Wt. 8% lbs. 
HOT-DOT CHARCOAL STOVETTE 
Fishermen, picnickers — just load 
it with either charcoal or charcoal 
egress before oy Heats io 
a jiffy. 82" square grill. Extendable 
hood to direct radiating heat. 
mpact—easy to Carry. 

Write for complete TODAY! 


SPECIALTY ENGINEERING, INC. 
391 TOPPING AT WESTERN 














ST. PAUL 3, MINN 
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ask your jobber 


 PREMAX PRODUCTS 
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our jobber 
* write 


ODUCTS 
der Co., Inc, 
d Ave. 
> MY. 
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MOVES FAST! 
GIVES ME A BIG 
MARKUP... 


MORE PROFITS ! 

















IF YOU LIKE THESE ADVANTAGES... 





KEEPS ITS GOOD LOOKS! 


CANT STAIN SIDING WITH 
RED RUST! 


NO PAINT-NO MAINTENANCE! | 
CANT BURN ! 








PROMOTE ALUMINUM SCREENING! 


Acuminum insect wire cloth offers more advantages to 
your customers — more profits for you. 


While we do not make insect wire cloth, we do sup- 
ply the leading screening manufacturers listed below 
with Kaiser Aluminum Wire .. . wire that is nationally 
recognized for outstanding quality. 


Made of strong, durable, cladded aluminum, Kaiser 
Aluminum Wire meets or exceeds commercial stand- 
ards and federal specifications. 


Kaiser Aluminum & Chemical Sales, Inc. General 


kaiser Alominwm 


setting the pace—in growth, quality and service 
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Sales Office, Palmolive Bldg., Chicago 11, Ill.; Execu- 
tive Office, Kaiser Bldg., Oakland 12, California. 





Alabama Wire Co., Inc. 

American Wire Fabrics 
Corp. 

Clark Wire & Supply 
Corp. 

Donald Ropes & Wire 
Cloth, Ltd. 


per & Steel Industries, 
Inc. 





Hanover Wire Cloth Divi- 
sion, Continental Cop- 


Promote the aluminum screening of these 
leading manufacturers 


Keystone Wire Cloth Co. 
New York Wire Cloth Co. 
Pennwoven, Inc. 


Phifer Aluminum Screen 


Co. 
Seneca Wire & Mfg. Co. 
Spargo Wire Co. 


Standard Wire Cloth & 
Screen Co. 


Wire Products, Inc. 
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position tray permits combination 


T > wet or dry storage of fish, fowl, 
bottled beverages and other perish- 
ables. Lists for $8.95. American 


Gas Machine Co. 
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é > ric 28 y I > 7e . . 
material doe s not have to be moved Window Ventilator 
any section of the board may be 


measured crosswise and lengthwise 
by laying the T-Square either way. 
Fairgate Rule Co. ern gray finish on the metal por- 
tions, replacing a traditional tan 
color. Ventilator provides draft- 





New model of the Louver-Vent 
window ventilator features a mod- 


For more data circle No. 43 on postcard, p. 85 


Portable Ice Chest free ventilation while protecting 
K Kold ble j hest window sills from rain and snow. 
<ampKold portable ice chest pro- F. E. Schumacher Co. 


vides 72-hours refrigeration for 


2 For more data circle No. 45 on postcard, p. 85 
up to a case of soft drinks. Two 





in any shape. Cuts opening without 
drilling a starting hole. Model JS- 
50, it retails for $39.95. Duwel Mfg. 
Corp. 
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Aluminum T-Square 

New 48 in. Aluminum T-Square 
is useful for measuring and squar- 
ing plywood, beaverboard and 
plasterboard. Using T-Square, (Resume reading on page 13) 





TWO OF THE 
FASTEST SELLERS ON THE 


“DO-IT-YOURSELF” 


MARKET TODAY! 


OVER 1/4 MILLION SOLD! WHY DON'T YOU 
JUMP ABOARD NOW FOR GREATER PROFITS? 


— @ "Do-it-Yourself" is a Billion Dollar business— 
and still growing, as recently publicized in Time, 
“"“ARCO-SAW" Life, Colliers, etc. 
@ Up to 80% of the "Do-it-Yourselfers” buy a 
The ONLY geared Saw V4" electric drill with various attachments as their 
Attachment to cut first basic power tools. The circular sow and jig 
saw are by far the most useful and widely 
bought attachments. 
@ “Arco-Saw" & “Arco Jig-Saw” Meet 
Has Depth- this Demand because they offer exclusive, 
Bevel- expensive features not found in any other 
attachments. 
ry Sages. @ "ARCO" Pre-Selis Your Customers 
with the most intensive National Advertising 
Ig of any attachment manufacturer. The 1954 
Ne. 455 campaign is the biggest ever. 






























tienen ie 








“ARCO JIG-SAW" 
The ONLY Jig Saw At- 
tachment with built-in 
Air Blower. Has 
same capacity 

as other saws 











= “aRco @ Your Profit is Protected by Fair Traded c 
—_ saw’ Retail prices. Dealer's Discount: 33!/%. selling for 
| & 50 DEALERS: Cash in on these terrific ‘ 
profit-makers now! Order from your job- ' 
ee ber or write direct for our latest catalog ARROW METAL PRODUCTS CO. 
-euanenemnens sheets and name of nearest jobber. my DEPT.TR. 140 WEST BROADWAY 
| | | NY. NEW YORK 13, NEW YORK 
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RIGHT 


CONTACT 
FOR ELECTRICAL SUPPLIES 


HEAVY DUTY EXTENSIONS 
with molded-on 
attachments 


. - in 17 sizes and lengths 
from 10 to 100 feet of Type $ 
or SJ rubber jacketed service 
cord. Every component part is 
UL listed. For POWER TOOLS, 
FLOOR POLISHERS, PROJEC- 
TORS, OUTDOOR LIGHTING 
LAWN EQUIPMENT, etc. 





NEW ROYAL NO.2 
WIRE DEAL 


> 1500 feet of 5 
every - day 
wire types in 
bo new assort- 
-ment, plus all- 
steel display 
with built-in 
wire cutter: 


‘=. 


kS 
= 
o 
o 
% 
%, 


/ 
w/ nes mos we 





mavens! Cur) o 
, * Guorentecd by > 
Good Houscheeping 








Quality WIRE + FUSES 


CORD SETS + WIRING DEVICES 
DECORATIVE CHRISTMAS LIGHTING 


ROYAL ELECTRIC COMPANY, Inc. 
Pawtucket - Rhode Island 
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For lops in Pipe Wrench 
Profite...its the Genuine 










ousing ever 
Breaks or Distorts we 
will replace it Free 








Every Rite, \ 
yen Work. 

at the 
factory 








.» your customers want that 
guaranteed trouble-free housing! 


Only the RIE@ID has a world-wide rep as the finest 
pipe wrench made. Only RItQ0D has earned and 
maintains this rep by building toughness and smart 
performance into these overwhelmingly popular 
wrenches, checking them part by part and hard work 
testing every last one before shipment. So it’s easy and 
profitable to sell the original genuine RItalt>— your 
customers know the housing ‘won’t break, jaws won't 
slip and adjusting nut spins easily to all sizes, 6’’ to 60’. 


It pays you to carry a full stock . . . order now! 


Good market for the new RIFAID 
Spud Wrench 







They like the deep narrow jaws for close work, 
break-proof housing, RIf@Q0D jaw suspension, comfort 
grip I-beam handle. Order today! 


THE RIDGE TOOL COMPANY, ELYRIA, OHIO, U.S.A. 








Sd =, w = 
4 A , NG 


a A a 





S Toois 


| '--Saver Pi: 
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8 ft. 8 in. to 15 ft. Will safely sup- 
port combined weight of all the 
Life-Time display boards com- 
pletely stocked with wrenches and 
sockets. Takes up only 4 in. diam- 
eter of floor space. Each group of 
display boards can be easily re- 
volved from side to side. Unit can 
be quickly set up using only a pen- 
cil and screwdriver. Billings & 
Spencer Co. 


For more data circle No. 46 on postcard, p. 85 


TV Display Package 

Here is a five-piece display pack- 
age for special Christmas promo- 
tion of company’s new 1955 TV line. 
Printed in four colors, with a three- 
dimensional effect, the unit consists 
of a lithographed “stopper” piece, 
window display signs and ribbons. 
Available to dealers at its cost price 
of 80¢ per unit. Arvin Industries, 
Inc. 
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Paint Brush Merchandiser 


This Brush Bar is a 4 ft., angled 
peg board panel which holds up to 
14 different models of brushes. Ad- 





justable wire holders on its face 
permit varied brush assortments. 
Panel is supported by tubular metal 
legs to bring brushes at eye level 
when display is used on top of 
counter. Legs can be removed and 
panel mounted on wall. Colorful 
die-cut sign attaches to top of panel. 
Price card is included in a slide-in 
front channel. Unit is supplied at 
no extra charge with order of mini- 
mum stock of 11'% doz. specified 
brushes—6 doz. pure bristle and 
5'% doz. Multiflag Tynex nylon. 
Total value of assortment is 
$208.50; dealer net cost is $139.01. 
Wooster Brush Co. 
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Grass Shears Display 

New GT-12 self service grass 
shears display holds three each of 
the four most popular Wiss grass 
shears—a complete price range to 
meet all needs. Display is 17 in. 
high, including easel; 1214 in. wide 





and 9 in. deep. Shipping weight is 
about 25 lb. Each model is marked 
for stock number and price. Rack 
is furnished free with assortment 
of 24 pairs of grass shears; six 
pairs each of four models. J. Wiss 
& Sons Co. 
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Steak Knives Display 

For selling Flint steak knives, 
display No. 738 holds 36 hollow 
ground, stainless vanadium steel 
knives, with Pakkawood handles 
and 5-in. blade with serrated edge. 
Knives retail for $1.49 each. As- 
sortment sells for $53.64, with a 
37'% pet dealer profit plus the free 
display. Using less than 1% sq. ft. 





of counter space, display is 10 in. 
wide, 1314 in. high and 6" in. deep. 
Ekco Products Co. 
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Coating Package Label 
GACO N-700 Liquid Neoprene 
protective coating has a new label 
featuring the GACO Girl, who is 
shown suspended from a strip of 
coating to dramatize its strength 
and flexibility. For rustproofing 
and weatherproofing metal, wood, 
concrete, canvas and rubber, the 
coating goes on like paint and dries 
quickly. Gates Engineering Co. 


For more data circle No. 51 on postcard, p. 85 


Firearms Display Kit 
Christmas Display Kit consists of 

a large poster 24x16 in. and three 

streamers 19x8 in., all brightly 

lithographed in four colors. Sug- 

gestions are included for use of dis- 

play to promote the sale of Savage, 

a , adn 2 


4 


= 4 GUN 


SAVAGE + STEVENS + FOX 





Stevens and Fox firearms in the 
window or store interior. Kit is 
free to dealers. Savage Arms Corp. 


For more data circle No. 52 on postcard, p. 85 


Window Lock Demonstrator 

This demonstrator for Wintite 
sash lock and sash lift is offered 
free with a purchase of three dozen 
items of window hardware during 
Hardware Week. Demonstrator 
measures 5 in. wide and 6 in. long, 
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No. 1047, Adjustable, 8-12", 
Depth of cut, 34”. Bright 
plate finish. Steel handle. 


s 10 in. 
in. deep. 
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isists of 
d three 


rightly . Y) 
> of dis- Adjustable, 8-12”. Depth of cut, 244”. Bright 


Savane plate finish. Wood handle. om 
@ Strong, rigid, weli-balanced Crescent Hacksaws are 
designed for the exacting mechanic. Choose from five 
popular patterns having wood, steel or Neoprene han- 
Adjustable, 8-12”. Depth of cut, 2”. Bright dies. The Neoprene handles are far superior to plastic. 
plate Gaich. Seest handle. They are impervious to oil and acid, unaffected by ex- 
tremes of heat or cold, have high dielectric value and 
are practically unbreakable. Sold by Industrial Distrib- 


utors and Hardware Dealers everywhere. 


No. 1046 


No. 1049 


Adjustable, 8-12”. Depth of cut, 34”. Bright 
plate finish. Neoprene handle. 


in the CRESCENT TOOLS 
Kit is oe aa? 
1s Corp. 


Solid frame, 12”. Depth of cut, 34”. Bright 
ard, p. 85 plate finish. Neoprene handle. Also No. 1044 
with steel handle. 


tor 
i ite " i Sign of lhe Cf rlisan 
offered ; < aed y J Symbol of Cucdllence 
e dozen ar /, ——= d 
during 


istrator Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


n. long, CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 85. 





yh 
Ap 


and fits on counters, walls or posts. 
The sample sash lock mounted on 
unit is finished in bright chromium 

the sash lift in bright brass. 
Other finishes available are dull 
brass, dull bronze, dull chromium 
and Colonial — black. American 
Cabinet Hardware Corp. 
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.--fo sell it faster 






typical h 
he & D wall fixt 
t 
le of his gift items. 


Above photo show 
tion. Owner says t 
to the display of all 
have doubled the sa 


Write for illustrated catalog No. 100. 
M & D Displays are nationally repre- 
sented by the largest wholesale hard- 


ware houses. 


ardwore store gift 
ures are a 


ypes of merchandise a” 
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MODERN STORE 


Rubbermaid Display Kits 

Free Christmas gift display kits, 
each one including 100 ft. of color- 
ful ribbon, are being offered to 
Rubbermaid dealers. Kits also 
contain a list of illustrations for 
creating effective Christmas dis- 
plays of individual items. Wooste) 
Rubber Co. 


For more data circle No. 54 on postcard, p. 85 


Copper Cleaner Display 
Cops sponge copper cleaner is 
now shipped in a new self-display 
carton. Top of carton is die-cut so 
it can be folded back to display the 
sponges. Sales message on top and 


WiPts 
SParRy u 


COP pep 


NC 











ware sec- 
daptable 
d that they 





flexibility. 


enamel finish. 


© Perforated metal shelving for 


fast, flexible binning. 


® Perforated metal backing to 








© Easy-to-keep-clean — baked 


sides describes advantages of 
cleaner and gives its selling fea- 
tures. G. N. Coughlan Co. 
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Paint Brush Rack 
Open wire wall rack with a spe- 
cial free swinging feature is a one 
ody MNT apron P 


» Per Beery Pawns 
» [id 








piece unit with hooks that are an 
integral part of the frame itself. 
When rack is swung free, there is 
no noisy clatter. Products display- 
ed behind the rack are not hidden. 
Brushes are firmly held on hooks. 
Known as the No. 70 WR, rack is 
available without charge with a 
standard assortment of varnish, 


eutth > DISPLAY FIXTURES and ACCESSORIES 


Sales rise and your profits with them when you display your 
merchandise the M&D way! Maximum flexibility in this equip- 
ment is tailor-made for the store with complete or partial self- 
service. M&D pre-built sectional equipment can be assembled 
quickly by store employees, thereby reducing installation costs. 
M&D Fixtures require less maintenance and permit easier 
stotking of merchandise. And, because of their compactness, 
they permit greater traffic through your store. 


GOOD REASONS 


© Low-cost installation — greater 


TO STANDARDIZE 
ON M&D STORE FIXTURES 


accommodate clip-on hangers. 

© Departmentalization with econ- 
omy of space. 

© Standardization of fixture width, 
length and height. 

® Fast, economical store moderni- 
zation. 








EQUIPMENT THAT 


STOPS THE 








CUSTOMER—STARTS THE SALE 


HARDWARE AGE, NOVEMBER 25, 1954 











HARDWALE 





pas neamoae? GLOLITE NATIONAL ADVERTISING! 


! 


® 


GiL(roiliiric 


‘SAME DAY DELIVERY 
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TREE LITE SETS and LAMPS % 
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ages. Display cartons are tur- 


} quoise, black, and white. Gudebrod 
Brothers Silk Co. 
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trim and wall brushes. Dealer cost cluding a number of different pliers, Level Display Box 


is less than $100. Hanlon & Good- open end wrenches, box wrenches, No. 339 Torpedo level comes in 
man Co. sockets and socket sets, screwdriv- shipping box which converts into a 
For more data circle No. 56 on postcard, p. 85 ers, tappet wrenches, combination counter display. When box is open- 


wrenches’ chisels, punches,  tor- 
quers, snips, screw and pipe ex- 


Tool Merchandiser 


tractors. Every tool is shadow 

This new self-selling tool mer- marked and priced. P & C Hand 
chandiser, the Jet-350, is a blue, Forged Tool Co. 

yellow and white revolving display For more data circle No. 57 on posteard, p. 85 


that takes up 45 in. of space and is 
75'4 in. high. Unit holds one or Baitcasting Line Displays 
two each of 350 different tools, in- New point-of-sale display aids for 


Dacron and Nylon baitcasting lines 





—=_ 
70PS, =e 


15! Geman 










ed, a 4x9 in. display card is inserted 
at head to form an attention-get- 
ting billboard. Six levels are in- 
dividually sheathed in clear plastic 
sleeves, packed in a red and gray 
carton. Each level has one plumb, 
one level and one 45 deg. vial. Top 
each hold six double-spool pack- plate is made of red shockproof 


stock-vispraY SHUELTON cor raster prorirs 









CUSHION HEAD 
EASY ON THUMBS 


THUMB TACKS 


TACK LIFTER ON EVERY BLOCK TRAFFIC 
UPHOLSTERY = AiR) Ae BRADS 


IN HANDY 
VISIBLE TUBES 


SPACE SAVER 
NAILS 


IN HANDY 
VISIBLE TUBES 


TACKS 


IN HANDY 
VISIBLE TUBES * 








DISPLAYS 





Write For Complete Details Today 
SHELTON TACK CO. SHELTON, CONN. 
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Cash in on the 


DO-IT-YOURSELF 


MARKET 
with Schlage Locks 


Now you can sell Schlage Locksets to hundreds of © oD i 


your customers who have worn-out locks in their 
homes. The difficult problem of boring old lock holes 

to a larger size for Schlage installations no longer DO IT 
exists! Now your customers can do the job them- 
selves easily and quickly with the Schlage Reboring 
Jig. This new tool does practically all the work! 


INCREASE SALES WITH SCHLAGE’S NEW 
3-POINT REPLACEMENT PROMOTION 


f 








| ueflece 
Wei -Oujy 





with Distinctive - Durable 
paiale Yel Mlela a7 


Schlage’s complete line of promotional material 
offers you the biggest sales builder for lock replace- 
ments you’ve ever seen. Displays, pamphlets and ad 
mats will tell your customers that now they can 
install the Schlage Locks they’ve always wanted. 





, INCREASE LOCK SALES to your cus- BRING IN NEW CUSTOMERS PROFIT TWO WAYS FROM THIS NEW DISPLAY. Use this colorful 


tomers with this new envelope stuffer with Schlage ad mats and display to attract in-store interest. It will increase your tool 
imprinted with your name radio and TV spots rentals and lock sales to “do-it-yourself” customers 


IT’S EASY TO REBORE DOORS FOR SCHLAGE LOCKS! 


f ‘/G, 
res 


Remove old worn or damaged Clamp on jig and insert guide Insert hole saw in guide and The new Schlage Lock ‘'fts like 





lock from door in latch hole cut new hole a glove" 
Complete instructions are | 
packed with every Schlage r, - ms R SCH [AGE © 
jig for replacing locks on old nh) Se ia 
doors or preparing new | 4 “4 L Beets THE WORLD'S MOST IMITATED LOCK 
doors for Schlage Locks. ; j 4 onl SCHLAGE LOCK COMPANY 
Ask your jobber! : ss AN FRANCISCO NEW YORK VANCOUVER, B. ( 
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counter space. Set consists of three Glue in Plastic Tubes 
insulated screw drivers in a handy 
holster that can be hung at the belt 





TO HELP Y LZ 


Orginal Wood Glue, Sure-Grip 


. White Glue for wood and paper, «1 
New Displays and Other or mounted on or over work bench. White Paste ike aie de ! : 
Dealer Sales Helps Rosenberg Bros. & Co. packaged in unbreakable plastic 


For more data circle No. 60 on postcard, p. 85 . 
tubes at new price of 15¢ each, 


plastic. Measures 9 in. long, 11% Cord Merchandiser Tubes can be dented, bent and 
in. high and 5% in. wide at widest New counter display merchan- dropped yet spring back to original 
point. Columbian Vise & Mfg. Co. dising package for King Cotton shape. LePage’s, Inc. 


For more data circle No. 59 on postcard, p. 85 


Chalk Line is now available. Pack- For more data circle No. 62 on posteard, p. 85 


Screw Driver Display 
Self-service display for the Rosco 
Trio Insulated screw driver set 
holds 1 doz. sets with a retail value 
of $1 each. Permanent metal unit 
takes up less than 1 sq. ft. of 


F a | 


Garden Tool Display 

New wire display, designed for 
self-service, is called the Disston 
No. 7 Garden Tool Display. Mer- 









age colors are bright blue and 
yellow. Box is double depth and 
takes up minimum counter space. 
Fifty foot balls of No. 15, 18 and 
21 available in this packing. John 
H. Graham & Co. 


For more data circle No. 61 on postcard, p. 85 
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The Self-Service Package 
They’ll Reach for : 


SELLS ON SIGHT—Grillin’s new visible pak offers popular Griffin 


Hardware in a complete sales unit. A transparent: plastic blister 
contoured to the shape of cach product protects against moisture 
and handling. Each “see-thru” package includes the correct number 
of screws 


YOUR CHOICE of Griffin Hardware items. Select your items. Buy 


only what sells best—the visible pak speeds turnover 





SELECT YOUR 
INCREASE PROFITS this quick way. This attractive self-service pak 
GRIFFIN ITEMS sells on sight. Ask for catalog page GV-1. Order from your d 


tributor today 


( RIFFIN 4 |] Ewery DOOR NEEDS THREE 
MANUFACTURING COMPANY 
ERIE © PENNSYLVANIA 
REPRESENTATIVES 











ATLANTA, Ga. CHICAGO, Ill. DENVER, Colo. JACKSON, Miss. NEW YORK, N.Y. SEATTLE, Wash 
Walter S. Johnson & Sons Wilbur H. Dovis Roy L. Rogers L. G. Fuller, Jr. The B. S. Alder Company R. F. Bevers 

917 St. Charles Avenue 1639 Fargo Avenue 1620 Garfield Street P.O. Box 2113 45 Warren Street 4524 East 60th Street 
BOSTON, Mass. DALLAS, Texas DETROIT, Mich. KANSAS CITY, Mo. SAN FRANCISCO, Calif. ST. LOUIS, Mo. 
Austin & Eddy Inc. E. H. Farrar George A. Gregg Harvey D. Rush & Sons C.L.L Ww 


. . Lewis V.C. Meibaum & Co 
115 Broad Street 2nd Unit Sante Fe Bldg. 141 W. Eight Mile Road 4638 Nichols Parkway 2450 17th Street 6954 Oleatha Avenue 
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Nothing like having what is needed right at hand when 
it’s needed! And it’s a plain fact that no home handyman 
has a complete workshop without these four handy jar 


Another Good Reason for 
: THANKSGIVING 
...on the part of “Mr. Fixit” 





, assortments containing the most popular sizes of NO. 1 STOVE BOLT NO. 4 HOUSEHOLD 

, / American Wood Screws, Sheet Metal Screws and Stove ASSORTMENT IN GLASS JARS * STOVE BOLT ASSORTMENT 
° Bolts. For here’s everything he needs for every quick Packed 12 jars to a carton. in Glass Jars. 80 Pcs., 6 
Griftir fixit job. 100 Pcs., Sizes, All Round Head 

ar Gerittin 10 Pcs. each of 10 Sizes and Cadmium Plated 

tic blister That’s why this exclusive American deal has become Flat Heads Round Heads 20— %x%e 1O— K%K% 

moisture the top seller in its field .. . the fastest-moving package wx Ve— 1x %e wx Ve— he * Vo Is— Ix Ye 10O— 1kh% 





* A — —_ 1 
ne you ever saw. So get stocked up for holiday business now edihesiittiabiede pe ate 15—1%™x Ye 1O— 1K KY 
. with each of these four assortments which come . 


packed in 12-jar re-shipper cartons. Get ’em in fast. . 









ems. Buy and watch ’em go out the same way! 
vice pak . 
your di dl 
SINCE 1638 { " ) 98 SELECTED CADMIUM SELECTED PAN HEAD TYPE “‘A"’ 
Wy — ew) PLATED WOOD SCREWS SHEET METAL SCREWS 
2D P Flat Head Round Head Cadmium Plated 





. ee soa 14— %"xNO.8 144—%"xKNO.5 | 30—%7x No.6 30—%" x No.8 
7 IIE AMERICAN a) e— fo rae8 mastnens em 39, 5 he.8 13 — Ks We. 10 
PLM ; — 1%" x No. val Hea —%" x No. 15— 1” x No. 10 
ne ‘ SCREW oh — ex No 19 14—%”" x No. 6 ; 
\ 14— 1%” x No. 10 
( STV) 1) = oO M PA N Y EM : lites 
)») “7 WILLIMANTIC, CONNECTICUT sf) 
Main Office — 
Oth Street , ~ Willimantic, Conn. Reegy 
ho. Jy Office & Plont, Norristown, Pa. 7 
um & Co. e/ Office & Warehouse, Chicago, Illi. / 
1a Avenue Office, Detroit, Michigan 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


chandizing unit is offered at no 
cost with an order for a basic as- 
sortment of garden tools, consist- 
ing of six pairs of assorted hedge 
shears, six pairs of grass shears, 
and five pairs of hand pruners. 
Printed retail price cards for each 
product are included. Henry Diss- 


ton & Sons, Inc. 
For more data circle No. 63 on postcard, p. 85 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 


Removable Top Shelves 


Top tier of shelves on this Erec- 
tro display island is removable to 
accommodate different types of 
merchandise. This island, 96 in. 
long by 48 in. wide, with overall 
height of 52 in. provides 90 sq ft 





of display area on 32 sq ft of floor 
space. Islands are made of laminated 
plywood, with trim on exposed 
edges, finished to hardware deal- 
ers’ specifications in lacquered pas- 
tel colors. Sitka Store Fixture 
Mfg. Co. 


For more data circle No. 64 on postcard, p. 85 


Stacking Pallet Box 

A box-type pallet has been in- 
troduced for the storage and han- 
dling of small items and mer- 
chandise that will not sustain 
weight and cannot be stacked on 
open pallets. This pallet has legs 
which fit on the corner members 


and carry the load. The pallet, 
made of 3/16 in. steel for sides and 
bottom can be made up in any size 





s 


to meet a warehouse storage area. 
Factory Service Co. 


For more data circle No. 65 on postcard, p. 85 


Self Service Shelving 

For self-service displays, a new 
gondola has been added to the 
Showline shelving line, with four 
tier shelving on both sides of a 
center board. This can be used as 
a separate display or in combina- 
tion with other units. The line is 
available in gondola, half-gondola 
and wall units in 3 ft sections, 45, 



























set the 
Parker 4 
HACK SAW FRAME 


Featuring the 
Keeps bla 
sh Bae 


You get this SALESMAN 











mnt use frolr 
‘ se fron 
most u 


- 
new STA-LOK™ 
de from twisting 
aed 





| This three-page card does 
your hack saw selling for you. 


Points out exclusive Parker features: 
@ Sta-Lok that ends blade twisting. 






with PARKER Hack Saws ®@ Loc-Klip that firmly locks the blade in place 





ends. 








PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S.A. 


at the front end. 

@ Stud-Fast, the patented, forged one piece 
blade-holder. 

@ The forged frame, solid one piece patented 


Your customers will WANT the Parker Saws which 
give them complete instructions on how to use the 
saw, choose the right blade, and many useful sawing 
tips. Display Parker Saws for Automatic Sales! 


Parker always gives extras and fea- 
tures that build up your hack saw sales. 
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Pion at 
what it will 
do, to bring 
new customers 
to your store 














Ask to see this World 
Famous Automatic Key 
Duplicating Machine. 

It cuts all types of | 


_ cylinder keys. a 


¢ 
¢ 
¢ 


You may buy this machine ona (¢ 


“PAY AS YOU PROFIT” ,¢ ‘KEIL 


PLAN oe LOCK CO., 
4 
f INC. 


o Charlestown, N. H. 


o Please send us one of 
r your window signs [_] 


¢ Tell us more aboutNo.1% [] 
¢ Tell us about “Pay As You Profit” ([) 


1% 


roo) he :\el mm 40)0) aur e)-)-]4 ame): ys 
el cea eiensRneett 


MAIL COUPON 10048)! 
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50 and 60 in. high. S. A. Hirsh 
Mfg. Co. 


For more data circle No. 66 on postcard, p. 85 


1955 Calendar Stencil 


The hardware dealer who wants 
to make his own 1955 calendars on 
his mimeograph can buy a stencil 
with the calendar already im- 
pressed. There is space at the top 
of the stencil for an advertisement. 
The single sheet calendar can be 
reproduced on 81% x 11 in. paper, 
on different color inks or papers. 
A. B. Dick Co. 


For more data circle No. 67 on postcard, p. 85 





FREE/DOOR HOLDER 


DISPLAY DEAL.... 


4 COLOR ATTENTION GETTING 

DISPLAY THAT SELLS 'EM... 

® A type and size for every door 

® Customers can quickly select type 
wanted 

© Creates immediate sales 

® Display on counter or wall 










PLUS 
331% PROFIT 


RETAIL VALUE . .$36.72 Order 
DEALER COST ... 24.48 From Your 


DEALER PROFIT . .12.24 


Jobber 



























3101 W. 





A 


Adjustable LEVER TYPE 
DOOR HOLDERS 
Outstanding Features: 
* Easy to install—Foot operated 
* Adjustable Lever Length 
* Holds on any floor or floor cover- 
ing without marring 
* Replaceable steel reinforced—Non- 
Skid Rubber Shoe 
* The Safe, Easy way to hold doors open 


Manufactured Since 1921 by 


GRAND SPECIALTIES CO. 
GRAND AVENUE 
CHICAGO 22, ILLINOIS 


Three Purpose Truck 

Here is a truck for warehouse 
or store that has three uses: as a 
hand truck, platform truck and a 
dolly. The handle is removable to 
change from a hand to platform 
truck. The handle and shoe are 





removable to make it a dolly. The 
size is 21 x 37 in. and overall height 
50 in. Techtmann Industries. 


For more data circle No. 68 on postcard, p. 85 


Adding Machine 

A 10-key electric adding machine 
is announced by this manufacturer 
which has the feature of holding 








a constant factor for repeated mul- 
tiplication in figuring invoices. The 
machine divides, multiplies, adds 
and subtracts. Clary Multiplier 
Corp. 


For more data circle No. 69 on postcard, p. 85 


Wide Storage Shelving 
Storage shelving for warehouse 
or store 6 ft wide is available in 
this line. Shelves can be adjusted 
on 6 in. centers. The shelving 
heights are 6 to 9 ft, and depths 
18, 24 and 30 in. Each shelf has 
a rated capacity of 1500 lb. Frick- 
Gallagher Mfg. Co. 
For more data circle No. 70 on postcard, p. 85 
(Resume reading on page 14) 
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Make-MORES 
with this GOMPLETE Line of 
UNBREAKAB 


Space-Saver 3-gallon model 
rigid shock-resistant styrene 
with handles. Lid o 


Gay hues. 9'3"sq.x11 










LtORE*Sales 


E Wasté Baskets 


Seamless, rustproof, dent-proof, 
all-polyethylene . . . labeled for 
self-service buying. Soft pastel 
tones, kitchen colors, rich dec- 
orator hues. Supplement 125 
other flexible and rigid Lustro 
Ware items . . . nationally ad 


vertised and backed by effective 
FREE merchandising aids. See 
your supplier, or write Columbus 
Plastic Prod., Inc., Columbus, O. 


Sn" 





aileble 
high gw faa 
* Guaranteed by ~ 
Good Housekeeping 
” a 


#0r 
‘ wit) 
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GOOD NEWS for HOMEMAKERS about 
BABIES, DOGS and CAN OPENERS 


” 








No Dog Food Gets In Baby Food When You 





bh 


Open Cans With Canu-O-Mat’ 


_ World's First Sanitary Can Opener 


y 




















~ 


Of course not—because you'll use 
separate cutting wheels! You won’t 
open foods for baby or your table 
with the same cutter that opens pet 
foods, strong-tasting foods, non-food 
preparations. And both cutters can 
be kept so clean, so easily. 


How Clean Is Your 
Can Opener? 

If it’s a Can-O-Mat, it’s sparkling! 
You know it’s safe. What’s more, its 
beauty complements your kitchen. 
Lovely decorator-colors and shining 
chrome or in gleaming copper! Buy 
one today for yourself or as a gift! 
Priced as low as $4.98. 


... tinned fish or fruit juices — Can-O-Mat ends transfer of flavors! 


CASH IN NOW! 


ORDER FROM YOUR DISTRIBUTOR TODAY! 





EXTRA CUTTING 
WHEEL MAKES 
MORE SANITARY 
CAN OPENER 


Easy “Snap-On” — “Snap-Off” Changing 


Have you looked at the cutting 
wheel on your can opener lately? 
Is ic sparkling clean and sanitary 
...or stained with unsightly food 
residue? Now, owning a Can-O- 
Mat is like having two can open- 
ers. For a limited time only, you 
will receive free of extra cost an 
extra cutting wheel with each 


Can-O-Mat you buy. 


Lengthens Useful Life of Opener, Too! 





Special Cutting Wheel for Pet 
Foods, Canned Fish, etc. 


Keep one for “special” use. No 
other can opener has the exclusive 
removable cutting wheel. No 
other can opener gives you a sec- 
ond tutting wheel free of extra 
cost. Can-O-Mat has these cov- 
eted seals of approval: American 
Medical Association, Good House- 
keeping Guaranty Seal, Parent’s 
Magazine Seal, and Can Manu- 
facturers’ Institute. 

Opens All 
Cans Easily! 


Single action 
handle opens all 
cans—all sizes — 
all shapes, leaves 
drinking cup 
edge — Ir is fully 
enclosed, wit 
chrome and gay 
s kitchen colors 





Grips Can Lids 


Powerful remov- 
able magnet 
grips lids—they 
can’t fall in 
opened can—ex- 
clusive remov- 
abie cutting 
wheel permits 
easy rinsing un- 


der faucet. 


RIVAL MANUFACTURING CO., Kansas City, Mo, 
Rival Manufacturing Co. of Canada Lid., Montreal 
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Ky., by W. H. Terstegge, the past five and one-half Paint De 

Water Systems Industry Sets Sales Target president of the company. years. Merchan 
ff : Mr. Cars yas trans- A gifte blic speaker, 

At More Than One Million Units for 1955." Carson Pavers pF sail cont aga A mer 

The 1955 sales target of and associations are prepar- ment in 1935 after five years Ace for P 

the water systems industry ing to help pump manufac- in the warehouse. In 1938 he dealers in 


was established at more than 
l-million units at the recent 
22nd annual meeting of the 
National Association of Do- 
mestic and Farm Pump Man- 
ufacturers. Held at the Ho- 
tel Sherman in Chicago, the 
meeting discussed plans for 
promotion of the seventh an- 
nual National Water Sys- 
tems Month in May, 1955. 

Walter F. Deming, presi- 
dent, Deming Co., Salem, 
Ohio, broke down the 1-mil- 
lion unit market as follows: 
200,000 non-farm _installa- 
tions for new homes; 65,000 
systems for older homes now 
without piped running water; 
250,000 units to replace worn- 
out or obsolete equipment; 
260,000 farm installations 
and 300.000 systems to pro- 
vide duplicate or supplemen- 
tal equipment for those al- 
ready having water systems. 

National Water Systems 
Month—How You Can Mer- 
chandise It, was the subject 
of F. B. Hout, executive vice- 
president, Barnes Mfg. Co., 
Mansfield, Ohio, and chair- 
man of the general planning 
and markets committee. 

A suggested tie-in sales 
program for appliance manu- 
facturers whose market in 
rural areas depends upon in- 
creased use of running water 
under pressure was outlined 
by G. J. Carney, vice-presi- 
dent and general sales man- 
ager, Dayton Pump & Mfg. 
Co., Dayton, Ohio. Kent 
Clark. Decatur Pump Co., 
Decatur, Tll., told how pro- 
ducers of component parts 
for electric water systems 
can benefit from cooperating 
in the 1955 sales program of 
pump manufacturers. 

Walter Hemker, Westing- 
house Electric Corp., repre- 
senting the National Electri- 
cal Manufacturers’ Associa- 
tion, told how related and al- 
lied products manufacturers 


112 


turers attain their 1955 sales 
goal. 

Honored for his long activ- 
ity in the water systems in- 
dustry was C. D. Leiter, re- 
cently retired vice-president 
of F. E. Myers & Bro. Co., 
Ashland, Ohio, and former 
chairman of the association’s 
general planning and mar- 
kets committee. Mr. Leiter 
received a hand-lettered reso- 
lution, a portable radio and 
an engraved cigarette light- 
er. 

Officers of the association 
were reelected as follows: H. 
R. Lafferty, president, Red 
Jacket Mfg. Co., Davenport, 
Iowa, as president; D. L. Me- 
Donald, president, A. Y. Mc- 
Donald Mfg. Co., Dubuque, 
Towa, as vice-president; John 
P. Curtin, vice - president, 
George D. Roper Corp., Rock- 
ford, Ill., as treasurer. Her- 
bert C. Angster, Chicago, 
continues as executive secre- 
tary and director. 


Stratton & Terstegge 
Names Sales Manager 

A. J. Carson has been ap- 
pointed general 
of the 


sales mana- 


ger wholesale hard- 





ware division of Stratton & 
Terstegge Co., Louisville, 


was sent to Nashville, Tenn., 
on a territory. 

After four years with the 
Armed Forces he_ rejoined 


the company as a city 
territory salesman in Louis- 
ville. In 1951 he was ap- 


pointed city sales manager. 





J. Grill New Preway 
Product Sales Manager 


John J. Grill has joined 
Preway, Inc., Wisconsin 
Rapids, Wis., as products 
sales manager. He was with 
Coast-To-Coast Stores, Inc., 
Minneapolis, Minn., as di- 
rector of sales training for 





JOHN J. GRILL 


Mr. Grill is well known 
throughout the Midwest for 
his presentation, “It’s Fun to 
Sell,” a talk that has been 
repeated to more than 50 
audiences. 





DEALER BRIEFS: 





Hegerts Hardware Celebrates Remodeling 
Of Store With An Eight-Day Sales Event 


Hartington, Neb.—Hegerts 
Hardware’ celebrated’ the 
complete remodeling of the 
store with an eight day sales 
event which began October 
29 and ended November 6. 
Customers during this period 
became eligible for the many 
prizes given away. 

New fluorescent lighting 
and display islands are 
among the modern fixtures in 
the store. 

Representatives from 12 
manufacturers demonstrated 
their products throughout the 
eight-day grand opening. 

Bryon and Ray Hegert 
own and operate the store, 
founded by their father, R. 
F. Hegert. Mr. Hegert senior 
retired in 1949. 

Glendale, N. Y. Otto 
Herrmann, Inc., recently held 


a two-day Do-It- Yourself 
Show at Hofmann Hall, 


HARDWARE 


Cooper Ave. and 69th St. 
More than 1,600 people at- 
tended the show. 


Johnson City, Tenn.—Lon- 
don Hardware Co. recently 
held a grand opening of its 
completely remodeled store. 

Included in the $25,000 
expansion are a self-service 
plan, new gift department, 
enlarged paint and wallpaper 
department and all _ year- 
around sports and toy de- 
partments. 

More than 2,500 sq ft of 
floor space was added in the 
expansion. 

Prizes totaling $1,000 were 
given away during the three- 
day celebration. 


Bakersfield, Calif. — Four 
hundred dollars in guest 
prizes were distributed at 

(Continued on page 120) 
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Paint Dealers Hear 
Merchandising Talks 


A merchandising confer- 


ers receive the products and 
colors needed for their jobs. 

The home decorating mar- 
ket continues to grow, deal- 


Consumer Time Payment Plan for Dealers 
Inaugurated on West Coast by Budrow & Co. 


ence for paint and wallpaper ers were told at the New ame A consumer financing pro- 
dealers in the New York City York City conference, and Personal service requires gram, for use by hardware 
metropolitan area Nov. 14 about 60 pct of all homes asking questions, dealers dealers. has been inaugu- 
emphasized that the market now are 25 years or older. were informed, to find out rated by Budrow & Co.. 
for these lines continues to Modernization and improve- what customers really need wholesalers of 222 E. 3rd 
expand and that salesman- ment involve expenditures When a dealer knows the St. Los Angeles. 

ship involves much personal for paint, wallpaper and al- furniture style, general color This time payment plan, 


service to make sure custom- 


Myers Bro. Announces 


lied products. 


Garmon McCall, president 


scheme, exposure of the room 
and such details about a cus- 


according to Robert G. Bud- 
row, president, was de- 


tomer’s home then recom- veloped in co-operation with 

Sales Contest Winners °° the McCall Brothers Pump mendations - can be made Seaboard Finance Co. The 

& Well Co., Charlotte, N. C., about patterns and colors. consumer’s sales contract un- 

Winners of Myers’ na- was named the dealer win- Diversification into soft der this arrangement is 

tional Steeplechase sales con- ner. More than 5000 Myers goods lines, as well as into without recourse to the 
test were announced during dealers from all over the na- @llied paint and wallpaper dealer. 


Es the recent week-long 1954 tion were entered. lines, was suggested as a When using this plan, the 
sales conference held at the Winner of the distributor (Continued on page 116) dealer phones a local office of 

known main office of The F. E. salesman division was Se . Seaboard Finance and checks 
west for Myers & Bro. Co., Ashland, William Lasiter, sales man- New Carlson & Sullivan the customer’s credit stand- 
s Fun to 0. ager for the Southern Supply Seales Vice President ing. If the customer’s credit 
1as been The winners, a_ district Co., Jackson, Tenn. is approved, the dealer com- 


than 50 


manager, territory salesman, 
distributor salesman and 
dealer, have been awarded a 


The winners picked from 
Myers own sales force are 
Gaylord Wirth, district man- 


William H. Meiners has 
been elected vice president in 
charge of sales for Carlson 


pletes a sales contract with 
the customer. 
This contract is forwarded 


—_—_——— week’s vacation for two in ager for eastern Pennsyl- © Sullivan, Inc., Monrovia, ¢) Budrow & Co., who then 
Bermuda, or its cash equiva- vania, New Jersey, Mary- ‘ alif., manufacturers of steel immediately credits the deal- 
lent, as well as many mer- land and Delaware, and er’s open account with the 
chandise prizes. The contest William Rose, territory sales- full amount of the balance 

, was on the sale of Myers man in southern Ohio. due from the consumer. If 

ng water systems and pumps More than 20 company of- no current open account is 


Event 


9th St. 
‘ople at- 


during a seven month period 
from January through July. 


U@T 





ficers took part in the sales 
conference. 











outstanding, a check is sent 
to the dealer. 

The minimum amount that 
can be financed under this 
plan is $55; minimum month- 


ly payments are $5; mini- 
I mum outstanding balance is 
n,—Lon- ; 
recently (Continued on page 114) 
ig of its a 
d_ store. 
$25,000 Richmond Hardware Co. 
f-service WILLIAM H. MEINERS Names Board Chairman 
artment, r was = 
‘ tape rules. He was formerly W. D. Stuart has been 
allpaper . 3 elected chairman of the 
| re a representative in Southern ae , 
Il year- . . 5 . board of Richmond Hard- 
toy de California for Washington : 
y Steel Products, Inc., and pre- We Co., wholesalers of 
viously field sales manager Richmond, Va. He was 
sq ft of fer Mester Rule Co president from 1903 to his 
d in the = ee : new appointment. 
Ted Segers has been named 
: Bo , Jr. has been 
a representative for eleven * 1 oe co ‘4 bse 
100 were Western states. named president and trea- 
ie three- ; surer. He was. formerly 
° vice-president and treasurer, 
} = Premier Peat Moves a position he attained in 
‘ 2 remier er : Or 
mm Ft ye Winners of the 1954 Myers Steeplechase contest are, left : The Premiet Peat Moss 1950 ™ fo ala 
n guest to right: Gaylord Wirth, district manager; William Corp., New York, has moved PF. B. Saunders continues 
uted at Lasiter, distributor salesman; Garmon McCall, dealer; to larger quarters in 535 as vice-president and secre- 
120) William Rose, territory salesman. Fifth Ave., New York. tary. 
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_News of the Trade 


Hardware Wholesalers, Inc., Reports Gains 
Of 22 Percent In Sales; Elects Directors 


At its annual convention 
and trade show, Oct. 27-28, 
at company headquarters in 
Fort Wayne, Ind., Hardware 
Wholesalers, Inc., reported a 
22 pet sales increase over the 
previou 12 months. There 
were 200 dealers and guests, 
a total of 600 present at the 
two-day convention. 

At the concluding stock 
holders’ meeting, the follow- 
ing dealer-members of the 
wholesale hardware company 
were elected officers and di- 
rectors: 

President, Rawl Ransom, 
Frankfurt, Ind.; vice-presi- 
dent, Aldon Roussel, Fort 
Wayne, Ind.; secretary, Lloyd 
Kauszler, Three 
Mich.; treasurer, Eugene 
Smith, Ada, Ohio. These 
with the following comprise 
the board of directors: 

Harold V. Main, Indiana 
Harbor, Ind.; Harry Isch, 
Bluffton, Ind.; Lorie Powell, 
Plymouth, Ind.; Pawson H 
Baily, Adrian, Mich., and 
Forrest L. Steinman, Bluf- 
fton, Ohio. Arnold H. Ger- 
berding is general manager. 

One hundred different 
manufacturers exhibited 


Rivers, 


their 1955 lines in a huge 
tent, 240x40 ft, on the 
company’s 10-acre property. 
On both days of the con- 
vention, noon luncheons were 
available. Two special fea- 
tures were presented, a One 
Minute Platform Sale and a 
uniaue Silent Auction De- 
partment. 

The stockholders’ meeting 
was held following the ban- 
quet on Oct, 27. At the ban- 
quet the guests were enter- 
tained with a “Trip to Paris” 
and a flower demonstration. 
At the meeting, dealers were 
informed as to their extra 
earnings for the past fiscal 
year; of the company’s 
financial position, and were 
given details on the Stork 
Club program. 


Southern Convention 
Returns to Palm Beach 


After a lapse of two years, 
Palm Beach, Fla., on April 
10-14 will again be the scene 
of the Southern Hardware 
Convention in which the 
Southern Wholesale Hard- 
ware Association and the 
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American Hardware Manu- 
facturers Association partici- 
pate. 

Convention headquarters 
will be the Palm Beach Bilt- 
more where all of the conven- 
tion activities will be con- 
centrated. Cooperating hotels 
are the Whitehall and the 
Mayflower. 

The Biltmore has been re- 
quested to allocate not more 
than one parlor and two bed- 
rooms to any one membet 
company with the under- 
standing that any additional 
rooms desired will be pro- 
vided at one of the other 
hotels. 

All reservation requests 
should be addressed directly 
to the hotel desired. May- 
flower reservation requests 
should be sent to Miss Jean 
B. Silver, Palm Beach May- 
flower, 227 W. 45th St., New 
York 36, N. Y. 


Carrying the Mail 





E. E. Cookson, owner of 
C. L. Hardware in Manis- 
tique, Mich., does a good 
business in power mowers 
and other’ merchandise 
used in rural and suburban 
areas. Recently to attract 
attention to the units he 
sells, he rode one of them 
to the post office to pick up 
the morning mail. His ride 
was well publicized. 


Star Expansion Bolt 
Names Vice President 
Harry Fox has been ap- 
pointed vice president in 
charge of sales for the Star 





HARRY FOX 


Expansion Bolt Co., New 
York, and its affiliates. Mr. 
Fox has been with the firm 
for the past 35 years. 


Hess Brothers Contest 
Winners Announced 

Seven grand prize winners, 
including International Reg- 
ister Co., Chicago, in the 
Home Wares Division, have 
been announced in the fourth 
annual Versatility in Design 
and Use Contest sponsored 
by Hess Brothers, Allentown, 
Pa. 

Among the other awards 
for outstanding design, of 
interest to the hardware 
trade, made in the Hess com- 
petition were: 

Pearl-Wick Corp., Long 
Island City, N. Y., for a van- 
ity hamper; Swing-A-Way 
Mfg. Corp., St. Louis, for a 


‘can opener and knife sharp- 


ener; Propulsion Engine 
Corp., Kansas City, Kan., 
for a lawn mower; Safeway 
Specialty Corp.. New York, 
for a steel wool holder, and 
Hyde Mfe. Co., Southbridge, 
Mass., for a large paint 
scraper. 

International Register’s 
winning product, a portable 
electric timer that can be 
used to adjust time on ap- 
pliances and other electrical 
products, along with the 
other 54 items, was displayed 
and demonstrated at the 
Starlight Roof of the Wal- 
dorf-Astoria Hotel in New 
York City on November 10. 
About 5,000 people attended 
the show. 

Hess Brothers established 
the contest to “encourage 
more manufacturers to pro- 
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duce utilitarian products 
with multiple uses.” 


Montana Association 
Elects Officers 


At the recently concluded 
convention of the Montana 
Hardware and _ Implement 
Dealers’ Association in 
Helena, the following officers 
were elected: 

President, C. N. Stephen- 
son, Boseman; vice-president, 
E. P. Railey, Lewiston. 
Board members are: J. A. 
Cheetham, Dutton; Lee John- 
son, Great Falls; Gerald 
M. Manion, Kalispell; Frank 
J. Marsen, Glasgow; Michael 
R. Davey, Columbus; Frank 
Buck, Ekalaka; Selmer 
Sanvik, Rudyard, and C. M. 
Wall, Helena. Norman 0. 
Blevins, Helena, is secretary- 
treasurer. 


Pioneer Mfg. Names 
District Sales Manager 


The Pioneer Mfg. Co., Mil- 
waukee, Wis., manufacturers 
of garden tractors, has ap- 
pointed Fred Winslow as dis- 
trict sales manager for 
Michigan, Indiana and west- 
ern Ohio. 


Consumer Payment 
Plan for Dealers 

(Continued from page 113) 
$50, and minimum carrying 
charge is $7.50. 

Financing under this pro- 
gram is restricted to mer- 
chandise purchased by the 
dealer from Budrow & Co. 
The consumer and the dealer 
must also be located within 
50 miles of a Seaboard Fi- 
nance office. 

Payments on the contract 
can be made by the customer 
either directly to the dealer, 
or to an office of Seaboard. 
These payments are then 
transferred to Budrow. 

To make use of this pro- 
gram, the dealer is asked to 
sign a master agreement 
with Budrow. This agree- 
ment, in its essentials, is de- 
signed to protect against any 
possibility of fraud in the 
execution of the time pay- 
ment contract, its terms, 
ete., or in any of the physi- 
cal aspects of the merchan- 
dise covered by the contract. 

Violation of this master 
agreement by the dealer ren- 
ders him liable for the en- 
tire transaction; it voids the 
no recourse phase of the time 
payment contract. 
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ELECTRIC STEAM RADIATOR CORP. 


he 1 ELECTRIC AVE., PARIS, KENTUCKY 


Mokers of Electric Steam Radiators, Thermostats, Vaporizers, Baby Bottle Warmers and Sterilizers 
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—_—_—_—— News of the Trade 


Macey & Sons Hardware Wins First Prize 


To Dealers In Black 


Macey & Sons Hardware, 
Marshall, Il, has been 
awarded a $250 check as the 
first prize to dealers in the 
Black & Decker Mfg. Co., 
Towson, Md., “Try-It-Your- 
self” Saw Contest. 

Joseph R. Macey, partner 
in the firm, received the 
check for supplying the en- 
try blank to customer Fred 
B. Haughton of Marshall, 
who won the $1,000 first prize 
for telling his reasons for 
liking the new Black & 
Decker Saws. 

Sharp Hardware Co., Dal- 
las, Tex., won a $50 check 


& Decker Saw Contest 


from the portable electric 
tool manufacturer as_ the 
Second Dealer Prize. Third 
Dealer Prize was a _ check 
for $25, which went to Frank 
J. Ryan & Sons, Troy, N. Y. 

Fifty other dealers in the 
continental United States 
and Canada each received a 
$10 check for providing entry 
blanks to customers who won 
Black & Decker % in. drills 
as runners-up. 

Entries were judged by an 


—." organization on 


e basis of concreteness, 
originality and interest. 





H. G. Smith, center, St. Louis branch manager for The 
Black and Decker Mfg. Co., presents checks to the first 
prize winners in the company’s “‘Try-It-Yourself’’ Saw 


Contest. At left is Joseph R. 


ware, Marshall, Illinois, who 


Macey, Macey & Sons Hard- 
received $250 while his con- 


test-winning customer, Fred B. Haughton (at right), also 


of Marshall, received $1,000. 





Paint Dealers Hear 
Merchandising Talks 

(Continued from page 113) 
means of increasing sales 
volume. Some dealers re- 
ported diversification had not 
produced large profits in the 
new lines, but had mate- 
rially helped store traffic and 
sales of paint and wallpaper 
lines. 

Possible enlargement of 
the competitive market if 
wallpaper should be pre- 
trimmed by manufacturers 
came up for discussion. Sev- 
eral dealers pointed out that 
pre-trimming would lead to 
department and variety 
stores enlarging their deco- 
rating departments. Others, 
however, suggested an anti- 
dote is for dealers to sell 
“service” all the harder so 
customers will know the wide 
selections and personal ser- 
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vice offered at established 
dealers. 

The conference was spon- 
sored by the Paint Dealers’ 
Institute. Ephraim J. Faber, 
executive secretary, organ- 
ized the meeting and handled 
the management details. Five 
subjects were discussed, each 
with a panel to lead off the 
session and to answer ques- 
tions and discussions from 
the floor. 





J. Edwards To Manage 
O-Cel-O Div. Sales 


Jack Edwards has been ap- 
pointed national sales man- 
ager for the houseware-hard- 
ware-drug department of the 
O-Cel-O Div., General Mills, 
Buffalo, N. Y. 

He was formerly regional 
sales manager for General 
Mills’ Home Appliances in 
Chicago. 
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“CHI-NAMEL’S HIGH QUALITY, 





r\ 
Back in 1947 when we decided to open a paint and 




















AGGRESSIVE MERCHANDISING 
are real 
paint business builders” 


Says Massachusetts Chi-Namel dealer, L. L. Bigelow 








hardware store, several paint lines were under con- 
sideration. However, after learning just what the 
Chi-Namel merchandising program offered a new 
paint and hardware store, we knew the Chi-Namel 
line was the one we needed. Since our opening date, 
our sales of Chi-Namel products have shown a 
steady increase which, to our minds, proves that 
the aggressive merchandising program offered by 
Chi-Namel, backed by quality products, are real 
business builders, not only in Chi-Namel products 
but also for other merchandise.” 


BIGELOW PAINT 
and HARDWARE 


Oxford, Mass. L. L. Bigelow, Prop. 


Learn how Chi-Namel is building new paint business for 
its dealers with advertising that does more than just sell 
the idea of painting: It.brings customers directly to each 
Chi-Namel dealer's store. 


How Much New Business i 
Does Your Paint Line Produce? ~~ 


Your paint line is probably a good one, but not all 
customers ask for paint by its brand name. The big 
question is not how well known is your paint line, 
but rather how many new customers does it actually 
bring into your store. Testimonials from Chi-Namel 
dealers everywhere prove that Chi-Namel’s high 
quality products, promotions and services bring in 
many new paint customers... customers who buy 
other merchandise as well. 
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Merrick Bigelow, Don Cutting, Wayne Olney 






Here are 16 WAYS Chi-Namel 
helps dealers get customers: 


@ Color Planning Studio @ Special mailings 

@ Architect's and Contractor's @ Special product promotion 
promotions @ House-to-house sales 

@ Painter's promotion @ Novelty Sales stimulators 

@ Industrial promotion @ Dealer stationery 

@ School Board promotion @ Statement inserts 

@ Farm promotion @ Special Sale promotion 

@ Newspaper ads @ Special Consumer promotion 

@ Radio announcements 


BRANCHES: Boston, Mass., St. Joseph, FACTORIES: Minneapolis, Minn., 
Mo., Oklahoma City, Okla. Fort Wayne, Ind., Atlanta, Ga 


ChiName 


a 





Be Vee reverses ere ae = 


i CHI-NAMEL PAINT & VARNISH CO. ! 
: 1103 Third St. So., Minneapolis, Minn. 


il Please send me The Chi-Namel Story 


Name. 





Address 








| City State 
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BALLONOFF PRESENTS 











by Topper 


Well, pardners, here I am 
again... your old friend, Topper 
And I want to tell you “bout 
an item that’s three times hotter 
than any you've seen recently. What’s 
more it has three times as many uses. 
* * * 
It’s made by Ballonoff...you know, the folks who make 
those quick-selling Pro-Tex stove and table mats. And it’s 
called the PRO-TEX 3-WAY IRON REST. 
* * * 
First off, it’s a super safe iron rest... clamps easily on the 
ironing board... never slips during use. Second, it can be 
used as a trivet for positive protection against heat damage. 
Third, it actually stores the iron and cord on the wall... 
safe and simple! 
—_— * . * 
The price? Well, hang onto 
your sombreros. Your 
customers can get the new 
Pro-Tex 3-Way iron rest for 
just $1. Wow! What a traffic 
builder THIS wiil be. 


* 





But don’t take our word for it. Here’s what an independent 


research organization discovered. They interviewed 1407 
women...and 89% of them shouted “We'll buy it!” 

* . * 
That’s proof positive that here’s a product you'll sell and 
sell and sell! It’s handsomely packaged, smartly priced and 


a sure profit maker for you. 







© * oe 
I don’t mean to tell all Il know’. . but oh, does 


Ballonoff have surprises for 1955! You'll see 


them at the January Housewares Show. So look 


for me there... Topper of Ballonoff. 


BALLONOFF 
metal products co. 
Cleveland 15, Ohio 
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—___——News of the Trade 


NEWS OF 


MANUFACTURERS AGENTS 


D. E. Monfort Joins 
Peterson Co. Sales Staff 
Donald E. Monfort has 
joined the staff of Wm. E. 
Peterson Co., St. Louis. He 
will work out of St. Louis as 





DONALD E. MONFORT 


| a manufacturers’ representa- 


tive. His address is 7854 
Wayne Ave., St. Louis 14. 

Mr. Monfort was formerly 
associated with Witte Hard- 
ware Co. as a salesman and 
as a buyer. His father was 
in the contract builders’ hard- 
ware department of the old 
Simmons Hardware Co., and 
his grandfather was a man- 
ager of the same department 
in the same company. 


Krylon, Inc. Appoints 
E. Herter Sales Agent 


Krylon, Inc., Philadelphia, 
manufacturers of protective 
and decorative aerosol coat- 
ings, has announced appoint- 
ment of Edward J. Herter, 
Jr., 156 Washington PI., 
Ridgewood, N. J., as metro- 
politan New York and North 
New Jersey representative in 
the hardware and paint 
fields. For the past three 
years Mr. Herter was New 
England representative for 
the company. 


| Stetson Sales Named 


Utica Representative 

Utica Cutlery Co., of Utica, 
N. Y., has appointed the John 
B. Stetson Sales Co., 37 Wilt- 
shire Rd., Brighton 35, Mass., 
its New England representa- 
tive. 

Stetson sales will handle 
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the full Utica line of house- 
hold cutlery, kitchen uten- 
sils, stainless tableware and 
pocket and hunting knives. 

Utica Cutlery recently op- 
ened an addition of 120,000 
sq ft of floor space to its 
plant. 


Fasco Industries Names 
Oklahoma, Texas Agents 


W. H. McAdams Co., Dal- 
las, Tex., will represent the 
Consumer Goods Division of 
Fasco Industries, Rochester, 
N. Y., in Oklahoma and 
Texas. The McAdams Co. 
will handle Fasco’s fan and 
ventilating fan lines. 


New Trimo Tools Agent 
In Three State Area 


The Trimont Mfg. Co., 
Div. of St. Pierre Chain 
Corp., Worcester, Mass., 
has appointed H. A. Varner 


Fs 






. 





H. A. VARNER 


and Associates of 8305 West- 
ern Drive, Houston, Tex., as 
representatives in Texas, Ok- 
lahoma and Louisiana. 

Mr. Varner has had many 
years experience in_ the 
plumbing and steam fitting 
business. 


Welch Brothers Name 
Selinger and Associates 


Welch Brothers Co., North 
Chicago, Ill., manufacturer 
of high grade locks and 
builders hardware, has ap- 
pointed Eliot R. Selinger and 
Associates, 8237 Georgia 
Avenue, Silver Spring, Md. 
as sales representatives in 
Maryland, Virginia and D 
trict of Columbia. 


AGE, NOVEMBER 25, 1954 








wit 





30 





HARDW. 





TS 


»f house- 
en uten- 
vare and 
knives. 

ently op- 
* 120,000 
e to its 


lames 
Agents 


0., Dal- 
sent the 
rision of 
»chester, 
na and 
ms Co, 


fan and 


Agent 

eda 

g. Co., 
Chain 
Mass., 

Varner 


* team 


> West- 
"ex., as 
as, Ok- 
.. 

1 many 
n the 
fitting 


me 
iates 


North 
icturer 
s and 
aS ap- 
er and 
eorgia 
r, Md., 
ves n 


d D 


1954 








with a complete line of devices to select from... 


Fhe 


OVERHEAD 
DOOR HOLDERS and 
shock absorbers 
concealed and surface 


mounted. Many styles 
for exterior and 
interior doors. 


| ay | customer’s specific 





>) 


You can meet your 








door control problem 





According to the specific door holding, door stop- 
ping, shock absorbing, and door-noise elimination 


problem . . . according to the use, size, material 




















\ 
Soy os \ and style of the door and door opening . 
DOOR HOLDERS and BUMPERS ‘_-* : a 

in many desirable designs. .-~ \ according to the type of the building . . . 
ii | 

; yes, even according to the hardware budget 

lever and q ° : 
plunger type Ne ... you can specify a GJ device that will | 
R 

4 J 
oe » meet most any door control problem. | 
4 i 


4 
7’ DOOR BUMPERS / 
7 for varied uses. 


> , . 


if, DOOR MUTES ; 3 


and 
SILENCERS | ‘“ 
INVISIBLE LATCHES 


CABINET and 
DOOR CATCHES 





Your recommendation is backed by a 
30 YEAR GJ REPUTATION for quality hardware, 


/ 

: 

j 
precisely made from the finest materials ! i PULLS 


GLYNN - JOHNSON CORPORATION 


See your jobber for 


complete information 


4422 north ravenswood ave. e chicago 40, illinois 


and ordering. 
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News of the Trade 




















(Continued from page 112) 


the recent grand opening of 
Westchester Hardware and 
Sporting Goods Store. The 
store will have a self-service 
operation and is located in a 
new $100,000 building at the 
corner of 30th and F Streets. 

Representatives of sport- 
ing goods and household ar- 
ticles manufacturers held 
demonstrations at the three- 
day opening. 

Special features of the 
store include a color center 
with a complete line of paints, 
wallpaper, glass, and paint- 
ing equipment, and an out- 
door area, 50 x 100 ft, for 
display of boats, tents, bar- 
becues, patio furniture and 
equipment. 

Cy Vaughan, Jr., is the 
proprietor of the new store. 


Glenn E. Jennings 


Glenn E. Jennings, 70, 
president and treasurer of 
Wright & Wilhelmy Co., 
wholesalers of Omaha, Neb., 
died November 5. 

Mr. Jennings joined the 
firm in 1903, working in the 





GLENN E. JENNINGS 


warehouse. He later ad- 
vanced to the sales depart- 
ment. In 1920, he was elected 
vice president and in 1930, 
president and treasurer. 

Mr. Jennings celebrated his 
50th anniversary with 
Wright & Wilhelmy last 
year. 

He twice served as presi- 
dent of the National Whole- 
sale Hardware Association, 
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Jacksonville Beach, Fla.— 
James M. Andrews is now 
manager of Chao Hardware. 
His appointment will become 
effective with the opening of 
Chao’s new store, now near- 
ing completion, in the 
Beaches Shopping Center. 

The new store will be 
known as Chao Hardware and 
Appliance Store and will be 
managed by Jack Feather. 


Wilmington, Del. — Town 
and Country Hardware held 
a four day opening celebra- 
tion October 27-30. Four 
prizes were given away: an 
18 in. rotary-type lawn 
mower, toaster, coffeemaker 
and electric mixer. 

The new store carries a 
complete line of sporting 
equipment in addition to 


oBITU 


and at the time of his death 
was serving on the executive 
committee of the association. 


George V. Booker 

George V. Booker, 66, 
president of Booker & Co., 
wholesalers of Tampa, Fla., 
died October 13. Mr. Booker 
was also president of the 
Fort Meyers, Fla., Builders 
Service, and vice president 
of Lewis Lumber Co., Braden- 
ton, Fla. 

In addition to his con- 
nection with the hardware 
and lumber business, Mr. 
Booker served as City Comp- 
troller for Tampa, for 10 
years. 


Michael A. Delaney 

Michael A. Delaney, 69, 
owner of a hardware store at 
1139 Seventh, Louisville, Ky., 
died October 3, He operated 
the store for 50 years. 


Richard G. Wright, Sr. 


Richard G. Wright, Sr., 81, 
operator of a Gay Street 
hardware store in Knoxville, 
Tenn., for 50 years, died 
October 11. Mr. Wright was 
president of Dick Wright 
Hardware Co. until several 
years ago. 


regular hardware and house- 
wares stock. Holman H. 
White is manager of the 
store. 

Mr. White was associated 
with Paul J. Devitt Hard- 
ware Co. for more than 20 
years, making and designing 
its stores in Philadelphia, 
Upper Darby and Coatesville. 


Charlotte, N. C.— Sedge- 
field Hardware, a large su- 
permarket-type hardware 
store, opered recently at 2815 
South Blvd. It occupies two 
units of the masonry build- 
ing now being completed in 
the Sedgefield Shopping Cen- 
ter, and contains about 5,000 
sq ft of floor space. 

The store will carry a com- 
plete line of hardware and 
housewares. 


ARIES 


Elden H. Sager 
Elden H. 


Sager, Pacific 


Coast divisional sales man- 
ager for Cory Corp., Chi- 
cago, died October 30. 

Mr. Sager joined Cory in 
1938, taking over the firm’s 
sales 


New England area. 





ELDEN H. SAGER 


He was named sales and ad- 
vertising manager in 1941. 
Because of health, he moved 
to the West Coast in 1945, 
and became Pacific Coast di- 
visional sales manager. 


Granville M. Breinig 


Granville M. Breinig, 65, 
vice-president of Pratt & 
Lambert, Inc., Buffalo, N. Y., 
died November 2. 

Mr. Breinig joined Pratt 
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George F. Thacker, presi- 
dent of Plaza Hardware, Inc, 
and William H. Morrison, 
vice president and treasurer 
of Plaza, will operate the 
new store. 


Florence, Ala.— Darby 
Hardware Co. has instituted 
supermarket operations. All 
fixtures have been modern- 
ized and rearranged to pro- 
vide more display space. The 
entire staff has been retained 
to provide special service 
where necessary. 


Des Moines, lowa—Paul E. 
Figg, associated with O’Dea 
Chevrolet Co. for 17 years, 
has purchased Ash Hardware 
at 3215 S. W. 9th. Most re- 
cently he was general man- 
ager for the Ray Spencer 
Chevrolet Co., West Des 
Moines. 


& Lambert in 1931, as man- 
ager of the company’s paint 
division, following his three 
years as president of the 
Waggener Paint Co, Kan- 
sas City, Mo., a subsidiary. 
In 1948 he was made mer 
chandising manager, a 
newly-created position. 

Mr. Breinig was made ad- 
vertising manager in 1952, 
and vice-president this year 

He was very active in the 
National Paint, Varnish and 
Lacquer Association. 


Frank R. Gayle 


Frank R. Gayle, 50, Lake 
Charles, La., retail hard- 
wareman, died October 1. 
Mr. Gayle was former as- 
sistant state land office 
registrar for Louisiana. 


Eugene Brady 


Eugene Brady, 50, as 
sociated for the past 15 
years with Igoe Bros., Inc., 
wholesalers of Brooklyn, N. 
Y., died September 23. He 
was employed as a salesman 
in Igoe’s Hollis, L. I., ware- 
house. 


L. J. Simmons 


Lonnie J. Simmons, 665, 
president of Bradenton 
Hardware Co., Bradenton, 
Kla., died September 26. 
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Savage Arms Sets Up 
Promotion Department 


Savage Arms Corp., of 
Chicopee Falls, Mass., has 
appointed Charles L. Du- 
Buisson to the newly created 
post of sales promotion man- 
ager, Firearms Division. 

Mr. DuBuisson will head- 
quarter at Chicopee Falls 


He was with the New York 
advertising agency of Hicks 
& Greist, Inc., and had been 
in sales and sales promotion 
departments of Congoleum- 
Nairn, Inc., of Kearny, N. J. 

William B. Adams, Jr., 
whose duties include promo- 
tion and advertising in the 
firearms division is taking 
over a new sales territory in 


News of the Trade 





W. Ringer Returns To 
Foley Mfg. Co. Post 


Walter M. Ringer, chair- 
man of the board of Foley 
Mfg. Co., Minneapolis, 
Minn., has returned to the 
post after serving for one 
year as Foreign Operations 
Administration director for 
Europe. 


was a manufacturer’s repre- 
sentative. Prior to that he 








New England and some Ca- 
nadian points. 





New York Toy Fair 
Dates Announced 


The Toy Fair in New York 
City, sponsored by the Toy 
Manufacturers of the U. S. 
A., Inc., 200 Fifth Ave., New 
York City, will be held from 
Monday, March 7, through 
Wednesday, March 16, 1955, 
at the McAlpin and New 
Yorker Hotels and in per- 
manent showrooms of the 
manufacturers at 200 Fifth 
Ave., 1107 Broadway, and in 
other nearby locations. 





CHARLES L. DuBUISSON 
and direct sales promotion 
and advertising for Savage, 
Stevens and Fox rifles and 
shotguns. 


New Products Discussed At Clemson Sales Meeting 


Feature of the recent annual three-day sales meeting by 
Clemson Bros., Inc., Middletown, N. Y., at its plant, was a 
discussion and demonstration of new Clemson products for 
both the metal cutting and lawn mower divisions. The prod- 
ucts will be introduced in the near future. In addition to line 
expansion, much discussion was devoted to the subjects of 
sales, advertising, and services. Attending the meeting were 
four members of O. S. Tyson and Co., Inc., Clemson's ad- 
vertising agency; 15 salesmen and major company officials. 


Members of the sales staff are, from left to right, first row: 


Harold F. Soules, L. Ben Powers, Harold W. Nelson, Ray- 
mond B. Jones, Jr., William F. Kane, Leo G. Leddy, T. De- 
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Mr. Ringer led a team of 
four businessmen who made 
an on-the-spot study of the 
program in Denmark. He 
undertook the assignment 
in 1953 at the request of 
Harold E. Stassen, director 
of the FOA. 





JOHN V. WILLIAMS 
Ekco 


represented Products 


Company. 





J. V. Williams Joins 
Autoyre Sales Staff 


The Autoyre Company, 
Oakville, Conn., has _ an- 
nounced the appointment of 
John V. Williams to its sales 
organization. Mr. Williams 
will cover parts of the South- 
eastern states. 

Before joining Autoyre, he 


Blitz-Fog Co. Moves 


The Blitz-Fog Co., Milwau- 
kee, Wis., manufacturers of 
an insect fogging attachment 
for power lawn and garden 
equipment, has moved _ to 
larger quarters at 407 Eas 
Michigan St., Milwaukee 





Witt Vander Voort. Second row: Richard D. Schrade, Fred 
J. Hodge, Fay Keylez, David Clark, Sr., Andrew J. Lyons, 
F. Douglas Arnout, David Clark, Jr. Third row: William J. 
Hutt, Lloyd O. Yost, David M. Verrier, Hugh B. Jackson, 
Robert McAndrew, Irwin W. Tyson, Bernard Blikstad, War- 
ren F. Ward. Fourth row: John J. Wallace, R. Neal Oysler, 
Edward F. Buie, Ralph Earle, Adrian Lemon, Carl A. Barnes, 
Alvin Stage. Fifth row: Russell E. Pines, Joseph A. Schrade, 
William S. Sprague, Charles T. Kellogg, William F. Zarman, 
Richard D. Clemson. Sixth row: Raymond B. Jones, Sr., 
Charles H. Dunning, Richard W. Canfield, Joseph Rustici, 


Austin Anderson. 
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A Real PLUS for the 


Housewares Buyer 





Exhibitors 
and more 
products than ever before 


22nd 
NATIONAL 
HOUSEWARES 


EXHIBIT 
January 13-20, 1955 


(EXHIBIT NOT OPEN SUNDAY, JAN. 16) 


fee NAVY PIER plus 





Drill Hall, Chicago 





K! EPING a step ahead ot the rapidly expanding house- 
wares industry is the “big job” of the NHMA. For the 
Chicago 1955 Exhibit we have acquired the Drill Hall plas 
Navy Pier to enable us to accommodate many additional 
exhibitors and to give you — the Buyer — the biggest PLUS 
in the industry's history. There will be more exhibitors and 
more products than ever before. All the manufacturers’ 
| top executives will be on hand to discuss problems of 
mutual interest. 
Ie will be a National Exhibit in scope as well as in 
character from the standpoint of both Buyers and Manu- 
| facturers. In no other way, and at no other place, will you 
see so much new merchandise and get so much business 
information in so short a time 
The Drill Hall is located across the street from Navy Pier. 
Buyers are urged to take advantage of this plus in exhibitors 
and products by visiting all displays in both halls, It could 
mean a plus for your business in the competitive year ahead. 


There is No Substitute 


ot the National Housewares Exhibit 


f 





NATIONAL HOUSEWARES 


| MANUFACTURERS ASSOCIATION 
1140 Merchandise Mart, Chicago 54, Illinois 
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JOHN W. BOSTON, 
saesman for Griffith Labo- 
ratories, Inc., has been 
working in hardware de- 
partments of department 
stcres, or selling to hard- 
ware stores since 1900. In 
addition to the 15 years 
during which he _ repre- 
sented the Griffith Labora- 
tories, he worked 3 years 
with the Danville (Ill.) 
Dept. Store, the Jones 
Store, Kansas City, and 31 
years with the Famous Barr Co., St. Louis. His 
territory now includes parts of Indiana, Illinois, 
lowa, Missouri, Kansas and Ohio. Mr. Boston re- 
cently celebrated his 75th birthday. He resides at 


225 S. 18th St., Terre Haute, Ind. 





EDWARD A. CORDS, 
buyer of the John Pritzlaff 
Hardware Co., Milwau- 
kee, began work with the 
wholesale company on 
Nov. 21, 1898, as an office 
boy. He filled orders and 
worked in the order copy- 
ing department until 1914 
when he was transferred 
to the sporting goods de- 
partment as a buyer. He 
was assistant until 1931 
when he became huyer of 
hunting equipment and cutlery. Mr. Cords marked 
his 73rd birthday on Aug. 3. 
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EDWARD T. STAMM, 
Consultant to the Sales 
Manager of the John Pritz- 
laff Hardware Co., Mil- 
waukee, Wis., wholesale 
firm, was sales manager 
for 33 years of his 62 years 
with the company. With 
lessened office duties, he 
now has more time for 
visiting the many dealers 
he has served for many 
years in the sales cepart- 
ment. His entire business 
life has been spent with the Milwaukee company. 
Mr. Stamm will celebrate his 80th birthday on 
Dec. 22. Fishing has always been Mr. Stamm’s 
favorite diversion. 


ELMER F. THEIS on 
Sept. 6 completed a half 
century of employment 
with The Geo. Worthing- 
ton Co., wholesale hard- 
ware company, of Cleve- 
land, which was already 
75 years old when he 
joined it as a boy of 16. 
For many years Mr. Theis 
was buyer of cutlery and 
for the past seven years 
he has been in the city 
sales department. The vet- 
eran hardware man was honored by his fellow 
employees at an anniversary dinner at the Hotel 
Statler, Cleveland. Mr. and Mrs. Theis reside at 
3486 Severn Road, Cleveland Heights, O. 


MARTIN A. BAU- 
MANN, salesman of gh thew 
the John Pritzlatf Hard- 
ware Co., Milwaukee, was 
engaged as an order clerk 
by the wholesale company 
on April 4, 1884. He was 
promoted to the mail order 
department about five 
vears later and since then : 
has devoted his activities XA 
to long distance phoning Y 
and inside selling. For 17 
years Mr. Baumann has 
served as treasurer and president of his Lutheran 
church. He plays the piano and organ and likes to 
paint and do carpentering. He is adept with both 
hand and power tools. Mr. Baumann will be 70 
years old on Nov. 11. 
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The Best 
Costs 
No More! 


Here’s the best in containers 
best in appearance best in per 
formance and best in sales turnover 
The exclusive squared design adds a 


quarter more capacity. This is why 


ROUND DESIGN 
WASTES SPACE 





The 15 and 20 quart sizes mean you can stock 
Magikan only 


inventory, less stock 


METALCRAFT 


MANUFACTURING CORPORATION 
1025 Firestone Blvd. - Memphis 7, Tenn. 


and cover your market. Less 





Sait ee 


and the Magitainer 


rust-proof waste baskets in four 


sales proven finishes are fast sellers 





in any league. Show them and you 


sell them 



























































The Business Outlook—Markets and Price News 


(Continued from page 14) 
ness are multiplying,’ com- 
ments the Secretary in a brief 
review of the economic situa- 
tion. 


Slight Change In 
Retail Inventories 


Retail inventories at the end of 
September were valued at $22.5 bil- 
lion, after allowing for seasonal ad- 
justments, reports the Commerce 
Dept. 

Stocks of durable goods retailers 
were slightly lower than at the end 
of August. Stocks of non-durables 
in the hands of retailers stood vir- 
tually unchanged. 

Total inventories for distributors 
and manufacturers came to $77.4 
billion on Sept. 30, says the depart- 
ment. This is a decline of $4.3 bil- 
lion from the year-earlier figure. 


Cautious Buying 
Expected to Continue 


Retailers, wholesalers and dis- 
tributors in 22 diversified lines of 
business expect to continue their 
cautious buying policies and do not 
plan to rebuild their inventories, 
according to a survey by the New 
York Credit Group Service, Inc. 

However, the credit executives 
agree that the worst part of the re- 
cent recession is over. 

Lack of any upward price move- 
ment was given as one factor in 
adhering to the policy of buying on 
an “as-needed” basis. Also, it was 
noted, many customers had experi- 
enced top-heavy inventories in the 
past 18 months. 


Wholesale Prices Up 


Wholesale prices edged upward 
by 0.1 pct in the week ended Nov. 
2, according to a government re- 
port. 

The increase sent the Bureau of 
Labor Statistics index to 109.7 on 
the 1947-49 base of 100. 
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Dept. Store Sales Up 
In Most Districts 


Department store sales in the 
United States for the week ended 
Oct. 30 ran 4 pet ahead of the like 
1953 week, reports the Federal Re- 
serve Board. 

During the week, 9 of the 12 dis- 
tricts showed increases, with Bos- 
ton’s 9 pet gain the largest. 

A breakdown of store sales by 
districts follows: 


4 Wks. Jan. 1 
1 Wk. Ending Ending to 


District Oct. 30 Oct. 23 Oct. 30 Oct. 30 
Boston i + 9 +12 + 5 + 1 
New York . + 3 + 6 - 1 0 
Philadelphia es + 6 +11 +1 —2 
Cleveland . ° 0 + 2 - 1 — 5 
Richmond ....... + 8 +22 + 2 - 1 
Atlanta pesectarsesee DE @ 22 + 9 +1 
Chicago ° ° cves == J + 8 + 1 —2 
St. Louis ‘ 1 +13 +4 -1 
Minneapolis - inves oo ® + 1 + 2 1 
Kansas City ee + 8 +10 +10 +1 
Dallas eens owe - + 5 +14 + 5 -2 
San Francisco - +6 e 3 + 5 — 

U. 8S. total a ee +4 +9 + 3 2 





Toastmaster Requires 
F.T. Pacts in Calif. 


Under a new fair trade policy 
for California, effective Nov. 1, 
Toastmaster products will be 
sold by distributors to only those 
retailers who have signed a price 
maintenance agreement by which 
they in turn agree to sell Toast- 
master products at not less than 
the minimum retail price as es- 
tablished under the California 
Fair Trade Law. 

Each retailer is assigned a 
Toastmaster Fair Trade number 
which he uses when ordering 
products from his distributors. 

About two years ago such a 
system was placed in operation 
by Toastmaster in the New York 
metropolitan and New Jersey 
area, with excellent results, the 
company reports. 

This was followed by a similar 
program in Michigan early this 
year. 











Personal Income 
Even with Last Year 


The Commerce Dept. estimates 
that personal income in September 
ran at an annual rate of $287.5 bil- 
lion—or less than 1 pct under the 
record high of $288.2 billion reached 
in July of last year. 

This year’s September income 
rate represents a gain of 61 pct 
over the $178 billion achieved in 
1946. 

The department’s economists fig- 
ure that disposable income—the in- 
come after taxes—will be in the 
neighborhood of $253 billion for all 
of 1954. The first-half total came 
to $123 billion. 

This estimated figure for 1954 
would run 59 pct above the 1946 
disposable income total of $159.2 
billion. 


New Capital Needed 
To Make "55 A Top Year 


American business must put a 
halt to the decline in its capital 
goods outlays in order to assure 
better business conditions in 1955, 
says Chase National Bank, third 
biggest commercial bank in the 
country. 

Government reports indicate that 
capital expenditures by business 
will continue the mild downtrend 
during the final quarter of this year, 
Chase says in its quarterly economic 
bulletin. 

“A marked upturn in capital in- 
vestment would make 1955 a record 
year for business,’’ comments 
Chase. It adds that “the long-term 
need for more productive capacity 
has not been changed by the cur- 
rent mild recession.” 


Drop in Claims 
For Jobless Pay 


New jobless pay claims dropped 
by 17,300 during the week ended 
Oct. 30 to reach 255,500, according 
to the Labor Dept. 

The latest total compares with 
234,000 for the like week of last 
year. 

The decline for the final week in 
October stemmed mainly from a 
drop in layoffs in a number of in- 
dustries, says the department’s 
Bureau of Employment Security. 
Some 28 states reported decreases 
in new claims. 
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Our BEST CUSTOMERS are 
SPORTSMEN! 


Most Sports Afield subscribers are 
heavy purchasers in hardware stores 








it’s 80% in Barrington, Ill.! 


Kenneth Grebe of 

Grebe Brothers Hardware says: 
‘Eighty per cent of Sports Afield's paid 
subscribers in the Barrington area are 
good customers of mine." 


it’s 70% in 
Libertyville, tl.! 


Vance and Ridgeley 
Ray of Schanck 
Hardware Co. say: 
“After we checked the 
galley lists of Sports 
Afield Magazine, we 
find that seventy per 
cent of the readers in 
the Libertyville area 
are our customers.’ 


Men who are handy with rods and guns are apt to be handy around the 
house as well. Sports Afield readers certainly are. Here's your market for 
hand tools, power tools and many other profitable items. 





> 
SPORTS AFIELD 


THE AUTHORITY FOR FISHING AND HUNTING 





a reeeereeee — 







A Hearst Magazine 
959 Eighth Avenue, New York 19, N. Y. 
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$25 Billion Estimate Placed on Sales 
Of Retail Discounters, Survey Reveals 


“Retail discount outlets account 
now for a yearly volume of $25 bil- 
lion—or 18 pct of all retail trade— 
states the United States Chamber 
of Commerce. 

And this volume is climbing 
‘steadily, adds the C of C. 

Total discount volume in the 
country — including that done by 
wholesalers—has reached $50 bil- 
lion a year, according to the report. 

Generally, the C of C said, retail 
discount houses are outlets which 


operate in low-rent premises, where 
customers pick out their own mer- 
chandise, pay cash and carry their 
purchases away. 

Officials explained that the Cham- 
ber had taken no position on the 
matter of discount houses, but had 
gathered the data for interested 
members. 

Some 15 pct of the retailers tak- 
ing part in the study said they were 
“fighting fire with fire’ by slashing 
their own prices. 


Pump Maker Says Water Softener Should Be 
Sold with Every Water Pump Installation 


“Everytime a pump for an elec- 
tric water system is installed, a 
water softener should be installed 
right along with it,” F. B. Hout, 
executive vice president of Barnes 
Mfg. Co., Mansfield, O., stated at a 
sales conference held in Chicago, 
Oct. 15, by the Water Conditioning 
Foundation. 

Mr. Hout outlined the program of 
the National Association of Domes- 
tic and Farm Pump Manufacturers 
and called attention to the parallel 
between the pump and water con- 
ditioner industries. 

The water softener should be a 
part of a package sale of home 
plumbing and plumbing - connected 
appliances for better living, Mr. 
Hout emphasized, urging the man- 
ufacturers to encourage their deal- 
ers to hold a “spring water show,” 
featuring all the related items of 
household plumbing equipment and 
appliances that consumers use, or 
that carry water. 

Leland D. McCallum, chief of op- 
erations, Title I, Federal Housing 
Administration, Washington, ex- 
plained the advantages to dealers of 
financing water softener sales under 
the FHA Title I program. 

Some 17 million home improve- 
ment and modernization loans have 
been insured under the program 
during the past 20 years, he stated, 
for a total investment exceeding $8 
billion. 

Some 200,000 dealers have taken 
advantage of FHA I insured loans 
during that period, and more than 


126 


8,000 lending institutions are par- 
ticipating in the program. 

At least a billion dollars in new 
loans are being made at the current 
rate. 

McCallum indicated that there is 
virtually unlimited market for 
water softener sales. Of the na- 
tion’s 47 million homes, 20 million 
are over 30 years old and in need of 
completely modernized plumbing 
among other things. 

Some 534 million of these same 
homes have no hot water, over 7 
million lack running water, more 
than 12 million are without bathing 
facilities, and at least 214 million 
have not been wired for electricity. 

“Installment credit is the life- 
blood of our economy,” Mr. McCal- 
lum observed. “The FHA Title I 
program means a lot to your indus- 
try in terms of stepping up sales 
and cashing in on this enormous and 
relatively untapped market.” 


Bank Clearings High 
In 25 Large Cities 


Bank clearings for 25 leading 
cities in the week ended Oct. 27 
totaled $18.6 billion, or a 8.5 pct 
gain over the like 1953 week, re- 
ports Dun & Bradstreet, Inc. 

The week’s turnover, however, 
dropped 12.6 pct below the preced- 
ing week’s near-record figure of 
$21.3 billion. 

In New York City, clearings 
climbed 16.5 pct above the year-ago 
level. 


Rosy Future Predicted 
For Nation by 1965 


By 1965 the American economy 
will spurt 50 pct, according to a 
study undertaken for a joint Con- 
gressional committee. 

Taxes will be lower, working 
hours shorter and wages higher, 
predicts the study made by the 
Senate-House Committee on the 
Economic Report. 

The nation’s population will have 
increased to 190 million by 1965, it 
is estimated. 

The report predicts that unem- 
ployment at that time will reach 
about 3 million —or 4 pct of the 
civilian labor force of 76 million 
forecast. This would compare with 
unemployment estimated by the 
Census Bureau at 2.7 million—or 
4.2 pet of the labor force—in Oc- 
tober of this year. 

Gross national production will 
rise to $535 billion by 1965, says 
the study. The GNP last year 
reached a record $365 billion. 


Record Sales Year 
For Westinghouse 


Westinghouse Electric Corp., the 
nation’s second biggest electrical 
manufacturer, reports record sales 
and net earnings for the first nine 
months of 1954. 

President Gwilym A. Price noted 
a general pickup in business for the 
company during the July-Septem- 
ber period. 





KEYS 

:) 
DIAM 
Home C 
Atlanta, Ga. 


Boston, Mass 
Chicago, I. 








Future Homes May Use 
25 Small Motors 


The average American home 
where some 70 pct of all frac- 
tional horsepower motors are 
used—contains six. But in an- 
other decade, predicts General 
Electric Corp. the average home 
will have at least 25 of these 
units. 

GE announced that during 
October it turned out its 100- 
millionth fractional horsepower 
motor—the less-than-one-horse- 
power electric unit found in fans, 
washing machines and other ap- 
pliances. 

It took GE 52 years of pro- 
duction to achieve this mark, but 
the company says it expects to 
duplicate the 100 million motors 
between now and 1965. 
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CALKING 
ANCHORS 





TOGGLE 
BOLTS 


STAR TYPE DRILLS 












DHD 
HAMMER DRIVE ANCHORS 


CHAVONSSSI > IC 


LA EW 
EXPANSION SHIELD 


DIAMIDE 
CARBIDE TIPPED DRILL 





SIZE 
SCREW ANCHORS 


DIAMOND EXPANSION BOLT CO., INC. 


Home Office and Factery—Garwood, New Jersey 
STOCK IN THE FOLLOWING CITIES 


KEYSTONE MACHINE MULTI 
BOLT SHIELDS 











Atlanta, Ga. Denver, Cole. Philadelphia, Pa. Montreal 
Boston, Mass. Detroit, Mich. Toronto 
Chicago, I. Los Angeles, Cal. Winalpes 








Dallas, Texas New York, N. Y. Seattle, Wash. Vancouver 









YOU'LL BE PROUD 
TO SELL 


V.S. PAT. nO. 
., 2,656,337 














LANTERN 
BRACKETS 


Get Your Share of Increasing Sales! 


@® NO TOOLS REQUIRED @ QUICK SET-UP 
@ CLAMPS TO ANY SURFACE UP TO 3%” THICK 
@ TILTS TO ANY POSITION @® NO LOOSE PARTS 
@ BUILT TO LAST @ LOW COST 


Fits 1 or 2 Mantle Coleman Fits 1 or 2 Mantle Kamplite 
A bracket designed and tested for complete adaptability, durability, 
and simplicity under the rugged conditions met by outdoor men. 
This bracket reduces fire potential while using gasoline lanterns 
indoors or out by providing sturdy attachment and platform. 





erwin f= 


| THE IDEAL 
oF, Chrishnes * | ——- 

4 Pe: i. or 
Gift ae | MY 


IF YOUR DISTRIBUTOR IS UNABLE TO SUPPLY YOU, GIVE 
US THEIR NAME AND MAIL YOUR ORDER DIRECTLY TO 


LANTERN BRACKET CO. 


142 SOUTH 26TH ST. OLEAN, N. Y. 
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WANT LARGER SHARE OF DO-IT-YOURSELF TRADE? 


Rent SANDERS 


HOLT EDGERS 


POLISHERS 


Here’s equipment that quickly pays for itself, 
while increasing store traffic and sales of paint, 
shellac, varnish, wax, sandpaper, steel wool, etc. 











New HOLT Rental Sander. 
Stronger vacuum, improved pick- 
up reduce dust. Short coupled, 
well balanced; easy to handle and 
transport. Does truly professional 
job. Has same durability, same 
quickly demountable drum cush- 
ion (patented) as HOLT profes- 
sional sander. 


New HOLT JW12 Pol- 
isher waxes, polishes, 
scrubs, steel wools. Easy 
for women to use. Motor 
grease-sealed for life. 
Stowaway handle requires 
less display space. 





HOLT Edger never has 
been surpassed for sand- 
ing floor edges, corners, 


UN closets, boats, etc. 
: . 


als 


Safe, simple to use, built for rental abuse. See 
how this HOLT profit-making trio builds do-it- 
yourself business — fill in coupon NOW. 


MANUFACTURING 


COMPANY 





Better floor machines for more than 25 years ‘* 


Room P11, 669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, NW. J. 


HOLT MFG. CO. 
Room Pil, 669- 20th St., Oakland 12, Calif., or 272 Badger Ave., 
Newark 8, N. J. 


Please send me folders describing HOLT rental machines. 


POSITION 





FIRM 





| 
| 
I 
| 
| 
| NAME 
| 
| 
| 
| 


ADDRESS 
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Wire Hooks That 
Hook Up Wires 


The wide use of Brooks hooks in 
the electrical trade proves that 
quality and economy can be fused 
by master craftsmen. Their true 





bends and sharp threads tell of | 


our long experience and high 


standards. We also form wire to | 


special order. Let us estimate on 
your requirements. 


M. S. Brooks & Sons, Inc., Chester, Conn.! 


Since 1848 


BROOKS ik HOOKS 





REACH THE NEW MARKET 


of 15,000,000 4” DRILL USERS 
“> 
\ 





BEAVER 
SoS DRILL BITS 


New Improved High Speed 
Side Cutting Drill Bit 


® DRILLS 
°e SAWS 
© REAMS 
e CUTS 
ALL WITH ONE BIT! 


Nationally advertised, reasonably priced. 

Converts any electric drill, drill 
press, lathe or milling machine into 
a much more versatile tool. A_ real 
help to: Carpenters, Mechanics, Radio 
& TV repairmen, Hobbiest, etc. 

Drills own starting hole (% diam.). 
2” side —_ section used to cut, 
saw or ream. Made in U.S.A. of finest 
American high speed steel. Designed 
to cut: steel, wood, plastic, aluminum, 
etc. 3 types available: All-Purpose, 
Wood and Heavy Metal. 

Ten day money back guarantee! 

Cut yourself in on the profits in 
this vast new market . . . send your 
order or write for complete details 
and discounts TODAY! 












Retail—ONLY 


$245 each 


3 for $7.00 














MANUFACTURED BY 


BEAVER DRILL & TOOL CO. 


701 EAST STH STREET 
KANSAS CITY 6 MISSOURI 
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Slichter Outlines Responsibilities Of 
Private Business in Expanding Economy 


Sumner Slichter, prominent Har- 
vard University economist, urges 
wage boosts and other steps to in- 
sure a business recovery next year. 

“Political troubles the Adminis- 
tration is experiencing,” he says, 
stems from reluctance “to fight re- 
cession with fiscal policy.” 

Mr. Slichter says that the re- 
sponsibility for immediate recovery, 
however, falls on private enterprise 
with these methods: 

1. An increase in investment. 

2. A rise in the ratio of incomes 
spent for consumption. 

3. A reduction in prices as ef- 
ficiency advances. 

4. An increase in wages 
the advances in efficiency. 

“Another year must not be per- 
mitted to pass,” the economist 
warns, “without wages rising to 
keep pace with gains in efficiency.” 

While approving the Administra- 
tion’s economic policies in general, 
Mr. Slichter says that “the Gov- 
ernment blundered badly in not 
making greater tax cuts last win- 
ter and spring when the economy 
needed more stimulus than the gov- 
ernment gave it.” 

His views were outlined before 
the 24th New England Bank Man- 
agement Conference of the New 
England Council. 

He maintains that in view of in- 
creases in population, labor force 
and productive efficiencies, ‘a re- 
covery which does not push produc- 


with 


HARDWARE HUMOR 


VYVVV 





© Hardware Age, 1954 


"You can tell in an instant its su- 
perior cleaning power!" 


tion in 1955 well above the levels 
of 1953 cannot be regarded as 
satisfactory.” 

Mr. Slichter notes that so far— 
despite an increase in efficiency— 
the general price level shows no de- 
cline. 


Industry Praised For 
Investing in Research 

Research—on which private in- 
dustry has spent more than $10 bil- 
lion in the past decade—ranks as 
“one of the most dynamic forces” 
in the American economy, says the 
First National Bank of Boston. 

“Today there are more than 5000 
industrial concerns that perform 
research and development and em- 
ploy around 192,000 scientists and 
engineers,” adds the bank in its 
New England Letter. 

New products and 
coupled with the creation of jobs 
“on a large scale”—are the present- 
day fruits of research. 

But, taking a forward look, the 
bank says ‘“‘we stand at the thresh- 
old of atomic power with its limit- 
less possibilities.” 


processes— 


Time-Payment Debt 
Rose in September 


Instalment credit outstanding 
rose $30 million during September 
to reach $21.340 billion—or about 
$7 million below the year earlier 
total—reports the Federal Reserve 
Board. 

The September gain was much 
smaller than the $129 million in- 
crease posted in the same month 
last year. 

“Instalment debt dropped in the 
first quarter of this year and many 
observers figured it would continue 
to decline in the second and third 
quarters,” commented a F. R. B. 
official. “Stepped-up buying on time 
has increased instalment debt so it 
is a mildly encouraging sign.” 

These key consumer credit fig- 
ures give economists a clue as to 
the public’s buying habits on ap- 
pliances and other items purchased 
‘“‘on time.” 

Non-instalment credit, mean- 
while, increased $52 million in Sep- 
tember—compared with a gain of 
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only $40 million last year. This 
form of. credit includes single pay- 
ment loans, charge accounts and 
service credit. The September gain , 
he lev h h 
i ~ brought non-instalment debt to there's a ancnor 
arde sa oe a val . : 
7 $6.674 billion, or $42 million higher designed 
- than a year ago. for every purpose 
heeding Total consumer credit at Sept. right — to do 
iclency— ‘ eupe ° 
y my 30 stood at $28.014 billion. This te tod 
7 oe was $35 million above the year J 
earlier figure. right 
EXPANSION SCREW ANCHORS. For 
r anchoring heavy objects —from 50 to 
° . 10,000 Ibs.—to masonry and concrete. 
sh Conflicting Forces | lead expansion sleeves and special alloy 
a : H } heads are rustproof and indestructible. 
ivate In- At Work in Economy | Objects can be removed and replaced 
1 $10 bil- The American economy is ex- | : paar — anchor. Setting tool 
ranks on . : in each box. 
ranks as pected to experience continued | 
forces” cross-currents “for some months EXPANSION BOLT ANCHORS. These 
says the ahead,” comments the Federal | bolt and nut type anchors have tapered 
: ‘ : a : heads and lead sleeves for fastening 
ston. Reserve Bank of New York in a heavy objects to masonry and concrete. 
han 5000 study. Will not loosen from jarring or vibra- 
perform : tion. Made as shown at left and also 
The bank says that an increase with additional cones and sleeves. Set- 
and oF from current levels of output ling ton! to: cem Gon. 
ists and ‘ 3 iain | 
ae aa and employ ment “may depend FIBRE WOOD SCREW PLUGS. For new 
In its heavily on continued advances in installations in plaster, marble, tile, 
personal consumption spending.” | Fig. 955 slate, etc. and for bushing existing 
cesses— screw holes. Tough, pressure-cemented 
agi fibres take expansion under screw pres- 
of jobs sure without tearing. Made in various 


5 


screw sizes, Nos. 






lengths for wood 


present- 
thru 14. 


New Building Record 
Set for October 


LEAD WOOD SCREW SHIELDS. 


ook, the 
; _— 4 D Easily and quickly installed with- 
thresh- Total outlays of new construc- out a setting tool on new work or 
ts limit- tion in October came to $3.5 bil- | for bushing old holes. The wood 
lion, setting a record for that | screw cuts its own deep thread and 
the shield, expanding, grips screw 
month, state the Departments of | and sides of holes securely. For 
Labor and Commerce in a joint re- | use in tile, masonry, plaster, etc. 
port. 
October ’s ran £ DIE-CAST LAG SCREW SHIELDS. For 
ctober outlays ran 3 pct below heavy-duty anchoring in solid materials 
standing the September figure of $3.6 bil- with square or flattened head lag screws. 
ptember lion, but this was described as a Deep, eccurete threads inside shield ond 
the exterior serrations take stress effici- 





seasonal decline. 
The latest expenditure figure rep- 


yr about ently. Lag screws will not strip or bind. 


earlier 


Reseres BRASS EXPANSION SCREW SHELLS. 


over the 


resents a boost of 8 pct 


For delicate installations where relative- 






















October, 1953, total. ly light objects — Venetian blinds, val- 
s much “Most major construction cate- ances, door chimes, etc.— must be 
lion in- gories continued strong for the time ee a era ae ae ate 
month of year,” the government depart- a 1” deep, 5/16” diameter hole. No 
ments commented. Setting Tool Required. 
| in the Private residental building posted STEEL EXPANSION SCREW ANCHORS. 
d many record levels for October. Also For anchoring light to mediumly heavy 
ontinue reaching new peaks were total pri- yo gpd gpl gyre Rogen 
d third vate and total public construction. \ ticular care must be taken to avoid 
R. B. On a seasonally-adjusted basis, it ee a es an 
on time was noted, construction in 1954 has write for quires a hole only 1” deep and %” 
bt so it climbed almost steadily from Janu- in diameter. No Setting Tool Required. 
. ary to October “at a rate which the NEW 
dit fig- indicates that spending on new con- catalog of 
2 as to struction will total $37 billion by PAINE 
on ap- the year’s end.” products 
rchased During the first 10 months, gains lle. 
in private building accounted for 
mean- the bulk of the gain over compara- 
in Sep- ble 1953 outlays. 
ain of Total new construction amounted THE PAINE COMPANY, 5 Westgate Road, Addison, Illinois 
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to $30.8 billion during the 10-month 
period, against $29.5 billion a year 
ago. 

During this period, expenditures 
for private building increased to 
$21.1 billion from $19.8 billion. 

The government says that all 
private spending for construction 
in October came to $2.396 billion, 
compared with $2.437 billion in 
| September and with $2.154 billion 

a year ago. 



















. did you know that UNION makes the only 
complete line of Tool Chests and Full-Drawn 
Tackle Boxes available from one source? And did 
you know that the UNION line offers all of the 
wanted features and a wide range of 
styles, sizes and prices to meet 
practically every customer 
requirement? 


JOBBERS Write for catalogs and 


prices covering the 
DEALERS complete UNION line. 


Manufacturers Receive 
$25 Billions of Orders 
The nation’s manufacturers re- 
| ceived more new orders for goods 
in September—mostly defense items 

-than in any month since the start 
of the business dip in mid-1953, 
says the Commerce Dept. 

It also reports that manufac- 
turers’ sales rose “slightly” and that 
industry’s backlog of unfilled orders 
increased for the first time in 19 
months. Higher sales were marked 
throughout various industries, ex- 
cept for automobile makers who 
were re-tooling for new cars. 
Manufacturers received $24.8 bil- 

lion in new orders during Septem- 
a ° ; ber, or $2 billion more than in 

August. Only some $400 million of 
saieeaicec ec tcianaaasreamenasiasanatataa aaa es the increase, notes the department, 
could be attributed to the usual 


upswing in business at this time 
Watch for... geal 


Meanwhile, the backlog of orders 
climbed by $400 million to reach 


CHAMP ION ¥ Saedee hana Wk cane 
Y 7 r . 
SNE 1 crease since January, 1953, and the 


biggest jump since the backlog 
| started to drop from its record high 


VIEW-PAC | of $77.9 billion in September, 1952. 


“Do It Yourself’ Hardware Line Couples Spend More 
Than Lone Shoppers 


Papa evidently plays a key 
hand in boosting sales for re- 


UNION STEEL CHEST CORPS) 


LE ROY, NEW YORK 

















It’s a miracle in packaging for self-serve sales. 


Nothing like it has ever been offered. We know tailers. 

, A survey by Selling Research, 
you will be amazed and happy when you see the Inc., shows that a family spends 
View-Pac Line. more money in a supermarket 


when the husband goes along 
than when the wife shops by her- 














self. 
The Couples spend more money on 
WiAWIMUAMIAVGULAL Te ALE shopping tours, the survey adds, 
GENEVA. OHIO than the male shopper who is 
alone. 
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nufac- YOU are eligible for the coveted Brand Name Retailer-of-the- Year 
id that Plaque or one of four Certificates of Distinction to be awarded 
orders in your retailing field next Brand Names Day. 
in 19 Win one of these important awards by promoting brand names 
narked all through 1954! Brand names mean business. Thousands—or millions— 
2S, @X- of dollars worth of national advertising, paid for by the 
; who manufacturers, pre-sell your customers and cut selling time. You get 
faster turnover, because known brands outsell unknowns by 
1.8 bil- seven or eight to one in most categories. 
»ptem- Steady demand and repeat sales give you fewer markdowns. Because 
an in brand name manufacturers pre-test their products, and assume 
ion of responsibility for them, you have fewer adjustment worries. Reputable 
‘ment, brands add prestige to your store, and bring you advertising help 
usual * that cuts your costs and adds to the effectiveness of your advertising. 
time These are the ways you win, this year, by promoting brand names. When 
you win a Brand Name Retailer-of-the-Year Award, your winnings 
orders increase! Exciting publicity in your local newspapers and trade papers 
reach ; brings you prestige among your customers and your suppliers, 
st in- and adds to store traffic. 
id the Be a big winner! Send the coupon for your Brand Name 
icklog Retailer-of-the-Year entry blank today! There’s no cost, 
| high no obligation, no entry fee. And you get the idea-packed 
1952. : merchandising kit, “Brand Names Mean Business,” 
free! 




















PO 2 2 eee ee Se eee eee eee eeae222eeam 
Bad Name ountlalion INCORPORATED 
key : 1 37 West 57th Street, New York 19, N.Y. 
re- 
! Please send me an entry form for the 1954 Brand Name 
‘c} ! Retailer-of-the-Year competition, and a copy of the 
” “ i free kit, “Brand Names Mean Business.” 
nds i 
| : Firm Name—___ 5 
rket I _ — 
ong ae j Type of Firm_ — scciieasiiasininiaiciiclaaiaamianada 
her- l Executive iets tnciaaineninitl 
! Title_ ee we i 
on j 
dds i Street__ ee a 
» is j City Zone_____ State_ 
1 
1954 
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BRASS, COPPER, DARK, 
\ TINNED, GALVANIZED  / 
\ COILS AND SPOOLS , 

\ 10Z.TO 20 LB. / 

\ PACKAGES / 





STOVE PIPE WIRE BRAIDED 
COIL AND SPOOL PICTURE 
ASSORTMENT WIRE 





STRANDED AND SOLID 
CLOTHES LINE WIRE 
STRANDED AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 





SOLD THROUGH 
JOBBERS ONLY | 
ASK YOURS FOR PARTICULARS 











withyH CONFIDENCE 
QNCHOR 

WIRE CORPORATION 
a 


ee ee ee a ee oe 
3 LONG ISLAND Lo ee 

















LOCK-EASE ° 
Graphited LOCK FLUID 


For year-round lock main- 
tenance and best protection 
| against sticking — rust — 


freezing. 4-oz. “Drop or 
Stream” can, 39c. Order from 
your jobber. 
American. Crease Stick Co. AGs | 


Muskegon, Michigan 


ys Stainless DOOR-EASE Stick 
Se and 

















Lubricant in two sizes, 
39c; AMERICAN ODripiess Oil in | 
4-oz. oiler, 29c. 
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| pattern will include a 
| guide, with illustrated step-by-step 


F. W. Dodge Corp. polled 186 of 
the nation’s top economists and 
found they expect a moderate im- 
provement in business activity for 
1955. This was the same group 
which last year accurately predict- 
ed the mild economic downturn 
for 1954. 

The economists estimate that 
new non-farm housing starts next 
year should total around 1,116,000 
—or a two pct decline from the 
estimated 1,141,500 starts this 
year. 

Total output of goods and ser- 
vices is expected by a majority of 
the experts to rise steadily, but 
not greatly, through the remain- 
der of 1954 and all of 1955. 

The median estimate for the full 


THE LAST WORD IN | Economists Who Called Turn on Recession 
_ Now Look for Moderate Business Rise in ‘55 


year 1954 in Gross National Prod- 
uct is $356.1 billion, while the me- 
dian estimate for next year comes 
to $361.4 billion—a 1 pct gain. 
“While this indicates an expecta- 
tion of virtual stability,” Dodge 
commented, “it is interesting to 
note that the tone is optimistic.” 


Prices Reduced On 
Jet Pump Motors 


A net price reduction of more 
than 6 pct on 144-hp jet pump 
motors has been announced by the 
General Electric Company’s Gen- 
eral Purpose Component Motor De- 
partment. Smaller reductions have 
been made on most models of 1- 
and %4-hp ratings. 


McCall's Full-Scale Do-It-Yourself Patterns 
Go on Sale in Hardware Stores In December 


A limited number of hardware 
stores, lumber yards, hard line de- 
partments of department stores 
and chain stores will introduce the 
first full-scale transfer patterns for 
home workshop do-it-yourself proj- 
ects, on Dec. 20, when the new 
McCall's magazine and McCall's 
Pattern Division patterns will be 
released for consumer sale. 

The first 12 designs in this new 
line of shop-tested transfer pat- 
terns, which are applied to wood, 


| plastic or metal with an ordinary 


household iron, will be introduced 
in a 6-page color spread in the 
January issue of McCall's. Editorial 
space devoted to new patterns will 
be used in each succeeding issue. 

Each “Do It Yourself” transfer 
“Cut-n-Join” 


instructions on how to lay out the 
pattern, cutting directions and as- 
sembling and finishing details. 

The new line, which will later 
include printed patterns and decora- 
tive color transfers, consists of 
original contemporary designs for 
indoor and outdoor home 
sories. Most patterns will be priced 
from 40 to 75 cents. 

Dealers will be offered a package 
of 10 each of the first 12 McCall's 
patterns with a choice of one of 
two self-service display units for 
$50. Stocks of the patterns will be 
sold outright to dealers. 

In addition to strong editorial 
presentation, a coordinated pub- 
licity and advertising program, and 
point-of-sale is planned. A program 
is being developed to help retailers 
merchandise their stocks. 


acces- 





Heat is used to apply full-scale transfer patterns to wood, plastic or metal. 
A "Cut-n-Join" guide is part of kit. 
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Write prices clearly— 
win customer confidence 





SiV/atsoe,,, 
METAL MARKERS 


Bold, eye-arresting prices go on easy 
—come off with a damp cloth. No 
surface is too slick for Blaisdell 
Markers. They’re quick-pointing 
with no fuss. Ask for 792-T Thin 
Black or 795-T Thick Black at your 
dealer. Or write for sample naming 
this magazine. 


BLAISDELL PENCIL CO., BETHAYRES, PA. 





BETTER STORE 


FIXTURES 
FOR LESS 





INTERCHANGEABLE — ADJUSTABLE 
PEG BOARD BACKS 
Write for catalog No. NH TODAY 


W. C. HELLER & CO. 











MONTPELIER, OHIO 
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RED AND 

WHITE BOX 

, WITH 

* CLEAR 
ACETATE 

SLIDING COVER 





DESIGNED FOR GREATER PROFITS 


FOR THE HARDWARE RETAILER 


mF @ QUICK SERVICE— READY 





PACKED 
© ALL ITEMS IN FULL VIEW 
© SAVES SALES TIME 
@ NO PRICE WORRY 
© NO LOSS IN INVENTORY 











COUNTER DISPLAY BOX AND DIS- 
PENSER WITH BEAUTIFUL 3 COLOR 
~ SALES CARD CONTAINING AN AS- 
SORTMENT OF THE 24 BEST SELLERS. 





HINDLEY 
MANUFACTURING CO. 
VALLEY FALLS, R. |. 
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WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SEUS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 
STICKS AND STAYS pijy 
ii 








Most dealers re 
“Our sales of 
ham’s Rock - Hard 
Water Putty keep 
on year after 
ear. What's more, 
urham’s Rock- 
Hard Water Putty 
one you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
aw Many petenins materials may shrink 
fall out or c Durham's Rock- Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. * Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
ey. Available in 25, 50, 100-lb. drums for 
dustrial users. Order from your jobber. 















The PLASTIC Repair Material 


in POWDER Form 


( Here's the one that \ 






















THE TRADE CALLS 


DYKEM 
STEEL BLUE; 


SteP to 


Lesbo Dy 
Dies and wie 


+ 


| Witte py KEM oe Sreel 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


THE DYKEM COMPANY 


Established 1920 
2305B North 11th St. © St. Lovis 6, Me. 
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Promotions 





Manufacturers’ New Merchandising Plans 


Pyrex Demonstrations 
On "Home" TV Program 
Morning television audiences in 
44 cities are seeing dramatic dem- 
onstrations of Corning Glass 
Works’ Pyrex brand dinnerware. 
Corning Glass is now one of the 
sponsors of the coast-to-coast 
“Home” show, seen daily from 11 
to 12 (EST). Part of the 
demonstration includes hammering 
nails with Pyrex cups and baking 
in the vegetable serving dish. 


noon 


Retail Sales Awards 
In Clock Promotion 

Telechron Electric Clocks, Ash- 
land, Mass., is conducting a promo- 
tion on Tele-Jour, a new electric 
calendar clock that tells time, day, 
and date automatically, part of 
which is an offer of one of these 
clocks as a prize for the first three 
Tele-Jour models sold by any retail 
salesperson. Only one clock may be 
won by any one person. 

A registered sales record card, 
listing the first three Tele-Jour 
sales, must be filled out and sub- 
mitted to Telechron on or before 
Jan. 15. The offer expires Dec. 31. 

Kits containing registered sales 
cards, four-color reprints of Christ- 
mas advertisements and television 
schedules on these clocks, are avail- 
able from distributors. 


Holiday Display Kit 

Offered by Boonton 

Christmas mer- 
chandising program features a 
complete Christmas window with 
gifts from $2.25 up, promoting, “A 
Gift For Everybody and Every 
Budget,”’ and makes the hardware- 
the key man in 


Joontonwares 


housewares dealer 
the campaign. 
The window display will be fea- 
tured in full-color consumer ads in 
House & Garden, Living For Young 
Homemakers, McCall's, Ladies 
Home Journal, Country Gentleman. 
The window combines individual 
service pieces and packaged sets 
ranging from 5-piece place set- 


tings, 16-piece starter sets to a 25- 
piece complete service for four and 
includes all display material and is 
designed to give maximum mer- 
chandise display within a compact 


8-ft window space. 


50% Ad Allowance 
On Lawn Sweepers 


In an effort to spur local marxet 


advertising on its lawn sweepers 
and Fold-A-Way lawn cards, the 
Parker Sweeper Co., has offered a 


cooperative advertising program 
in which it will meet 50 pct of the 
distributor’s cost resulting from 
advertising in newspapers, radio 
and television. The allowances, 
based on purchases, must be used 
within six months of the end of 
the calendar year. 


Complete Program On 
Porter-Cable Tools 

Broadsides which outline in de- 
tail the many facets of the Christ- 
mas-Winter campaign on Porter- 
Cable electric tools, directed at the 
do-it-yourself market, have been 
mailed to Porter-Cable dealers. 

During the campaign a number 
of new portable electric tools and 
tool kits will be introduced to sup- 
plement the 40 portable tools al- 
ready available. 

The campaign will urge dealers 
to start do-it-yourself centers in 
their stores. Three display units are 
offered free with qualifying orders. 

Other elements in the promotion 
are display and advertising aids, 
three giveaways, do-it-yourself pro- 
motion literature, a book, “How To 
Sell the Do-It-Yourself Market,” a 
plan for a rental program and a co- 
operative advertising program. 


Perfection Stove 
Announces Policies 


To enable its dealers to meet cut 
price competition, at their regular 
profit margins, Perfection Stove 
Co. has reduced its electric range 
list prices from $50 to $100. 

To assist dealers in financing the 
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WHAT’S YOUR POWER MOWER 
| ARKUP ? 
to a 25. 
our and 
l and is 
n mer- 
‘~Ompact ~ 
“ ° bi Fancy power mower morkups 
This flat wire welded selvage marks a major advance- | cen be _dosolving -_. - capeciatty 
ment in this commodity. Precision woven fabric utilizing a a ot oF 
arKet ‘ ‘ ur w erprice 
ao hard drawn wire in place of the customary annealed qserene, SEN Veg) Fowe-Mesre— 
Jeepers " ae 4 eo que mower competitively 
“ “a wire gives added strength, rigidity and uniformity of priced— yet including honest dis- 
, e - 9 . . lor ai retailer markups. 
lused a meshes. By Wright’s new weaving process the flat wire | You'll reap more profits through 
" " . . : tl t t- 
rogram selvages are tightly welded to each filler wire, resulting Mowrs. There's a lot more to the 
é . ‘ ° ° Vogt . tory. Write, wi 
of the in even, accurate width. Heavily galvanized after weaving. or phone for otractive. brochure 
e including specifications and prices. 
aes See f ie AS i Complete range of models in both electric and gasoline models. 
radio “ a galalatic® stats eet. : pr Available in either economy or super deluxe styles. 
vances, Ee Bos. 7i08-8 : a Kentucky's Oldest Manufacturer . . . Since 1833 
e used ; te a ; bah tei LAS 
end of VOGT BROS. MFG. CO., INC. 
Main at 14th Street ¢ Louisville 1, Kentucky 
P. O. Box 922 
New York Office and Display Room: 200 Fifth Avenue 
n 
in de- 
Shrist- 
-orter- 
at the 
been 
‘a. i 
umber MARSHALLTOWN TROWEL COMPANY «© MARSHALLTOWN, IOWA 
Is and : 
O sup- 
Is al- 
MOP WRINGERS and. BUCKETS COMBINED 
ealers have been CONTINUOUSLY sold by many leading Jobbers and Dealers in every section of the 
€ . United States and Canada since the inception of our business—more than 60 years ago— 
‘rs in (a record which speaks for itself). You can't go wrong when you buy "EAGLE" because 
‘ they're made right and priced right. 
its are 
vee Manufactured by THE EAGLE WOODENWARE MFG. CO. — 
ps Hamilton, Ohio, U. S. A. 
notion — — — —— ——-- 
aids, — 
e Mag ° Pi ) 4 STICKS -1 SCRAPER e 
ag DECTO-STICK (\"26 4 BNEW do-it-yourself SELLING SENSATION! 
yw To FURNITURE ge he | 
a.” a REPAIR KIT | 
od pi “ FIBRO FiperGLass | 
a cOo- Fast Colors : 
m parte nena woes weenie 
° ‘3 : f Required 4 
__ ptcro Slade MARE RI IME cours cosine Oenses DRI-PIPE-WRAP KIT 
An ingentously compounded stick 
that and colors Nicks, n 
and Gouges in natural-finished or VOLUME PROFIT MAKER at $1.00 co icie with Reod 
oar so aison Wide came Needed, Wanted by every home owner, Cut Strips of: — 
will — or shrink. Takes janitor, maintenance man. eho oo 
et cut any finish. ’ 
DRI-PIPE-WRAP st ting of Id ALUMINUM FOIL 
gular Catan bas — AA oe walnut and water pipes—keeps feat in het water pipes ' OVERWRAP 
aan \"aaeet ‘aall Be om y 12 kits on —saves fuel—protects pipes from freezing. @ PRESSURE-SEN- 
Stove dienia ’ card - : Kit covers approximately 17 ft. of half-inch SITIVE TAPE 
si cele = : pipe. Simple instructions included. Packed in re-usable 
panes A “DO IT YOURSELF” REPEAT ITEM ORDER FROM YOUR WHOLESALER OR WRITE poly bog 
SOLD THROUGH JOBBERS 4646 N. Clifton Ave. 
g the DECTO PRODUCTS COMPANY, SALEM 54, MASS. | FIBLECO ILLINOIS CORP. ciiccc 40, 
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~o- (nah UW »-. 
on Winter’s + 
“Hottest” sales item 








Over 7,000,000 Ibs. 
sold '53-'54 
Now on sale for its 8th 
consecutive year. The only 
ice remover that contains 


Speconite Rust Inhibitor. 


3 For discounts and prices see 
your nearest Speco representative 
or write to Speco, Inc. 








SPECO, Inc. 
7308 ASSOCIATE AVENUE 
CLEVELAND 9, OHIO 


AER SEREEEERESRRSERRRREEE: 
HOT ITEMS 


TO BOOST PROFITS 





MITI-MITE 
WATER 
HEATER 


The Rhinehart MITI-MITE . quickest 


and easiest to use water heater on 
the market. Just plug it in wherever 
hot water is needed. Made of rust- 
proof aluminum alloy. Factory-guar- 
anteed for one year. List Price: $1.60 
and $1.80 (with heavy-duty cord). 


EVERYBODY 
A PROSPECT 


FLASH 
WATER HEATER 


Heat small amounts of 

water almost instantly with 

the FLASH. Cheaper than 

any other method. Designed 

<=>’ for safety ... 1500 watts 
easy to use. World's most effi- 
cient water heater. ONLY $3.95 LIST. 


Write TODAY for cata- 
log sheet and discounts. 


THE RHINEHART MFG. CO., INC. 


1133 POLK ST., FORT WAYNE 7, INDIANA 
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extra volume which the company | 
expects that the new prices should 
create, Perfection is extending the 
dating to Dec. 31. 

A complete electric range mer- 
chandising kit is being provided 
dealers. It includes complete adver- 
tising and display materials and a 
cooperative advertising plan where- 
by the company repays 60 pct of 
the dealer’s local advertising costs 
up to 10 pct of purchases made. 

Perfection is continuing its 1954 
line of gas and oil space heaters, 
portable heaters and water heaters, 
without change for 1955 and has 
guaranteed dealers against price 
reduction on these items for a year. 


Sears, Ward Using 
Smaller Gift Catalogs 


Prices in the Christmas catalogs 
of the nation’s two biggest mail 
order firms, Sears, Roebuck & Co. 
and Montgomery Ward & Co., run 
about the same as last year. Both 
books are 40 pages smaller than 
the 1953 editions. 

The thousands of gift items 
range from electric scissors and 
battery-heated socks from Sears to | 
exploding battleships and a two- | 
tube radio kit for children from 
Ward’s. 

Dolls this year show a greater 
use of plastic and a trend toward 
“permanently rooted” Saran hair | 
that won’t come out when washed 
or waved. 





(Resume reading on page 15) 


HARDWARE HUMOR 





© Hardware Age, 1954 
"The clock shows the hour, month and 
day of the month the payment is 
due.” 
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BURNER and RANGE COILS 


ia 


DORMONT MFG. Co. 


1314 High St., Pittsburgh, Pa. 














CHAIR-LOC 


Amazing New Liquid 
S-W-E-L-L-S Wood 

* Penetrates wood fibres— 
makes them ¢-X-p-a-n-d 
permanently. 

e Gutieet and easiest way 

fix loose chair rungs, 

I fe as. handles, dowels 
dove-tails, etc. 


A Fast-Selling Impulse item 
Write for Free Samples and 
Literature 
CHAIR-LOC CO. 
Lakehurst 3, N. J. 





STAINLESS STEEL 


FASTENINGS OF ALL TYPES 
RIGHT OFF THE SHELF 


@ Sheet Metal Screws © Machine Serews © Cap Sees 

° Ss @ Wood Screws @ Nuts, Washers, 
lass 3 AN —, Hey Heads. PROMPT DE: 

civenies ON SMA OR LARGE QUANTITIES. 


aa for complete deseriptive catalog 

: STAINLESS SCREW CO. 
©f Comm hep for Little Falls 4.2308 
649 hag Bivd. * Paterson 2, J. 


Direct New York ‘phone Wisconsin T 908i 
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Changes 


New products and 
new trade names are 
constantly being 
added to the listings 
for the next Directory 
Number of HARD- 
WARE AGE. 


Therefore, if you do 
not find in the current 
issue of the Directory 
Number the product 
you are interested in, 
write to the “Who 
Makes It” Editor. He'll 
be glad to serve you. 


HARDWARE AGE 


190 E. 42nd St., New York 17, N.Y 
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There's a 


SUNSET LINE 


For every fishing need! 


Every one guaranteed to be in perfect fishing condi- 
tion. Actual tests will equal or exceed the printed 
test. You need never hesitate to recommend any Sun- 
set Line to your customers. Free advertising and 
point of sale aids available. 


Two factories to serve you. 


SUNSET LINE & TWINECo., PETALUMA, catiE. 














Shartoni MODEL RAILROAD 


R.R. SPIKE SETTER 


WITH SPIKES for AMERICAN FLYER TRACK 





NEW! UNIQUE! ONLY A BUCK! 


THERE'S NOTHING LIKE IT IN THE FIELD! 


Sets spikes—pulls up tacks—allows layout 
changes—eliminates track distortion. 

SPIKE REFILLS IN DISPLAY BOX. 

GET THE FACTS! ASK YOUR JOBBER OR 
WRITE US. 








Shawne Bolt and Sgheat Co. Morwood, Mass. 











New %"' Drill 


retell $38:95 





Push the Black & Decker 34” Drill 


@ Extra power for tougher jobs 
® Has famous B&D-built motor 
® For service & installation work and advanced craftsmen 


Order from your B&D wholesaler—listed in phone 
book Yellow Pages under “Tools—Electric”. 








WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 
More Sales! 

Greater Volume! Bigger Profits! 


See Your Jobber or Write For Your Nearest Distributor ARISTO-MAT CO., 1718 E. 75th Street, Chicago 49 








WHAT'S NEW ? 


Turn to pages 85-86 of this 
issue. The Quick Check Card 
properly filled out will bring 
you quickly the details on 
new products that interest 
you. 


T'S QUICK—IT'S FREE 
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STERLING 
* Caulking Compounds 
* Glazing Compounds 
* Paint Removers 
* Brush Cleaners 


STERLING PA!NT & VARNISH CO., MALDEN, MASS. 
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Help + sty axes Wanted BOXED DISPLAY AD RATES NOTE: Samples of merchandise, literature, 
usiness pportunities ‘ catalogs, etc., will not be forwarded to box 
Representatives Wanted, etc. z $8.00 per column inch number advertisers unless accompanied by rwO MEN V 
Set solid, maximum 50 words... . $5.00 5% discount allowed for 4 or more con- sufficient postage for remailing. ry Me 
Bock odditieaal word toa — pant he Boxed Display Ads. No agency commission allowed. : age oe 
Fs uts or special borders not accepted. ; : ti field v 
, Positions Wanted Address your correspondence and agile to HARDWARE AGE is published every other 16, care 
(Special Rate) set solid, maximum Thursday. Classified forms close 15 days B ar 
ra = ‘20 HARDWARE AGE) ricston soe alae 
Each additional word....... ; 05 i 
pencee tt _ nan 
Allow Seven Words for Keyed Address Classified Opportunities Dept. Pa ate ae ae tanemeg en 
or Your Address 100 East 42nd St., New York 17, N. Y. stamps. 7 , IN a 3 
TUCK 
Representatives Wanted | Representatives Wanted | Representati Want ale 
| presentatives Wanted | °)).\::' 
4 7 rete e 
| 
SALESMEN calling o ‘ “Pp iT 1 SSENTA’ te ng 
er and buildin : pn i << pre. stores, lum. | SALES REPRESENTATIVE WANTED TO REPRESENTATIVES WAN TE1) for low N York 
with K pp , ete., to handle along | SELL tto retail lumber yards throughout the priced picnic fuel (GRIL-LETS) in 10 Ib. bags 
hie present merchandise. Complete line | country. Top quality imported hardware such as | attractively packaged. Commission 10 If you = 
. ical material, wire, cable, wiring devices, | butts, shelf brackets, et« These are volume items want volume business, answer this id with com 
ape oe etc. for wholesale distributor; liberal and pay a generous commission. List lines carried plete resume Kleen- Kole In (660 Broa 4 
yan . a state territory and line carried. Ad- | and years in business Address: Box C-204, care | New York 13, N. ¥ ; ; REP 
dress: Box C-198, care of Harpware Ace, 100] of Haroware Ace, 100 East 42nd Street, New = —— . Covering all cla: 
Kast 42nd Street, New York 17, N. Y | York 17, N. Y : | . . 
p: ; om &. Direct Factory Salesman mas anh 
a a ee . — . . : established acti 
CUTLERY MANUFACTURER HAS TWO Wanted ah, ee 
MANUFACTURERS AGENTS WANTED | EXCELLENT openings in established territories dno "gg ee pt cs salesmar We will carry 
. | for experienced travelling salesmer th ., gece gh TT gga on ll ay Inquiries invite 
Co t | , M4 e 1 with cars ware, automotive, and Industrial ly house ir 
ee, yt Manufacturer wants rep- | | Write giving full background to Queen Cutlery Missouri, ences, lows yor eo" - 4 a Donets Wood Street, Pi 
F wali abe England, South, Midwest and || (ompany, 10 Commerce Court, Newark 2, New Salary and traveling expenses and car furnished. Re EE 
er Commission basis. Exceptional line of | | Jersey | re re ee ee 
. — emmporent bronze locks, night latches, | ae Address Box C-210, care of HARDWARE AGE ~‘ ms 
y s, etc., competitively priced and nation. 100 East 42nd St., New York 17, N. Y. 
SY In reply, specify products now a . MICHIGAN 
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Actress Sen 6-000, care of HARDWARE AGE i ity line OF balicocks, —— = Bs STERLING HARDWARE puaeers 
as ad St.. New York 17, N. materials and garden accessories. Seeking REPRESENTATIVES WANTED : =e on 
le _ = | | representatives to sell to th i i i i i ee is rome 
“2 9 ee supply jobbers on a pn es ny a gy Fn er akane tee acento Roget : a cee 
ate hice EL WANTED BY PLAS choice territories open. Write giving full de- may make changes in others. Write pon Sell ; 812 Lincol 
il Pi am to _ plastic garden hose, tails of experience and lines now handling. || what lines you represent and territory you — —---— 
thesline, and pipe. Also plastic glaz Address Box C-205, care of HARDWARE AGE cover 
ng channel and spline, for storm window manu 100 East 42nd St., New York 17, N. Y. | STERLING HARDWARE MFG. CO. 
acturers. Many protected territories open. State 2339 Nelson Street, Ch.-ago 18, Illinois Old, well es 
exact territories and types of accounts covered and EL aaa ee _ : : : selling all le 
commission wanted. Address: Box (-199, care of , _— EES SR which is repr 
Hiarpware Ace, 100 East 42nd Street, New York < WANTED TWO (2) 4 — TRAVEL LING a 
17, y SALESME! mat can sell wel nown line of A W England, Ne 
as quality cutlery. Address: Box C-223, care of ccounts anted Michigan ind 
- — ee AGE, 100 East 42nd Street, New York — other noncom 
EXPERIENCED SALESMEN with following | 17" N- ¥- HIGHEST TYPE OF SALES REPRESENTA coatiot 
among retail hardware stores to sell imported nee —— = a : _— - TION AVAILABLE Michiga Indiana, Ohio, nen oo 
x rhe pro on ts, Pc i hardware and popular | douse: scee Ganeeiian taatcnin, Genaetien, oom a 
priced tools. Liberal commissions to ‘serious SIDELINE SALESMEN WANTED cake ilteea. Manus cae, deke cee one 
2 salesmen, Ample sto ks on hand in New Prominent manufacturer of paint brushes expanding pane append. npg Hoga Ses ee ee ae “i 
ork for prompt delivery. Choice territories open distribution Has open territories for aggressive premium goods users _ Represent manufacturers 
In replying, please state your present connections paint, hardware, or specialty salesmen now calling | only, Address: Box C-170, care f HARpWakt WANTEO 
and give references. Address: Box C-182, care of on retail trade (paint, hardware, dept. stores, lumber Ace, 100 E. 42nd St., New York 17, N. Y. Fittings and ot 
aknwane Ace 140-8 “ c <, Care dealers, et« Complete quality line in beth bristle — make A pr 
7 nT Ace, 100 East 42nd Street, New York and nylon, competitively priced. Strong home office cee 
17, N. ¥ backing. ‘Top commissions, Write full details in MANUFACTURERS OPPORTUNITY gages 
| dence t s Hu <p 
4 | Salient, experienced, responsible, werful, 88 i terested 
Address Box C-207, care of HARDWARE AGE ful Manufacturers Representatives covers. Conn., New leggy 0 
— - *- ° | York, New Jersey and Pennsylvania. Large following ‘. senenmi, 
UFACTURER’S REPRESENTATIVE WANTED | tg wholesalers, chains, premium outlets, mail-order = _ 
Salesman now celling on hardware and variety stores S eet RD mae cal caner. a Ke ‘as nee ft elllis 
with two of three non-confilcting lines. We ofer a REPRESENT MANUFACTURER OF CIR. || >¥ you eT ee MANUFAC 
ood staple iine of 19¢, 39¢ and 79¢ paints, low 6 ‘ 9 : : : : 1G 
priced gallon paints and’ nationally advertised line ( = LIGH PING fixtures. All units competi- Write Box C-206, care of HARDWARE AGE n : — dei 
of popular priced paints on a commission basis. This tively priced. Write stating territory covered and 100 East 42nd St., New York 17, N.Y = _ptgg Hien 
ange egy has meee Coens appeal. Every store seli- type of trade you call on. This line is not com- | : ; ; zs New Jers 
y pa ‘s a good prospect. Write advis slicatec P lery ] t . ~ t power or 
territory covered, how often you cover it cod ses plicate i and peg easily handled Address Box | HAVE NEW SALES AGENCY with show: 1 Pa 
add ig -" 13, care of Harpware AGE, 100 East 42nd | room and warehouse in my own buildin Want Bs iT 
ieace thea 108: coe of Wanewe Street, New York 17, N » | i é , ov ute g. i C-211, car 
100 East 42nd Bt New York 17, ane AGE | . t 17, Y. lines for State of Okl thoma only, and w d Street, New Y 
a - . prefer manufacturers who will warehouse here it ; 
- Se ee a ela | volume warrants. Calls to be made on all type en 
; as ’ hard good outlets, but will rigidly nform t ———— 
enstonas dimen meiene wn MANUFACTURER'S REPRESENTATIVE a ek ee a eS 
WHOLESALERS covering hardware, lumber, and WANTED TO BUY FROM MANUFACTURER'S REPRE- cele SE, elle idle sett Princij background in 
allied lines. Unique, compact 6 in 1 tool kit- SENTATIVE THEIR LINES, ETC. TERRITORY: CONNEC- industrial sales, but als hardware jolber French firn 
shockproof plastic handle with lock-grip chuck, 5 TICUT, METROPOLITAN NEW YORK, NEW JERSEY, salesman Address: Box ( 194, care of HaRDWarE und li 
interchangeable cabinet and offset screw drivers a ee PREFERRED. PURCHASER EXPERI- | Ace, 100 | {ond Street, New Yorl 17. N Y valine 
1 ball-peen hammer ull in clear plastic tube in. | WCED HARDWARE, APPLIANCES ELECTRICAL aes new tent 
astic tub . . 11 ADDITI : paten 
usual high quality and low retail price of $1.19 } HOUSEWARES, PLUMBING & ELECTRONICS. GRESSIVI Manat : ee “ Ms sos zs 7 m d i 
actually sells on sight. Sample kit sent at cost | Address Box C-214. care of HARDWARE AGE orbs ge hal Fleer earccenygiane ig ioe. ry Equipr 
upon your request. Compact Tools Company, 136 100 East 42nd St., New York 17, N. lowing mor ‘ wi i 1 ‘<8 thes) | . ROCHE S\ 
Merriam St., Bridgeport, Conn ule “hers _ ) vg ane 
st¢ Ss c nple e¢ coverace t t 1 
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Accounts Wanted Accounts Wanted Positions Wanted 
WO MEN WITH LARGE FOLLOWING in MANUFACTURER'S REPRESENTATIVES WHO HAS WHAT TO OFFER? Exper | 
rd.are field selling jobbers only in Alabama, | CALLING ON LUMBER JOBBERS Chicago | salesman desires opportunity with either manuta 
] nd Georgia. Require one additional line | area, desire new line for resale to contractors turer, wholesaler, or manufacturers’ representative 
wit ge sales potential. Can spend considerable | Please write care of P. O. Box 43, Wilmette, Wholesale experience in hardware, plumbing, elec 
i field with jobbers salesmen Address Illinois. trical line, and housewares. Age 35, married, live 
, 16, care of Harpware Ace, 100 E, 42nd | —— n Northeastern Ohio, Willing to relocate if neces 
Stree New York 17, N. Y. MANUFACTURER'S REPRESENTATIVE sary. Can furnish good sales record \ddress 
, in Southern California needs jobber line in any Box C-220, care of Harpware AGe, 100 East 42nd 
— — of the following—automotive, hardware or house Street, New York 17, N 
. > * ON ware Represent one manutacturer it present, - 
an <a 4 | ESTABI isHED. ar cll KEN- can give your line complete and intensified cover THIRTY YEARS EXPERIENCE IN DI 
TUCK - = middle-aged tac age. Over fifteen years experience calling on auto TAILS OF Wholesale Hardware Busine Was 
tory representative offering conscie ntious thorough motive and hardware trade for manufacturer Vice-President and General Manager in complete 
“Ke a ening ad litional reasonable volume line Address Sox C 212, care of Harpware AGE, charge of entire business oper ited under absentee 
a bbers, mill | supply, chains and 100 E. 42nd Street, New York 17, New York. | ownership. Successful record of accomplishments 
outlets (NO IMPORTS) Now represent. | thorouzh acquaintanceship with suppliers. Excel 
g nationally known manufacturer Trade and | lent business and personal reference Gcinos 
haracter reference on request Address Box open. Address: Box C-221, care of Harowart 
C are of HARDWARE Acre, 100 E. 42nd Street Ace, 100 East 42nd Street, New York 17, N. ¥ 
N York 17, N. ¥ 





REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louisville. 
We will carry the account or you can bil! direct 
Inquiries invited. Write ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 














MICHIGAN AND OHIO REPRESENTA 
TIVES m open for one volume line of Hard 
ware Suilders Hardware, or Electrical Appli 
ances We offer aggressive and etfective repre 
sentation through wholesale distributors, to a reli 
able and reputable manufacturer. R. E. Rickman 
Co.. 812 Lincoln Ave., Lansing 10, Michigan 
Old, well established hardware manufacturer 
selling all leading hardware wholesalers and 
which is represented by manufacturers agents 


would like to assist its representatives in New 
England, New York State, the Southeast, Ohio, 
Michigan, Indiana and Kentucky to obtain one 
other noncompeting line. Replies kept confi- 
dential. 
Address Box C-209, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











WANTED 
Fitt 


ngs and other lines 


Bolt & Nut; Screw lines; Plumbing 
Must all be of American 
A proposed merger is under way of 20 
will pool their orders and make 
ths a nucleus of a high dollar volume business 
It interested, write to BAER SALES, 333 Central 
Ave., Albany, N. Y 


makes 


lar buvers whe 


MANUFACTURER'S REPRESENTATIVE 


SELLING THE RETAIL hardware, mill supply 
and lumber trades in Eastern Pennsylvania, South 
ern New Jersey and Delaware desire quality lines 
~ power or hand tools and specialties. Will 
handle on straight commission basis Address: 
Box C-211, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. 





French firm would like to manufacture 
under license for France and colonies, all 
new patents concerning kitchen and Laun- 
dry Equipment. ESSWEIN & Cie, LA 


ROCHE SUR YON—Vendee—France. 











ARE YOU GETTING YOUR SHARE from 
Texas and the great Southwest? Well established 
agent can handle additional hardware item or line 
offering solid potential. Have excellent entree with 
hardware and allied trade wholesalers. Will con- 
siler only merchandise of substantial nature. Ad 
lress: Box C-203, care of Harpware Acz, 100 
E. 42nd St., New York 17, N. Y. 





Help Wanted 


SALESMEN—of store fixtures for hardware 
housewares, and toy stores. To cover New York 
area for outstanding Philadelphia wholesale hard 
ware distributor. Over 40 salesmen in New York 
area will provide leads for sale of store fixtures 
Liberal commissions. Submit complete details con 
cerning entire background and exper W-90, 
P. O. Box 3475, Phila 





lence 





SALES EXECUTIVE 


Nationally-known manufacturer with 
outstanding consumer acceptance offers 
unusual opportunity for young execu- 
tive to assume sales management re- 
sponsibilities for new PRODUCT DI- 
VISION. Strong experience in sales to 
top hardware wholesaler and chain or- 
ganizations essential. Position will en- 


tail considerable travel. Weadquarters 
in New York City. Excellent salary 
commensurate with experience and 
background. Send complete resume 


stating salary requirement. 


Address Box C-224, care of HARDWARE AGE 
100 East 42nd St.. New York 17, N. Y. 














Positions Wanted 








ATTENTION Hardware Fixture Salesman desires 

to be employed by one of the 
following: Hardware Manufacturer, Hardware Whole 
saler, Hardware Fixture Co. Capable of duties which 
can consist of either Sales Manager, Sales Promotion 
Merchandising, Store Engineer Presently employed 
but wish a position with a future Will relocate 
Young, married and veteran All replies must be 
confidential 


Address Box C-208, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











hardware 
portion 


mature, experienced, reliable, wholesale 
man who can handle entire office or any 
I can relieve you of any important duties or de 
tails. Have learned plenty in over twenty years in 
the hardware line. Willing to discuss any proposi 
tion ——-What have vou? Address: Box C-225, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y 

I AM SEEKING SALES POSITION WITH 
well-known manufacturer for Ohio and surround 
ing territories. Am family man 36 years old with 


five (5) years road selling experience and am 
familiar with all types of wholesalers, jobbers, 
chains and department stores Address: Box 
C-218, care of Harpware Ace, 100 East 42nd 


Street, New York 17, N. 

SALESMAN HAVING OVER A HUNDRED 
ESTABLISHED accounts in the retail paint and 
hardware trade in Pittsburgh and Western Penn 
sylvania, desires connection with company estab 
lished in this area, that wishes to increase present 
volume with conscientious representation. Back 
ground and references gladly furnished. Address 
Box C-195, care of Harnware Ace, 100 E. 42nd 
Street, New York 17, N. Y. 
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Business Opportunities 








PRINTING 
Statements, 8!/.x5'/, 1,000 $5.75 2m $9.95 5m $17.50 
Letterheads, 8'/,x11 1,000 6.25 2m 11.75 5m 24.95 
63/, Envelopes 1,000 5.95 2m 10.95 5m 23.95 
63/, Window Envelopes 1,000 6.75 2m 12.50 5m 27.50 
Shipped Prepaid, Terms 10 Days. Send your order to 


MAYFIELD PRINTING CO. 











BOX 469 MAYFIELD, KY. 

OLD ESTABLISHED MANUFACTURER 
SEEKS PRODUCT having household appeal to 
be marketed through hardware channels. Textile 


or chemical product preferred. Consideration will 
be given to new inventions and ideas or to pur 
chase of already established production Write 
Box (-197, care of Harpware Ace, 100 EF, 42nd 
St., New York 17, N. \ 





FOR SALE 
Established Business 


Home Supplies, Paint, Hardware and Tires. 
Located northern New York, in heart of St 
Lawrence Seaway and Power Development 
Excellent business potential. Doctor orders 
owner retire immediately 
Address Box C-201, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











STORE, in Phoenix, Arizona 


tradesmen, contractors ar 


HARDWARE 


Good tollowing amon, 
men. Full line of 


naintenance hardware, tools, 


paints, plumbing and electrical supplies, giits 
housewares and toys $5,000 for hxtures and 
equipment, plus inventory Low rent Owner 
must sell due to other business interests. Address 
Sox C-196, care of Harvware Ace, 100 FE, 42nd 


Street, New York 17, N. Y. 


HARDWARE STORE in south eastern Penna 


Good opportunity for a young mar Will sell at 
inventory. Have good agencies, G. E Agency 
Monark Ranges and Heaters. Established business 
forty years, Inventory around $25,000.00. Good 
business opportunity. Can expand business. Good 


location in center of town. Fine rural communi 
to draw from. Business built by owner 
Box C-222, care of Harnpware Ace, 100 East 42nd 


Street, New York 17, N. Y 
HARDWARE ~TOOL STORE (NO HOUSE 


WARES OR APPLIANCES). Present owner 

manager outstanding hardware and _ too tore 
catering to contractors and maintenance men in 
city of 100,000 in middle west wishes to retire 
Sell at book value Jan. 1, 1955. Approximate! 

$70,000 required. Accts receivables not included 
Will net between $12,000 and $15,000 for 1954, 
etc., and a young aggressive man uld have 
netted $20,000. Wonderful opportunity for two 


partners—one an industrial supply and tool man 
and the other a contract hdwe. consultant Ad 
dress: Box C-113, care of Haroware Ace, 190 
East 42nd Street, New York 17, N. Y. 


FOR SALE—50,000—™%” sharp drive calks I¢ 
each. Will buy 54”—9/16" drive calks—#? and 
#1 lamp chimneys. Jack I. Judd, 1825 Mulberry 
St., Scranton 10, Pa 


139 





v 











» COBURNZ 


SLIDING DOOR HARDWARE 


#5916 DOOR SET—A bracket and hanger set 
with all components (less track) in one package. 
For doors up to 300 Ibs., 1%” thick. 

For catalog, write Sales and Engineering, 56 
Sterling Street, Clinton, Mass. 








—_—_ ee URG Pew OUSTS 


KWIRE SPENCER STEEL DIVISION 
AND RON CORPORATION 


2734 





Model #101 


@ FITS ALL FAUCETS e 
pETTER.+° 
SELLS : 









CARDED 
NON-SPLASH / Write for Catalog A 
WATER featuring Jet-Aerators for all applications. 


COSTER EEE HEHEHE HEHEHE EEE HEHE EEE 


MELARD MFG. CORP. 432 Austin Place, W.Y. 55, W.Y. 


TOILET TANKS 
“SWEAT” IN 
WINTER, T00! 


All Models 

















* Nationally Advertised 
* Highest Profit 
Line 


Ask your jobber or write— 


NORTHERN INDUSTRIES, INC. 


407 E. MICHIGAN ST. MILWAUKEE 2, WIS. 



















more 


ACCO 


products 


AMERICAN CHAINS 


for Farms, Homes, Industry 
and Transportation 













for Steady Profits all year ‘round— 
Buy AMERICAN 


Display AMERICAN 


in this sales-making Stand 


co Sell AMERICAN 


order from your AMERICAN CHAIN wholesaler 









American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport 2, Connecticut 






York, Pennsylvania + 
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B& C "C” CLAMPS 
MOVE FAST! 


. .. priced low for quick profits. 
Put this B & C Metal "C" Clamp Display 
on your counter—watch the interest— 
watch the sales. 





Your Jobber has the Details 
SEE HIM TODAY! 














tHe BRINK & COTTON mec. co. 


RT CONN 




















A brand-new tool 
with a big market 
among builders, clec- 
tricians, homeowners. 
New Greener Screw 
Anchor Expander 
quickly sets anchors 
flush with surface of 
masonry of any thick- 
ness, holes of varying 
depth. Three sizes. 


Write for literature. 


GREENLEE TOOL CO. 
1813 Herbert Ave., Rockford, lll. 

















For every grinding operation 
.. the ONLY 
SINGLE SOURCE 
for the RIGHT ABRASIVE 

for EVERY JOB 


CARBORUNDUM 


REGISTERED TRADE MARK 
Niagara Falls, New York 








FOR SAFETY’S SAKE... 








2s 
suy co. sta. HICKORY HANDLES 

















Eye end of each handle is 
slit for wedge, for which 


metal and wood wedges 
are included at no extra 
cost. Sold only through 


your jobber salesman. 


% Smooth Wax Finish 


% Long and Hard Service 

% Triple Inspected 

% Made Only with Second 
Growth Hickory 

% Greater Strength - Less 
Breakage 

% Perfect Shape 


Manufactured by 


LA PIERRE-SAWYER HANDLE CO. 


Jackson, Missouri 
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GENERAL’S 
NEW HOME SLICING MACHINES 


te GRAVITY FEED % SUCTION CuPS _— 
te PEDESTAL LEGS . 


rovAy'S |: 
pIGGEST * 
yalues! y, 


GENERAL'S 
SELL-SATIONAL 


MERRY G’RINDER 
Only Saladmaker & 
Meat Grinder Combination! 


«x oe 

19." 
» Maa NEWEST 

. SPP igs st POPULAR 

" JE Wi, MO GIFT! 


Dept. 498 

















o> 
twill / S1C1NG MACHINE CO., INC. 
WALDEN, NEW YORK 


"e, 





NU-BRITE 
Aluminum Utensils 
at popular prices, 
backed by a 
nationally advertised name . - 





FEDERAL £&S CO., PITTSBURGH 30, PA. 
RR OPE: i OA 


ani we 


CLEAN UP the Miracle 


EXTRA PROFIT WITH Miagicm i 
& CESSPOOL 


CLEANER! 
Hin (2 EVERY HOME 


OWNER with a 

CESSPOOL or 

STOP "mq SEPTIC TANK a 

cess POOL PROSPECT! 
OVERFLO 


ALLY ADVERTISED 
to retail at $2.98 


An Important Story 


Guaranteed CESS-KLEEN has 
proved itself to thousands of 
satisfied home owners. Make it 
available to your customers and 
cash in on big repeat business. It’s 
easy to use. Just pour liquid CESS- 
KLEEN down the drain. No Muss! 
No Fuss! There’s NO SUBSTITUTE! 








WRITE OR WIRE ORDER TODAY! Send for literature 
CARLISLE LABORATORIES, INC. 
YARDLEY, PA. 


























Include 
in the building plan 
—for permanence 


Built-in strength and stability are inherent features of every one 
of the 300 products included in the complete National line 
The wide variety of the products assures a proper size 

and style to adequately serve the particular job at 

hand. Strain, friction and subsequent wear 

are carefully guarded against by the stout 

materials used and the modern mechanisms 


employed to check service fatigue 





MANUFACTURING COMPANY 


STERLING LLINO'US 








NATIONALLY ADVERTISED IPQ MES or SILENCE FURniture GLives 


FURNITURE LEVELER 


RUBBER CUSHIONED REGULAR 
Adjustable Com- P 


One sot on 2 cord. One set in . box. bination Leveler 
12 cards in a box. 12 boxes in a — “sy and Glider for 
carton. Sizes — ~otS Uneven and Un- 


Sizes—114”, 1%”, ” Wa Ty” steady Furniture 
eee eS es SIZES—1” base, 
4 on card; 1%”, 
2 on card; 142”, 
2 on card. 
Drive into uni- 
versal socket or 
5/16” hole. 











| a Ask your jobber. If he is not supplied, write 
DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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